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uilding Materials 
From Old Shed 





At its Wolbach (Neb.) branch The Chicago Lumber Company of Omaha waved 

the magic wand of architectural engineering over the old shed in bottom picture, 

and it became the miracle of beauty, efficiency and convenience shown at the top. 
See story, ground plan and photographs on pages 26-27 of this issue 
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Whether it be for good 
lumber, honest price, fair 
treatment, or satisfactory 
service—Kirby will be 
found dependable. 














“A Wood for Every Purpose” 
SOUTHERN YELLOW PINE SOUTHERN HARDWOODS 


KIRBY LUMBER CORPORATION 


KIRBY BUILDING HOUSTON, TEXAS 




















‘PONDEROA PINE 


ANACONDA 


Supplies Your Needs 


Whether it's Knotty Pine, 
high-grade Finish, regular 
lumber items, Lath, Mould- 
ings or Box Shooks, you'll 
find the kind of stock and 
the sort of service you 
require at Anaconda. 


















SAFEGUARD 
AGAINST 
SHRINKING 
SWELLING 
DECAY AND | 
BLUE STAIN! | 










You'll make no mistake 
in letting us quote—and 
giving us an opportunity 
to show how well we can 
serve you. 





Give your wood products the added sales 
appeal of WOOD LIFE TREATMENT! It adds 
dollars of value for pennies of cost and greatly 
increases the life of wood. Is easily applied 
by dipping. 

WOOD LIFE effectively retards moisture 
absorption, prevents decay and BLUE STAIN. 


Full information on WOOD LIFE 
treatment sent on request. Write. 
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Dealers Can Learn Much 
of Value From Study 
of This Survey 


N INTENSELY INTERESTING 
and illuminating picture of the mer- 
chandising methods of retail lumber 

and building material dealers will be found 
on pages 24-25 of this issue of AMERICAN 
LUMBERMAN. Every dealer interested in 
modern merchandising and every pro- 
ducer of lumber or other building mate- 
rials can profitably read, study and ana- 
lyze this picture of how dealers are pro- 
moting sales and what they desire and 
need in the way of further sales helps. 
To Arthur A. Hood, manager Housing 
Guild Division of Johns-Manville, AMER- 
ICAN LUMBERMAN is indebted for this ma- 
terial, gathered under his direction during 
the past several months. 

A study of this report will show some 
weak spots in the merchandising methods 
of many dealers, while at the same time 
it will give comfort and encouragement to 
manufacturers who may be inclined to feel 
that they are not receiving the co-opera- 
tion from retail distributors that is needed 
to successfully and fully promote the sales 
of their products. 

This survey was limited to towns of not 
less than ten thousand population and it 
is interesting to note that 79 percent of 
the dealers employ full time salesman, 
many of these devoting their time to 
specific types of customers, others being 
combination salesmen. It also is of par- 
ticular interest to note that 86 percent of 
the dealers are “in accord with the pol- 
icy of increasing profitable volume 
through the sale of complete units, in co- 
operation with the contractor, direct to 
consumers.” This shows a gratifying 
tendency among a constantly increasing 
number of dealers to engage in “unit sell- 
ing,” thus making it possible for them 
to render a larger service to the pros- 
pective buyer and to make themselves 
more important factors in the merchan- 
dising of homes, or of the materials that 
enter into their construction, at the same 
time lifting themselves out of the conven- 
tional competitive type of selling. 

The growing importance of intelligent 
financing and selling on deferred pay- 
ments is indicated in the fact that 91 per- 
cent of the dealers promote the sale of 
home improvements on the deferred pay- 
ment plan and that the dealers included 
in this study are practically 100 percent 
in their conviction that deferred payment 
selling of home improvements is here to 
stay, that it is a sound and profitable 
method and permits the building industry 
to compete for consumer sales. 

While 42 percent of the dealers re- 
ported that they had sold an average of 
eleven homes each under Title II of the 
National Housing Act, it is quite signif- 
icant that they also reported that they 
could have sold an average of 13 addi- 
tional homes if ample mortgage money 
had been available. This is a weakness 
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that no doubt will be mended as financing 
institutions begin more fully to realize the 
soundness of such investments. 
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port that farmers come to them for build- 
ing advice, and 23 percent are equipped 
to advise why certain farm buildings will 


Although 59 percent of the dealers re- pay for themselves, only 6 percent have 


What Do You Think About lt? | 


Wauatr DO YOU THINK of this idea, Mr. Retailer—is it a good one, or not? 
A yard manager in a small community lives two or three blocks from the yard. 
Frequently calls are made at his home for service after business hours. ‘The 
manager posted (in his office and shed) notices reading: “A minimum charge of 
25 cents will be added to all after-hours sales. Open week days 7:30 to 12 noon, 
and 1 to 5:30 p. m.” Asked by an AMERICAN LUMBERMAN news correspondent 
how the plan worked, the dealer said: 




















“Of course, we do not enforce this literally. What we mainly are interested 
in is reducing the number of after-hours calls to the very minimum. We want to 
break customers of the habit of asking for after-hours service. And that is the 
way the 25-cent charge works out. When a good customer, due to circumstances 
beyond his control, asks for extra service outside of regular hours, we forget the 
charge, but in some other cases, we don’t hesitate to add it. The plan has solved 
a bothersome problem for us.” 


Irregular hours, involving delayed meals, and evening leisure broken into, 
of course are not pleasant, and if such conditions can be avoided without incurring 
the ill-will of any customer, it may be all right to adopt such a policy as has been 
outlined. In the above instance, there is only one yard in the town. Where there 
is more than one yard, it would of course be advisable to have a mutual under- 
standing as to closing hours, and to adhere to it. On general principles, we believe 
the fewer the restrictions placed on buying the better. After all, the customer is 
the real boss! Far more important than telling him when he may buy, is to get 


him to buy at all. 
x OK Ox 


Apropos OF A COLLECTION story which we ran recently (page 42, Sept. 
11 issue) the point of which was a request addressed by a creditor to a delinquent 
debtor asking him to give the name of a good lawyer in his community, so that 
he (the creditor) might bring suit, a reader sends in a story concerning a transac- 
tion wherein a wholesale house sold a country general store a bill of goods. Some 
of the items were unsatisfactory and the merchant returned them. Nevertheless, 
in due course, the wholesale concern, when its statements were disregarded, made 
sight draft on the merchant through the local bank, which returned it unhonored. 
The wholesaler then wrote to the postmaster asking about the financial standing 
of the merchant, which the postmaster promptly reported to be o. k. Finally the 
wholesaler sent the account to the local attorney, with instructions to take steps 
to enforce collection, and by return mail received this reply : 


“The undersigned, who is the only lawyer in this town, also runs the general 
store. He is president and owner of the bank to which you sent your sight draft, 
and happens to be the postmaster to whom you wrote. If he were not also pastor 
of the church he would tell you to go to the devil.” 


*x* * * 


It’s THE TRAIN that sticks to the track that gets there. That’s pretty ob- 
vious—but in human terms the proposition is not quite so simple. We all are 
prone to overlook the main issue and go off at a tangent. Did you ever sit in at 
a committee meeting or conference, called to consider a specific subject, and ob- 
serve the tendency to talk about almost everything else, rather than clinch with the 
point at issue? A certain business man wanted a smart office boy. Out of the 
applicants he assembled a half dozen of the most promising, then started to tell 
them a story. He said a farmer entering his barn one morning saw an owl perched 
on a beam. He suspected that the bird had been killing his chickens, so he got 
a gun, took aim, and shot at it; but just as he fired, lightning struck the barn, and 
set it on fire. He telephoned for help from neighboring farms and the nearby 
village. In the excitement he got trampled by a horse he was trying to rescue. 
Before the village fire department arrived neighbors had quenched the flames with 
buckets of water. These and other thrilling details the prospective employer told 
the wide-eyed lads. When he had finished one boy asked, “Did the barn burn 
down?” Another, “Did he get all the cows and horses out?” Another boy 
wanted to know whether the fire engine was motorized, or drawn by horses. One 
boy listened to all the questions, and finally asked, “Mister, did the farmer hit the 
owl?” That boy.got the job, because he had demonstrated that he could keep his 


mind on the original subject. 
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analyzed new farm building requirements 
and 7 percent the need for repairs to pres- 
ent farm buildings. 

This sketchy comment will give only 
a vague idea of the valuable information 
developed by this survey, and a careful 
reading and study of the report is urged. 


Overalls Beat White 


Collars as Ticket 
to Opportunity 


; A PRESS RELEASE, further 





quoted on the building page of this 

issue, E. M. Craig, executive secretary 
of the National Association of Building 
Trade Employers, points out that at least 
65 percent of the building mechanics are 
45 or more years of age. Due to advanc- 
ing age these middle-aged mechanics, 
while able to perform a fair day’s work, 
eventually will have to be replaced be- 
cause of impaired vision and other phys- 
ical disabilities. An acute shortage of 
building mechanics is the contractors’ 
principal concern if a return to building 
normalcy should occur, says Mr. Craig. 
A recent check-up of the paid-up mem- 
bership of all international building 
unions, as of 1929 and 1937, indicates a 
drastic dwindling of personnel within 
their ranks. It is stated that a certain in- 
ternational union in 1929 had a member- 
ship of 34,000, while in 1937 it was 
14,000. 

Contractors and building labor chief- 
tains fully recognize the grave importance 
of mechanic replacements. Conferences 
are now being held and plans outlined in 
most key cities to set up apprenticeship 
training stations and it is hoped that the 
youth of the nation will respond in suf- 
ficient numbers. The U. S. Department 
of Labor has ‘already appointed State di- 
rectors in most States, and they are de- 
vising methods in co-operation with local 
authorities to educate and train young 
men mechanically minded. 

On the radio the other night a speaker 
of national prominence emphasized the 
opportunity that exists for young men and 
women, in direct contradiction of the de- 
featist philosophy that technological de- 
velopments, especially in the realm of 
labor-saving machinery, have greatly les- 
sened the chances for young people to fit 
themselves into the industrial and com- 
mercial life of today. That problem was 
ably discussed in an editorial article ap- 
pearing in the Chicago Daily News not 
long ago. While it of course was not 
written with special thought of the lumber 
industry, many of the facts stated, and 
conclusions reached therein, apply as di- 
rectly as though the author had been 
thinking of the need for skilled wood- 
workers, carpenters etc. in the years to 
come. For that reason, as well as for its 
helpful and hopeful tone, the editorial is 
quoted herewith: 

“American industry is calling for skilled 
workers. Let youth take heed. Overalls 
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are a better symbol of future opportuni- 
ties than white collars. Men who have 
co-ordinated hands and brains; men who 
have acquired a technique; men who 
know the materials on which modern 
civilization depends, who understand the 
processes by which materials are wrought 
into commodities, who can handle the 
tools of their trade as a surgeon can 
handle his keen and shining instruments, 
who are learned in the magic of machines 
and the ways and sources of power—for 
such men there are open doors and worth- 
while goals beyond. 

“There may be still a surplus of ma- 
chine operators, but there is a dearth of 
competent machinists, the highly skilled 
men who know the technical intricacies 
of modern automatic machinery and can 
caress it with clever fingers until it runs 
with smooth efficiency. There is a dearth 
of competent toolmakers and patternmak- 
ers, men who appreciate the value of pre- 
cision, who love the delicacy of adjust- 
ment within the microscopic fraction of 
an inch. There is a dearth of men who 
know the secrets of energy, its release and 
application in the doing of the world’s 
work. 

“To discerning persons such dearth was 
beginning to reveal itself before the de- 
pression. A gradual disintegration of 
skilled labor supply already had set in. 
Industry’s neglect to cultivate the sources 
of supply was in part responsible. Pro- 
motions had removed many qualified ma- 
chinists from the ranks of skilled labor. 
Many had quit their factory jobs to set 
up shops of their own. And youth was 
becoming increasingly averse to overalls. 

“The depression intensified the dearth. 
Apprentice training reached lowest ebb. 
In many cases only indispensable men re- 
tained their jobs. Many, let out, found 
other jobs, in which their skill was not 
needed ; comparatively few went on relief. 





VOICE OF THE READER, 
The following bulletin, referring 
to an AMERICAN LUMBERMAN fea- 
ture, was issued by the St. Paul & 


Tacoma Lumber Co., Tacoma, 
Wash., under date Oct. 27: 


To All Salesmen: 


Wish you would please refer to 
the Oct. 23 issue of the AMERICAN 
LuMBERMAN—front cover page and 
the article pertaining thereto on 
page 26, entitled “Will Homes of 
the Future Be Sold From Inter- 
changeable Miniature Models?” 

I am calling this to your atten- 
tion not only because [ feel that 
you may be interested in this arti- 
cle, but so that you will also call 
it to the attention of various deal- 
ers. 

This seems to me to be a very 
effective way in which to sell new 
homes. 

Yours truly, 
A. H. LAnpRAM, 
Sales Manager. 
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Skill atrophied from disuse. Machines 
and processes changed. When industry 
resumed again at a pace approximating 
normal many of these workers could no 
longer qualify. In the meantime our once 
unfailing source of skilled labor in Nordic 
Europe had dried up, as a result of re- 
strictive immigration laws. 

“Now America must train its own sons 
for its skilled jobs. That is as it should 
be. Youth should recognize that as a 
necessity which brings opportunity. Ap- 
prenticeship, the mastery of a technique, 
may seem a long road, but it is a road of 
promotion and attainment. The white- 
collar way may lead to quicker results, 
but it ends, too often, in drudgery rather 
than mastery. The social prejudice 
against overalls and soiled hands is a vi- 
cious snobbery. In the co-ordination of 
hand and brain man is at his highest ef- 
ficiency.” 





Coming Conferences to 
Promote Building of 
More Small Homes 


EALIZING THE growing need 
throughout the country for moderate 
priced homes, the Chamber of Com- 

merce of the United States has an- 
nounced this as the principal subject for 
discussion and study at its forthcoming 
meeting in Washington, Nov. 17-18. The 
National Lumber Manufacturers’ Associa- 
tion which, during the current year, has 
made such a distinguished contribution to 
the promotion of the building of small 
homes, and which is co-operating closely 
with the Chamber, also has announced 
this as a principal subject for discussion 
at its meeting to be held in New Orleans 
during the coming week. 

If there are any doubting Thomases 
as to the great need for homes they have 
only to drive through practically any sec- 
tion of the country and talk to business 
men, laborers or farmers. They will find, 
as this editor has found on a recent 5,000- 
mile tour of the Southeast, that every 
city, town, village or hamlet is in need of 
more housing—and the need largely is for 
the moderate priced or low-cost home. 
Much of this type of building has been 
constructed this year, but the surface 
hardly has been scratched, and the short- 
age of housing is even greater than it was 
a year ago. 

It is encouraging to note that leading 
business men, industrialists and finan- 
ciers, through their national organiza- 
tions, are preparing to seriously consider 
plans for supplying the housing needs of 
the country. Nothing would give a greater 
incentive to business generally or do more 
to relieve unemployment and restore pros- 
perity than the inauguration of a great 
home building program, based on a deter- 
mination to house the people in well built, 
moderate-priced structures that will pro- 
vide not alone shelter and comfort, but 
will build up a. more loyal, civic-minded 
citizenry. 
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MERCHANDISING PRACTICES 


{PRIOR TO TRAINING} 


OF 221 DEALERS IN 37 STATES 


[This information was submitted by retailers prior to participa- 
tion in Housing Guild Training Courses and installation of ‘the 
Guild System of Retailing. | 


SALES ORGANIZATION 


21% of the companies reported that they had no full-time 
outside salesmen. 
The companies employing salesmen show: 


24% of companies have 1.2 industrial salesmen 

32% of companies have 3.2 consumer salesmen 

14% of companies have 2.3 farm salesmen 

28% of companies have 2.7 contractor salesmen 

40% of companies have 2.8 combination salesmen 

30% of the companies state they “HAVE A SYSTEM FOR KEEP- 

ING AN ACCURATE CHECK AND FOLLOW UP RECORD ON INQUIRIES 
RECEIVED FROM LOCAL PROMOTIONAL EFFORTS AND MANUFAC- 


TURERS ;” 12% state they have a “partial system.” 
70% of the dealers COMPENSATE THEIR SALESMEN on a 
straight salary basis; 12% on straight commission; 8% on 


salary and bonus; and 10% on drawing account against com- 
missions. 

WHERE THE PROSPECT ADVISES THE DEALER HE IS “INTER- 
ESTED,”—55% of the companies swing into action by direct 
sales follow-up; 21% qualify the prospect by telephone or mail 
before following; 11% assign the lead to a contractor; 13% 
have no organized plan of action. 

55% of the companies have done some DOOR TO DOOR CAN- 
VASSING FOR BUSINESS; in almost every case this was done by 
dealer personnel ; and the results proved satisfactory in 40% of 
the cases. 

86% of the companies are “IN ACCORD WITH THE POLICY OF 
INCREASING PROFITABLE VOLUME THROUGH THE SALE OF COM- 
PLETE UNITS, IN COOPERATION WITH THE CONTRACTOR, DIRECT 
TO CONSUMERS ;” of the other companies, 7% are “open minded” 
and 7% are “in accord with reservations.” 

46% of the dealers have CONSUMER SELLING DIVISIONS AS AN 
INTEGRAL PART OF THEIR ORGANIZATION. 


TRAINING AND EQUIPPING SALESMEN 


52% of the dealers have no plan to TRAIN THEIR SALESMEN ; 
the others rely in the main on an unorganized program of meet- 
ings. 

49% of the companies who employ outside salesmen EQUIP 
THEIR MEN with selling manuals; 51% with financing manuals ; 
61% with sample kits; 42% with estimating manuals. 

The salesmen of 51% of these companies REPORT EVERY CALL 
WITH DETAILED INFORMATION; and 53% of these salesmen 
RECORD AND FOLLOW UP THIS INFORMATION. 

The companies answer they have 3.8 men (average) in their 
organizations who have THE CAPACITY TO BECOME CONSUMER 
SALESMEN ; and 96% of them WOULD LIKE TO HAVE THEIR MEN 
TRAINED FOR SELLING. 

78% of the organizations feel EQUIPPED TO RENDER DEPEND- 
ABLE ADVICE AND SERVICE ON HOME BUILDING AND IMPROVE- 
MENT PROJECTS; 56% of them have ADVERTISED THE FACT, and 
63% state CONSUMERS COME TO THEM FIRST FOR SUCH ADVICE 
AND SERVICE. 


CONTRACTOR RELATIONSHIPS 


28% of the dealers are EQUIPPED TO ESTIMATE COMPLETE 
joss; 47% DEPEND ON TITEIR CONTRACTORS; 25% use both 
methods. 


37% of the dealers have SECURED AND LISTED THE NAMES OF 


EVERY BUILDING INDUSTRY FACTOR WITH WHOM THEY WOULD 
LIKE TO DO BUSINESS, OR WHO INFLUENCE THE SALE OF THEIR 
PRODUCTS. 


LOCAL ADVERTISING 


44% of the dealers have no definite ADVERTISING APPROPRIA- 
TION; 10% appropriate 1% for advertising; 22% appropriate 
between 1% and 2%; and 24% appropriate 2% and over. 

In order of use, the media are envelope stuffers, newspaper 
ads, manufacturers’ helps, direct mail, carpenter aprons, truck 
signs, billboards and radio. 

The dealers report the BEST RESULTS were secured from ex- 
penditures on newspapers and direct mail. 

64% of the companies USE THE NEWSPAPER 
BY THE MANUFACTURER. 

21% report they had PUBLICITY STORIES PUBLISHED; 12% 
that they used the STORIES FURNISHED BY THE MANUFACTURER. 

The companies average 5.5 DIRECT MAILINGS per year; of 
which 58% are developed locally ; 42% supplied by manufac- 
turers. 

65% of the dealers used DIRECT MAIL PIECES SUPPLIED BY 
THE MANUFACTURER. 


MANUFACTURER CO-OPERATION 


The dealers rated as leading the list of the MosT HELPFUL 
THINGS MANUFACTURERS HAVE DONE FOR THEM: 
Direct sales work by territorial men 
National advertising, with resultant inquiries 
Local advertising helps and suggestions 
Furnishing quality products 
They offered as most important suggestions for IMPROVED 
MANUFACTURER DEALER CO-OPERATION : 
1. Training and equipment for consumer “package” selling 
2. Co-operative local advertising. 
3. More direct sales work by territorial men 
4. Planned local advertising campaign 
5. Standardized products and merchandising plans 


PLAN SERVICE 


The outstanding 
are: 


ADS FURNISHED 


AYN- 


suggestions for an IMPROVED PLAN SERVICE 


Make it more adaptable to local conditions 
Build one good book at a reasonable price 
Bring architectural layout more up-to-date 
Include more attractive small homes 
Of the NEW HOMES SOLD BY DEALER SALESMEN AND/OR 
CONTRACTORS: 
40% used a plan service 
19% used contractors’ plans 
23% employed an Architect 
11% had plans of their own 


7% used some other method 
FINANCING 


91% of the dealers PROMOTE THE SALE OF HOME IMPROVE- 
MENTS ON DEFERRED PAYMENTS. 87% of them work through 
local banks ; 68% use manufacturers’ finance plans; 29%, inde- 
pendent finance companies ; 23% employ their own funds. 

They list as the MOST IMPORTANT ADVANTAGES OF THE 
FINANCING METHOD EMPLOYED: 


Speed of service—elimination of “red tape” 
Cost of money—amount and period of loan 
Reciprocal business 


The dealers are practically 100% in their conviction that 
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What They Tell About Their Knowledge of Market, Their Sales Organ- 

ization, Salesmen’s Training, Advertising and Promotion, Planning Ser- 

vices and Financing, Contractor Relationships and Co-operation With 
Manufacturers -- Points to Need of Improved Methods 


DEFERRED PAYMENT SELLING OF HOME IMPROVEMENTS IS HERE 
TO STAY, as it is accepted as the way to buy and sell, is sound 
and profitable, and allows the building industry to compete for 
consumer sales. 

The RATIO OF FINANCED TO CASH JoBs is 6:4 


36% of the companies SELL FARMERS ON MONTHLY PAY- 
MENTS; in answer to “Do they meet their obligations promptly ?” 
73% stated “yes” and 18% said “Fair.” 

42% of the dealers soLD NEW HOMES UNDER TITLE II, (aver- 
age 11 homes), and stated they could have sold an average of 
13 additional ones if ample mortgage money had been available. 

The dealers listed as best SOURCES OF MORTGAGE MONEY: 


Local Banks 

Building and Loan Associations 
Mortgage Companies 

Trust Companies 

Insurance Companies 


"rPrr 


If a CONSTRUCTION LOAN is necessary, 75% of them are car- 
ried by the financing institution (and FHA); 18% by the 
dealer; 7% by the contractor. 

14% of the new home prospects can provide a 40% equity; 
21% a 30% equity; 65% a 20% equity. 

The dealers list as desired MANUFACTURER-ASSISTANCE IN 
FINANCING: 


Simplify procedure and forms 

Finance new construction 

Provide seasonal payments for farmers 

Finance sound deals outside corporate limits 

Build convincing presentation for the prospective home owner 


MARKET ANALYSIS 


The dealers reported an average HOME BUILDING INCREASE, 
1936 over 1935, of 67% ; and over 85% stated that 1937 should 
show an increase over 1936. 

A study of the 1936 vo_ume for the dealer shows the follow- 
ing averages: 

Home Improvements 42% 
New Residential Construction 28% 
Industrial Business 17% 
Farm Business 13% 


The AVERAGE RADIUS from which the dealers normally secure 
business is 17 miles. 

COMPETITIVE CONDITIONS are “good” in 12% of the cases; 
“fair” in 60% ; “bad” in 28%. 

54% of the dealers have trouble with MANUFACTURERS 


SELLING DIRECT; 48% with WHOLESALERS SELLING DIRECT; 
43% with OUTSIDE DEALERS SHIPPING IN. 


FARM TRADE ANALYSIS 


(No yards in towns under 10,000 population reported.) 

The dealers report as an average 13% of their business is 
with farmers. 

6% of the companies have analyzed NEW FARM BUILDING 
REQUIREMENTS; 7% have analyzed the need for REPAIRS TO 
PRESENT FARM BUILDINGS. 

11% of the dealers have made a FARM TO FARM CANVASS FOR 
BUSINESS ; 18% regularly MAKE SALES CALLS ON FARMERS. 

6% of the reports state the dealers have RECORD CARDS ON ALL 
FARMS AND FARMERS in their markets ; 25% are kept up to date. 

In 19% of the cases, the FARMER MAKES THE DEALER'S OFFICE 
HIS “HEADQUARTERS” when in town, and in 27% of the cases 
FARM WOMEN COME INTO THE OFFICE. 

59% of the dealers report that FARMERS COME TO THEM FOR 
BUILDING ADVICE; 23% that they are equipped to advise them 
why certain farm buildings will pay for themselves. 

The chief sources of FINANCING FOR FARM SALES ARE: local 
banks, company funds, manufacturer plans. 

20% state they could make a farm salesman pay; 24% 
answer “possibly.” 


GENERAL 


The dealers list prominently among the MOST RESULTFUL 
SELLING IDEAS USED DURING THE PAST YEAR: 


Helping customers plan improvements or new homes 
Quoting complete selling price—unit selling 

Budget plan selling—Financing under FHA 

House to house canvass 

Personal selling—direct follow-up of leads 

Policy of supplying quality materials 

Planned local advertising and promotion campaign 

Reporting that construction in their markets showed a 32% 
average increase over the previous year, the dealers stated their 
sales showed an average increase of 46%. 

21% of the dealers have a ROOFING APPLICATION DEPART- 
MENT; 84% stated ITINERANT ROOFERS come into their market; 
46% that the latter offer serious competition. 

81% of the companies have CASHED IN ON THEIR OPPORTU- 
NITIES FOR SALES to a greater extent than last year; 86% 
believe they are in better condition on this point than 
competitors. 

The dealers report an AVERAGE COST OF DOING BUSINESS 


(percentage on sales) of 24%, and an AVERAGE GROSS MARK-UP 
of 31%. 








Northern Hemlock, Hardwood 
Reviews Nine Months 


OsHxosH, Wis., Nov. 1.—A 14.9 percent 
increase in the production of northern hemlock 
and hardwoods by Wisconsin and Upper Mich- 
igan mills is reported by the Northern Hem- 
lock & Hardwood Manufacturers’ Association 
here for the first nine months of this year, 
over that for a similar period a year ago. 
This increase, officials of the association 
pointed out, reflected increased demand for 
building material. 


Shipments showed a gain of 21 percent over 
those at the beginning of 1936, and stocks were 
3.4 percent larger. In the first half year, pro- 
duction was 20.4 percent ahead, and shipments 


36 percent. Stocks were down about 3 percent. 

Output in March of this year reached a 
two-year production peak which was 18 per- 
cent higher than that of Jan. 1, 1936. Using 
Jan. 1, 1936, as 100, production in March stood 
at 118.1; shipments at 217.4, high point, and 
stocks at 108. The high point in stocks was 
reached in March, 1936, when they stood at 111. 

At the end of September, production stood 
at 78.5 compared with the two-year low point 
of 72.5, reached in November last year. Ship- 
ments on the same date were 139, compared 
with the high point of 217 in March, and 
stocks at the end of September stood at 106.6. 

——_—_—_—_ 


Nor A PASSENGER lost his life in a train acci- 


dent on the railroads of the United States in 
the first six months of 1937. 


Lower Winter Cut Predicted for 
New Brunswick 


MonTrREAL, Que., Nov. 1—A reduction of 25 
or 30 percent in the lumber cut in New Bruns- 
wick this season is predicted, in view of exist- 
ing market conditions, especially lack of ship 
space. Operations are not yet under way, but 
the season’s cut is estimated at around 250,000,- 
000 feet. Provincial stumpage rate on spruce 
was recently increased from $2 to $3.50, and 
there were corresponding increases in other 
species. Labor and supplies are higher. Ocean 
rates have advanced from 65 or 75. shillings 
per standard to 125 shillings. Because of higher 
laid-down prices on the British market, de- 
mand will be at least 20 percent lower. 
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MODERN BUILDING MATERIALS 


Seldom have the vast changes that have 
taken place in recent years in the retail 
merchandising of lumber and other build- 
ing materials, and the improvements in 
the physical equipment necessary for keep- 
ing pace with that development, been more 
forcibly illustrated than in the improve- 


ments recently completed by the Chicago 
Lumber Co. of Omaha at its Wolbach 
(Neb.) plant. The photographs repro- 
duced on front page of this issue of the 
AMERICAN LUMBERMAN, together with 
the before-and-after views on this page, 
show more strikingly than mere words can 
express, the evolution of the modern lum- 
ber and building materials store. 


It is of minor importance that, reflect- 
ing a tendency manifested in almost every- 
thing from railway trains to refrigerators, 
the new yard is “streamlined,” although 
that fact does show a commendable up- 
todateness. But it is highly significant 
that real architectural skill and training is 
being brought to bear on the designing 
and construction of retail yard plants 
throughout the country ; for this particular 
yard, although outstanding in its own ter- 
ritory, and even in its State, is only typ- 
ical of scores of others that have been 
thoroughly modernized within the last 
year or two—to go no further back than 
that. 


The old lumber shed at Wolbach, 
which was transformed into a modern 
building materials store, was built many 
years ago, and it is worth noting that it 
represented the best in lumber-yard design 
at that time. It admirably served its orig- 
inal purpose, as a local warehouse for lum- 
ber and such other materials as were han- 
dled at that time, but could not, without 


extensive remodeling, meet the require- 
ments of modern merchandising of those 
lines. 

It was acquired a few years ago by the 
Chicago Lumber Co. of Omaha, in a deal 
whereby the ownership of two yards was 
exchanged by the original builder, the 





Above picture shows the streamlined in- 
terior of the shed, after modernizing. The 
one below shows the interior before 
modernizing. On opposite page is ground 
plan of the new shed, and general layout 





S. E. Smith & Sons Lumber Co., and the 
Chicago Lumber Co. of Omaha. Accord- 
ing to this editor’s impression—although 
he may be wrong—the old shed had not 
been in regular use for several years until 
very lately modernized and occupied as 
the Wolbach yard of the Chicago Lumber 
Co. of Omaha. 


Although the town of Wolbach has a 
population of only about 500, it serves a 
large farming territory, and the manage- 
ment therefore felt that the large invest- 
ment represented by these improvements 
was fully warranted. As has upon several 
previous occasions been mentioned and 
described in the AMERICAN LUMBERMAN, 
this yard some years ago adopted a com- 
plete price-marking system, which has 
been consistently adhered to and which, 
the management feels, has been a factor 
in the satisfactory profit-showing that has 
been made. 


Discussing these improvements with an 
editorial representative of the AMERICAN 
LuUMBERMAN, L. G. Simpson, vice presi- 
dent and general manager, in his office 
at the company’s headquarters in Omaha, 
was frankly proud of the new layout, 
which with pardonable enthusiasm he 
dubbed ‘‘one of the niftiest lumber yards 
in the State of Nebraska,” adding: 


“We are tremendously well pleased with 
our new plant, and are looking forward 
to the pleasure and profit of vending lum- 
ber and building materials with this mod- 
ern equipment and these good looking fix- 
tures. We believe that our sales and prof- 
its will be increased because of them.” 

The public opening of the new yard, 
held on Saturday, Oct. 2, was largely at- 
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STORE SPRINGS FROM OLD SHED 


tended, and was the occasion of many con- 
gratulatory expressions from people of the 
community as well as from the many busi- 
ness concerns with which the company 
maintains relations. The Wolbach Mes- 
senger, local newspaper, got out a special 


edition with pictures and description of 
the plant. 

The new building was planned by the 
company’s own architectural department, 
after studying the best points in numerous 
retail yards visited by the officials on spe- 


cial tours made for that purpose. All such 
good points were discussed in conferences, 
noted first on rough sketches, and those 
deemed most desirable for this particular 
location were incorporated in the final 
plans, and in the actual construction. 
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Every time the Realm visits Arkansas, 
we get to be more of a fan for this 
friendly and picturesque State with its 


wide diversity of interests. From the 
Ozarks in the northwest, through the 
plantation country in the center and to 
the big stands of shortleaf in the south, 
it’s a busy place. Maybe you remember 
that Arkansas has the only diamond mines 
in the United States. They don’t com- 
pare with the South African fields, to be 
sure, but they do yield diamonds. And 
what’s more to the commercial point, so 
far as we're concerned, Arkansas is do- 
ing a fast and effective job of building 
houses. At least it is in the places where 
we stopped on this speedy trip. 

A. P. Hammerschmidt, of the Ham- 
merschmidt Lumber Co., Harrison, Ark., 
told us his customers were earnestly en- 
gaged in getting themselves fixed up 
with buildings. Numerous new homes 
were to be seen, all through the town; 
and these new Arkansas houses are of a 
pattern and appearance which any part 
of the country might copy with profit. 
They belong in the “small house” class ; 
the class which has accounted for most 
of the dwelling business the country 
over. The most numerous, I suppose, 
would run about five rooms; a few six 
or seven, and a few rather smaller. But 
they have architéctural distinction, even 
the smallest; good roof lines, good pro- 
portions and skilled layout. Since this 
is a comparatively mild climate, homes 
probably cost a little less to build here 
than they would in the frozen North. 
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New shed of Ozan- 
Graysonia Lumber 


Co. at Arkadelphia 





Government-guaranteed loans have not 
figured quite so much in Arkansas as 
they have in certain other places. 
Whether they don’t is because of the pre- 
dominance of agriculture, bringing in- 
come only a time or two a year when 
crops are sold, or whether the people and 
the banks have not taken to the methods 
involved, would be hard to say. Mr. 
Hammerschmidt said he was an official 
in the FHA for a time. His statement 
was that home owners found it compli- 
cated. We suspect the real reason is 
that those who could qualify under the 
rules had no trouble getting loans or 
credit in the old-fashioned way. 


AN IMPORTANT 
BUILDING PROJECT 


One of the Government efforts has 
been appreciated here; the building of 
sanitary Chic Sale Specials under the 
auspices of the WPA. This department 
happens to know Harry L. Hopkins, ad- 
ministrator of the WPA, very well. When 
his organization launched this program 
centered about the country plumber’s 
pride, and which has been one of the 
highly useful projects of the WPA, Hop- 
kins mentioned it to us. “It’s a fine 
thing,” he remarked, “but I could wish 
people wouldn’t hold dedications !” 

We were told that the Hammerschmidt 
company was selling these buildings at 
the rate of about one a day; sometimes 
more, sometimes fewer. They follow the 
design worked out by Government engi- 
neers; a design especially useful in a 
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A Fast Trip Among 
_ Arkansas Yards 


country that has some trouble with ma- 
laria, since it is completely fly-proof. We 
were told that a certain northern State 
had estimated that it needed 300,000 of 
these buildings. The campaign is being 
promoted especially to enable boards of 
health to combat filth-borne disease; 
something that is grim and menacing, es- 
pecially in rural areas. It may well be 
that, measured in terms of health and 
lasting welfare, this lowly project, which 
seems always to stir up amusement when 
it is first mentioned, may be one of the 
great benefactions of our times. Mr. 
Hammerschmidt mentioned the fact that 
some years ago a parade was held in 
Harrison, in which merchants entered 
floats. The Hammerschmidt float with a 
“Chic Sale” attracted much attention. 
The Hammerschmidt company carries 
the usual stock of wall paper; something 
that seems generally popular in this part 
of the South. It also carries paint and 
building hardware ; has a very large trade 
in nails) Mr. Hammerschmidt’s father 
founded the business many years ago. 


WHERE MERCHANDISING 
IS A SPECIAL ART 


Our good friend J. A. Luna, of the 
Luna Lumber Co., is one of the promi- 
nent merchants of Harrison. Merchan- 
dising in this country is an art and has 
a special meaning; something a north- 
ern lumberman, moving into this country, 
would have to have special gifts and spe- 
cial insight to master. Naturally it’s 
something like that everywhere; but in 
the older areas of the North a dealer who 
knew his stuff probably could move to 
another town or even to another northern 
State, and within a short time would be 
going along. If he knew stock, prices, 
credit methods and the necessary build- 
ing technique, he’d be judged and ac- 
cepted by these things. But unless we 
are much mistaken, Arkansas dealers 
must know their people; know them per- 
sonally, know their financial resources 
and have their confidence. In the North- 
east, for example, a dealer can stock a 
new line of specialties or work out a new 
type of house layout and promote his of- 
ferings to the top of his ability. If his 
customers don't take to these things they 
simply don’t buy; and no harm is done 
to dealer-customer relationship. 

But down here, the buyer relies on the 





Head office, at Prescott, Ark., of Ozan- 
Graysonia Lumber Co. 
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Selling the “Chic Sale Special ’--Dealers 

Who are Building Advisers--Varying Uses 

of the FHA--Where Carpenters Are 
Scarcer Than the Dodo. 


dealer as a special kind of friend; one to 
whom he can go for very personal ad- 
vice about building. He likes to talk 
about these things at length and slowly 
work into a decision. If the dealer sud- 
denly blossomed out with some new lines 
involving new types of building and 
equipment, and if he pushed these things 
with the high-pressure methods that are 
rather taken for granted in the snow 
country, he might shock the confidence of 
his customers. It wouldn’t be a matter of 
deciding for or against something new. 
It would be a different kind of relation- 
ship; “trying to sell us a lot of stuff we 
never heard of.” 


INNOVATIONS MUST 
WIN THEIR WAY 


If your Arkansas dealer is slow and 
careful about taking on new lines or of- 
fering new services, it isn’t because he 
is Over conservative or doesn’t want to 
expand his business. He knows his peo- 
ple and the ways in which he must deal 
with them to keep their confidence. 
Within the past few days we sat by while 
a young surgeon talked with a dealer 
about the possibility of a Government- 
guaranteed loan. With a patience and 
skill beyond praise, the dealer approached 
the matter from every conceivable angle; 
supplied information which we didn’t 
know existed; went off into numberless 
by-paths to talk about housing features 
which seemed to be well known to the 
doctor; threw in a few excursions about 
fishing ; talked about mutual friends and 
their adventures; mentioned lumber 
grades and their meanings; described ex- 
periences in building and financing. This 
went on for an hour. The purpose of the 
whole thing was to bring this university- 
trained physician up to the point of ac- 
cepting the fact that, before he could find 
out about his FHA loan, he’d have to 
have a pencil drawing made of the house 
he wanted. It was, we learned, the third 
session devoted to this one purpose. We 
feel sure the doctor is going to build and 
that he knew he would all the time. But 
he wasn’t going to rush the business of 
saying so. Government loans were inno- 
vations ; things that he could neither ac- 
cept nor reject in a hurry. 

Mr. Luna tells us that the Federal 
building and loan has financed about 90 
percent of the new houses in Harrison; 
but he tells us also that Title One was of 





Front plant, at Arkadelphia, Ark., of Ozan- 
Graysonia Lumber Co, 





Close-up of Ozan- 

Graysonia shed 

showing iron pipe 
framing 





much value in getting things to moving. 
Some loans were made in this way, and 
the interest and discussion caused by the 
FHA publicity got people to thinking 
along the line of house improvement. 
Just how much could be credited to this 
factor could not be determined; for a 
large part of the repair and remodeling 
materials was bought and paid for in the 
usual ways. But the fact that this trade 
began to make volume shortly after the 
promotional work of the FHA had gotten 
well known, would indicate a cause and 
effect relationship. This yard carries a 
large stock of wall paper; and a paint 
salesman—incidentally he had been a 
world-war aviator—who was in the office 
when we called, told us that this wall 
decoration was a regular part of lumber- 
yard stock all through his rather large 
southern territory. 

E. E. Bonsteel, of the company which 
bears his name, was away from Harrison 
the day we called. This, too, is a large 
and attractive plant. 

Arkadelphia, Ark., is a college town; 
in fact has two colleges. One is a State 
teachers’ college, the other a privately 
endowed institution. These, among other 
things, have made the city a residence 
point; and the amount of residence con- 
struction—recently completed, in progress 
or planned for the near future—is dis- 
tinctly something to write home about. 
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The Tom G. Clark Lumber Co. is a 
combination of manufacturing and retail- 


ing organization. It owns a couple of 
sawmills with a weekly capacity of some 
70,000 feet. It has its own planing mill. 
It does a considerable volume of whole- 
saling and supplies its own lumber to the 
retailing department. There is a down- 
town store, carrying building hardware, 
paint, the usual wall paper and a certain 
amount of electrical goods. The com- 
pany supplies everything for the con- 
struction of the house except labor. It 
does not do contracting. Timber grows 
rapidly in this country, and _ second 
growth is now saw size. Mr. Clark was 
away when we called. 


ARKADELPHIA BUILT 
MANY NEW HOMES 


H. L. Freeman, assistant manager of 
the Ozan-Graysonia Lumber Co.’s yard 
at Arkadelphia, took this department 
around the city. It seemed to us that 
every block had a new house or one un- 
der construction. Henderson College, 
the teachers’ school, being a State insti- 
tution, was able to get a Government 
grant to erect some new buildings, pave 
some of the campus streets and otherwise 
set its physical equipment in order; a 
handsome educational set-up. But this 
department was even more interested in 
the new private dwellings that were ap- 
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pearing on the scene. There is a young 
lawyer in the city who decided that homes 
are a good investment; so he has been 
building quite a number, perhaps a dozen 
at the time of our visit, which he does 
not sell but rents. In fact each house is 
rented before it is begun. These are usu- 
ally five- or six-room buildings, and they 
are handsome in appearance and soundly 
built. But many times that number had 
been or were being erected for owner oc- 
cupancy. We didn’t count them, but 
we'd guess that there were in the neigh- 
borhood of fifty new houses completed 
or under construction; an inspiring spec- 
tacle in a small city. 

This company moved to its present lo- 
cation a couple of years ago. It is a line 
concern which evidently has a policy of 
making its plants fine looking. The Ark- 
adelphia yard has a big display room, and 
in it was a large showing of power re- 
frigerators. It handles everything that 
goes into house building. 


AN UNUSUAL 
STORAGE SHED 


Mr. Freeman took pride in showing 
us a new umbrella shed; one he had 
worked hard to get authorized and which 
he built according to his own ideas. The 
company owned a quantity of old iron 
pipe, some four inches in diameter. This 
was used to make the frame of the shed; 
the pipes set in concrete footings with 
the cross framing bolted on. The bear- 
ings consist of narrow-gage railroad iron, 
resting on concrete piers with nail kegs 
used as the forms. The pipe has been 
painted with aluminum paint. The shed 
was inexpensive to erect; and, what was 
important at the time, it could be erected 
with yard labor. As a person could eas- 
ily guess, it’s almost impossible to hire 
a carpenter in Arkadelphia. Although, at 
the time of our call, the stock was just 
being put into the shed, it was already 
apparent that it would be crowded. “I 
guess,” said one of the yard men, “we’re 
going to have to get us a bin stretcher.” 

FHA-guaranteed loans were being 
generally obtainefl; and they must aggre- 
gate a considerable sum in the city. We 
were told that, according to population, 
there was more residence building in 
Arkadelphia than in any other city in the 
State. 

The head offices of the Ozan-Graysonia 
Lumber Co. are at Prescott. This plant, 
too, has a big display floor and a series of 
show windows. A Pittsburgh Plate Glass 
salesman, who was in the office and who 
was engaged in helping the concern sell 
a new store front, said this display room 
was the finest in the State. Mechanical 
refrigerators are an important line here, 
too; and in addition there are many other 
domestic electrical appliances handled. 

J. A. Wallace told us that guaranteed 
loans hadn’t figured here so prominently 
as they had at Arkadelphia, but that 
other, uninsured loans were available, so 
that there was no lack of building money. 
It is apparent that the FHA is held in 
varying esteem; though it is more accur- 
ate to say that in certain places its serv- 
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ices are not needed, are not fully under- 
stood or for sundry reasons have not been 
popularized. The attitude of the local 
bankers makes a very large difference. 
People seem to follow their bankers’ opin- 
ions, much as they follow the opinions 
of their lumber dealers. And it may well 
be that when bankers are reluctant about 
using the new machinery, it is because 
they know it will be quite a task to get 
the plan understood and trusted. 
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In a lumber office in a neighboring 
town, a dealer explained that bankers 
made up the peoples’ minds for them 
about financial ideas of all kinds. He 
appealed to an elderly man, loafing easily 
in achair. “Isn’t that so, Uncle Henry?” 
he asked. 

“Yes, Seh,” said Uncle Henry, in the 
liquid speech and with the grave courtesy 
of the South. “They’s been a-doin’ it ev’ 
since I first plowed a mule.” 


Dealer Specializes in Sale of Few Items 
to Sub-Contractors 


Can a building materials firm succeed 
by specializing in just a few articles of 
merchandise, and by confining itself 
almost altogether to sub-contractor cus- 
tomers working on small jobs such as 
new homes? 

E. N. Peckham, proprietor of the 
Westside Building Material Co., Culver 
City, Calif., says that policy has worked 
satisfactorily in his case. His firm spe- 
cializes in roofing, lathing, plaster and 
cement, and very little else in building 
materials. He says business is obtained 
by 100 percent co-operation with sub- 


contractors pushing those lines of work. 

This co-operation consists mostly in 
keeping customers informed of new house 
jobs, and by acting as an intermediary 
for them with general contractors. Peck- 
ham keeps records of work done by each 
of his lathers, plasterers, roofers and 
cement workers. Then each morning he 
reads the list of new building permits, 
noting the names of general contractors 
for whom his customers have held sub- 
contracts. 

“For example, suppose we see that the 
Jones Home Building Co. has a contract 
for building a new residence,” Peckham 
explained. “Our records show that our 
good customer Bill Blank did the plaster- 
ing for Jones on a job six months ago. 
We immediately telephone Blank and 
inform him that Jones is going to build 
a house. If Blank says he is too busy to 
call on Jones, we ask him if he wants us 
to go out on the job and try to land the 
work for him. 

“Tf we are thus asked to visit the con- 
tractor, we remind him that Blank did his 
plastering on a previous job. If Jones 
says he hasn’t let the sub-contracts yet, 





we arrange for a meeting with our plas- 
terer. 

“Of course, Blank is not the only man 
we work for. While we are with the 
contractor we also try to make arrange- 
ments for one of our roofers, lathers, and 
a cement man. 

“If the contractor says he didn’t like 
Blank’s work on the last job and won’t 
deal with him again, we are ready to 
recommend another of our plasterers, and 
are usually able to arrange a meeting. 

“Besides acting as a go-between for 
men who previously have worked to- 
gether, we sometimes 
visit other contrac- 
tors on newly started 





The delivery side of 
West Side Building 
Material Co.'s shed, 
at Culver City, Calif. 





jobs and start the 
ball rolling for new 
business for a sub- 
contractor.” 

In addition to this service Peckham 
says he also co-operates by carrying in 
stock everything in his four specialties, 
and by giving prompt, reliable service. 

“Our policy is to confine ourselves 
altogether to the small jobs, mostly resi- 
dences, in the Los Angeles metropolitan 
area,’ he explained. ‘We let the big 
supply houses go after the large jobs such 
as school buildings. As a result our busi- 
ness does not change very much, but from 
month to month remains on an even keel. 
If we went after the big jobs, and landed 
one occasionally, we probably would be 
idle for some time between jobs. By spe- 
cializing on small work we are busy all 
the time. 

“We find that a clientele of small sub- 
contractors likes to trade at the same 
place, if they are convinced of the firm’s 
reliability and desire to co-operate. We 
get additional trade by working on the 
theory that a good, satisfied customer 
inevitably will bring in more customers.” 

Peckham says he is the only outside 
solicitor employed by his company. Inci- 
dentally, his firm is composed only of 
himself and Mrs. Peckham. 
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BETTER DIS- 
PLAY IS GOAL 
ATTAINED 


Changes in twenty-five years in the de- 
sign of a first-class builders’ supply store 
are strikingly shown in the modernization 
of the plant of the Breece Lumber & Sup- 
ply Co., Albuquerque, N. M. Built in 





Showing how Breece Lumber & Supply Co., 
Albuquerque, N. M., has converted south 
side of its shed into a display room 





1912. by the Gibson-Faw Lumber Co., ex- 
pense was not spared to make it a well- 
constructed, commodious 4-decked ware- 
house—all under one roof—with track- 
age, where cars can be unloaded under 
cover and materials distributed on con- 
crete floors throughout. The original 
shingle roof is still giving good service; 
in fact there has never been a major re- 
pair until this complete remodeling of the 
corner occupied by offices and salesroom, 
while the Ponderosa pine lap siding and 
studding removed in the alteration were 
in good condition, the latter apparently as 
good as when put in service a quarter of 
a century ago. 

Previously the office, as was customary 
25 years ago, occupied the front, and the 
room for housing and display of paints, 
sample of doors, and specialties, back of 
this, was reached by a passageway lined 
with different kinds of flooring. The new 
room, with oak floor, and ceiling and walls 
of Celotex, has the latest in shelving, 
show-cases, and counters, with wicker 
chairs, comfortable and attractive, for cus- 
tomers. 

Anyone entering is in view from the 
private office, the bookkeeper’s desk, or 
the billing counter. The arrangement 
was designed, in conjunction with spe- 
cialists of hardware, paint, and wallboard 
manufacturers, by Manager Kenneth C, 
Childers, and the new front, with plate- 
glass windows, together with half win- 
dows high above the display cases, gives 
a well-lighted interior, as well as afford- 
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ing opportunity to attract prospective 
customers in the window display of spe- 


cials. On one side of the salesroom are 
shelves and glass cases especially suited 
for paints, and on the other are cases in 
which builders’ hardware is displayed be- 
neath sliding glass covers, easily with- 
drawn and replaced, reservoir stock, pack- 
aged, being stored beneath on shelves be- 
hind sliding doors. 

The beauty and adaptability of Celotex 
for interiors are strikingly shown within 
the private office, and in the general office 
and salesroom, the different shades and 
textures, and many figures original in this 
installation, all being given a new luster 
under the ground-glass shaded artificial 
lights. The window displays are flood- 
lighted at night, the lights being turned 
off automatically at a given hour. First 
Street has a heavy vehicular and pedes- 
trian traffic at this corner, and the inter- 
est taken in the new front and the window 
displays indicates to Mr. Childers that 
the cost of the change was justified. The 
business now requires the largest force in 
its history. 

Although private financing has largely 
taken the place of decreasing FHA proj- 
ects, building continues satisfactorily, and 
Mr. Childers anticipates still better busi- 
ness, as, on account of the good crops lo- 
cally, farm trade will be a larger factor 
than usual. Recent general raises in rent, 
averaging for dwellings about 30 percent, 
have stimulated the buying of homes, al- 
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though increased cost of building has not 
as yet been accepted as permanent suffi- 
ciently to be felt in the construction of new 
homes to counteract the shortage as much 
as should be expected later. An unfortu- 
nate tendency is to provide emergency 
housing ; for example small, cheap houses 
on alleys, where there is no additional in- 
vestment in land and taxes are not raised 
proportionally ; and 4-room living quarters 
above garages, furnished only with frigid- 
aire, to rent for $40 a month. 

With twelve years in Albuquerque, fol- 
lowing eighteen in Clovis, N. M., and sev- 
eral earlier years in Oklahoma, and in 
Dallas and other Texas cities, Mr. Child- 
ers speaks of lumber retailing from a ripe 
experience. “Thirty years ago,’ he 
states, “we sold lumber and not much 
else; and the present modernizing of our 
plant only reflects the change in the scope 
of our business. We are now more of a 
builders’ supply house; our business more 
that of home building. The stock includes 
greater variety, more specialties. Home 
building today, as all know, is meeting 
competition by past masters in salesman- 
ship. We have, like them, found it profit- 
able to display our stream-lined attrac- 
tions in a place of near parlor appearance, 
and I am not sure that factually we are 
so handicapped on talking points. A new 
house does not depreciate 10 percent in 
value immediately you’re the possessor ; 
indeed, after using constantly for years 
you can often sell for more than cost 
(many who built in the last 10 years can 
do that). You can assure that it will not 
be an obsolete model next year. For a 
home interest and insurance rates can be 
discounted one-half. 

“Twenty years ago a man declined an 
offer to sell Beverly Hills real estate. As 
it turned out, had he accepted and been 
successful he would have conferred the 
greatest favor on every man he could have 
persuaded to buy. So it is if you help a 
man decide to build a good home, you help 
him from every point of view, and last- 
ingly.” 





Paints occupy one side, and builders’ hard- 
ware the other in sales room of Breece 


Lumber & Supply Co., Albuquerque, N. M. 
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Lumberman Tells Experience in Watching Legislation 


A man who knows says that: “A 
majority of State legislators take their 
jobs seriously and are conscientious, 
sound and sincere men, but there are a 
few who should be persuaded to go to 
prayer meeting.” 

Thus did P. W. Pinkerton, lobbyist for 
the California Retail Lumbermen’s Asso- 
ciation, sum up his opinion when he re- 
turned from the State capital this year to 
his office in the Patten-Blinn Lumber Co., 
in Los Angeles. Be it said here that Mr. 
Pinkerton heartily dislikes the term “lob- 
byist.” He says the work lobbyists do is 
good, sound business service and a differ- 
ent term, such as representatives of busi- 
ness and industry, should be used in re- 
ferring to them. 

Approximately 4,100 bills were intro- 
duced at the session he attended, among 


which number Mr. Pinkerton found 170 
that would affect the building industry 
directly or indirectly. In his fight for or 
against the 170, he attended 110 commit- 
tee meetings, where action was taken on 
72 of the bills. 


Unfair Practices to Be Enjoined 


The most important of all legislation 
was the amending of the Unfair Practices 
Act, which makes selling below cost un- 
lawful for any retail establishment. Com- 
menting on this, Mr. Pinkerton said: 


An essential angle of this bill is that it is a 
two-barreled affair. Realizing that no merchant 
could be convicted at a jury trial for selling be- 
low cost, we inserted a clause giving the court 
authority to stop unfair practices by injunc- 
tion. Besides that, a plaintiff may recover the 
actual amount of damages suffered by unfair 
competition. Upon third violation, the attorney 
general is required to institute suit for perma- 





———— ery ~ 








When a customer of the Miller Lumber Co., Kalamazoo, Mich., wants to 
buy brick for a structure, he has little difficulty choosing from the con- 
cern’s varied stock the type that will make walls of the.appearance which 
he desires. On the wall of the shed nearest the street is the accompanying 
panel of twenty-four samples of brick, as any one of them would appear 
when laid. Each rectangular sample is numbered, starting with the one in 





the upper left hand corner, and reading across. The panel is placed on 
the inside of the center driveway through the yard, thus advertising the 
company’s stock of brick and also being visible from the office. Customers 
are able to purchase an order of brick by just giving the number beneath 
the sample to the yardman instead of having to take him to the display 
and point out “the fourth kind from the left in the second row from the 
bottom.” The whole arrangement is a great improvement over usual 
methods of selling bricks to a person who has little conception as to how 
they will appear in the finished construction. 











nent injunction against transaction of business 
within the State. 

The other barrel of the Act carries a mis- 
demeanor fine of $100 to $1000, or six months 
imprisonment, but probably no jury ever would 
convict a man for selling goods to the public 
below cost. 

The Act applies not only to retailer, but to 
producers, manufacturers and_ distributors, 
wherever discrimination between communities 
is practiced. Special rebates, collateral con- 
tracts, or any device for locality discrimina- 
tion is prohibited. Since the Act went into 
effect in August it has been illegal to sell any 
article at less than cost for the purpose of in- 
juring competitors or destroying competition. 
It also is illegal for a merchant to give away 
any article to get customers. Use of “loss 
leaders” is prohibited. 

California’s Unfair Practices Act was 
first passed in 1913, and was amended in 
1935, but was inactive and not enforced, 
so that little good was derived from it, 
Mr. Pinkerton explained. The 1937 
amendments include a section by which 
hiring of labor at less than prevailing 
wages may be introduced as evidence to 
prove unfair practices. He expects the 
new law to awaken retail lumbermen to a 
better knowledge of their costs of doing 
business, as the various items of overhead 
are included in determining costs under 


the Act. 
"Lobbyist"’ Presents Facts to Committees 


The lumbermen’s representative ex- 
plained that with more than 4,000 bills 
introduced in the legislature, the work 
of deciding is left to the various commit- 
tees, which may virtually kill a bill by 
failure to pass on it. The work of the 
lobbyist consists mostly of appearing at 
committee hearings and presenting argu- 
ments for or against the measure, ac- 
cording to Mr. Pinkerton, who says that 
with most lobbyists there is no outlay 
for expense of entertaining legislators or 
other spending to influence votes, nor 
are such things expected from any class 
of lobbyists other than those in the 
liquor business. 

Mr. Pinkerton said he endeavored to 
persuade the directors of his association 
to adopt a legislative policy on which he 
could base his work, but this was not 
done. Hence he found it necessary to 
depend almost wholly on his own judg- 
ment as to whether a proposed law would 
be detrimental or beneficial to the lumber 
business. 

As to the extent of lobbying in Cali- 
fornia, Mr. Pinkerton said there were 247 
lobbyists registered in the legislature, as 
compared with 80 assemblymen and 40 
senators, and continued: 
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such as the ironing boards and cabinets 
must be brought to public attention if 
they are to be sold in volume. Certainly 
a good show window is the cheapest way 
of getting this result.” 


"Keeping at It'' Wins 

Although there is a wide difference be- 
tween selling dry goods and selling build- 
ing materials, a survey made by a large 
dry goods association unearthed facts of 
interest to salesmen in all lines. Here 
they are: 80 percent of all sales were 
made after four or more calls ; 48 percent 
of the salesmen made one call and quit; 
25 percent made two calls and quit; 15 
percent made three calls and quit; 12 per- 
cent made four or more calls, and they 
wrote eighty percent of the orders. The 
survey shows the importance of perse- 
verance, and repetition, in a selling cam- 
paign. 


Well Kept Yard Is a Standing 
Bid for Patronage 


“T have always considered that the 
best inducement to get a man to build, 
as well as to paint and improve his prop- 
erty, is to show him just how attractive 
a modern home, gleaming with paint, and 
attractively landscaped, can be,” said 
S. L. Chesley, president of the Chesley 
Lumber Co., Fargo, N. D. “Accordingly, 
we keep our own office and yards in spic- 
and-span-condition—and it pays to do 
so.” Everyone who passes that way 
cannot help but notice the trim office and 
sales room, a reproduction of a New 
England colonial cottage, with its white 
paint, green blinds, and quaint little dor- 
mer windows. A low picket fence, fre- 





quently repainted to keep it gleamingly 
white, surrounds the place, and in the 
summer (when the photo was taken) the 
yard was a mass of gorgeous zinnias. 
Plants are rotated in the yard, so that 
during the summer and fall there is 
Just 


always a mass of colorful blossoms. 
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Customer Is King 

Who is the Boss? 

The man who founded this business ? 

The President? 

The General Manager ? 

The various Department Managers? 

No, none of these; 

I am the reason for this business. 

I am the reason for its prosperity. 

I am its guiding genius. 

I do more to promote, raise wages, hire 
and fire than any other person. 

I must be served before I bestow my 
blessing. 

I am the end-all and the be-all of 
everything connected with this business. 

I am the foundation of all its progress. 

I am its Master. 

I AM THE CUSTOMER. 


Dealer Finds Personal Calls Best 
Way to Sell Farmers 


In a personal letter to the editorial di- 
rector of the AMERICAN LUMBERMAN a 
practical-minded lumber retailer, doing 
business in a town in southern Illinois, 
tells how he has been “digging up” con- 
siderable farm business. Although not 
intended for publication, we feel that this 
dealer will not object to our relating his 
experience for the benefit of others. He 
writes : 

“T bought a small runabout truck and 
put a man out in the field to call on farm- 
ers. It has paid, inasmuch as we would 
have little business from the country, or 
at least would have missed much of it, 
without the personal calls. It is an in- 
tensive campaign. Our man knows the 
prices of about everything we carry, and 
he also knows the wants of the farmers. 
To my mind this is the best way for the 
retailer to spend his money; take one of 
the men in the yard who knows how to 
figure and knows the farm trade; no 
white collar solicitor—stay away from 
that—pick someone who can talk the 





Attractive and well-kept yard of Chesley Lumber Co., Fargo, N. D. 


beyond the office is a large sign—also 
freshly painted—showing a landscaped 
cottage, and stating that the firm has been 
supplying the people of Fargo with lum- 
ber for the past 56 years. A neon sign 


atop the office spotlights the plant for 
blocks around. 





farmers’ language, and whom they know. 
You can use the man in town on busy 
days, rainy days, Saturdays etc.; other 
times out in the country. It costs money 
—means more overhead—and at the end 
of the year no great profit, but some. One 
man takes along samples of roofings ; sells 
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paints etc. I prefer this to other trade 
promoting schemes. Personal contact, all 
the time, is best. Otherwise, you are 
‘out.’ The other fellow is busy.” 





Good Way to Display Roofing 
Samples on Shed Wall 


This novel and effective method of dis- 
playing asphalt shingle roofing is used at 
the L. M. Bayne Lumber Co., Ottawa, 
Ill. Panels are suspended from a point 








This cut shows roofing wy a described— 
also paint color samples hanging below it 


on the wall by means of storm window 
hangers. Sticks of 1x2 are secured to 
the back, and allowed to project about 
three inches below the bottom of the 
panel. Holes to accommodate 1-inch 
dowel rods are bored in the sticks, and 
short pieces of dowel inserted through 
them. The dowel ends rest against the 
wall on rubber cushions. The weight of 
the panel keeps the dowels from slipping. 
—_—_—_—_—_——s 


The Spirit That Wins 


With a successful salesman it is the 
spirit that always wins. Look for this 
element of salesmanship outside your busi- 
ness, then invite it in. I drove into a gas 
station the other day. Its outward ap- 
pearance had nothing to recommend it. 
But a salesman stepped up to the car 
with the most pleasant smile on his face 
and said, “Good Morning.” I said “put 
in five gallons.” He said, “Yes sir” and 
rushed to the task. Then he cleaned my 
windshield, not stingily but so thoroughly 
that I felt like tipping him. Without an- 
other word he lifted the hood of the car 
and checked the oil. “It’s full, sir,’”’ he 
said. Then he checked the water. The 
radiator took a sip or two and quit. “Your 
left rear tire needs a little air, sir,” he said 
next. He put in the amount which | 
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called for. Then he came to the car again, 
took my money, made the change, and 
asked, ‘““Won’t you come in again?” and 
as I drove off he waved and shouted 
“Good-by !” Every time I’m in that vicin- 
ity I drive to that station instead of stop- 
ping at the nearest on the road. His gaso- 
line was no better, but his service couldn’t 
be beaten. He is getting most of my re- 
peat business. Now imagine every cus- 
tomer feeling that way about your busi- 
ness, and you have the reason why you 


are successful. 
* x * 


Meeting competition is not enough. Ex- 
cel! Give people the feeling, “If you want 
the best go to Smith’s,” “Buy at Smith’s 
—None Better,” “Buy Smith’s Lumber 
and Building Materials—They are the 
Best.”” Consumer acceptance, consumer 
consciousness—take your business to the 
people and they will bring their shekels 


to you. 
—————s 


This Well-Equipped Yard Has 
Good Paint Trade 


As an example of how a retail yard 
may be rendered more attractive by a 
little landscaping, use of flower boxes 
etc., the accompanying photograph by an 
AMERICAN LUMBERMAN representative is 
reproduced. It shows the front shed of 
the J. F. Anderson Lumber Co., at St. 
Cloud, Minn., which is in charge of J. M. 
Dobson, as resident manager. The J. F. 
Anderson Lumber Co. is a large line- 
yard concern, operating some sixty or 
more branches of the Northwest, with 
headquarters at Minneapolis. 

The yard above shown, and doubtless 
others of the system, makes a specialty 
of paints, handling the Sherwin-Williams 
line, and its annual volume is large. One 
method which it uses to promote sales 
is the judicious use of advertising space 
in the local newspaper; and, of course, 
personal calls are made when any clue 
comes in that a painting job is being con- 
sidered by anyone. 


Amermcanfiumberman 
Revolving Signs Turn With Wind 


Small revolving signs, mounted in the 
tops of iron fence posts, have served well 
to advertise many of the lines handled by 
the Barber Lumber Co. of Fort Worth, 
Tex. The iron posts are about six feet 


high. The signs, shaped like arrows and 
about a foot and a half long, are fitted to 





The three revolving signs shown, read 
"Paints," "Hardware,"’ and "Glass" 


the posts by inverted castors, whose 
wheels have been removed and whose 
flanges embrace the signs. Wooden cen- 
ters in the tops of the posts hold the cas- 
tor stems. The signs, each having the 
name of some line sold by the lumber 
yard, such as hardware, lumber etc., turn 
with the wind. 


Change In Utah Retail Sales Tax 


Regulations Effective 


Satt Lake City, Utan, Nov. 1.—The Utah 
State Tax Commission has announced a change 
in the regulations pertaining to the collection 
of the State’s general retail sales tax on build- 
ing materials, which becomes effective today. 

Chairman Irwin Arnovitz, of the Commis- 
sion, said that where a contract is entered into 
for materials and services in jobs requiring 
building materials, the contractor will be con- 





ee 





Front of the J. F. Anderson Lumber Co.'s yard at St. Cloud, Minn., embellished with 
shrubbery and flower boxes 
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sidered the consumer and thus be required to 
pay the sales tax. “On the other hand,” he 
said, “where the contractor agrees to furnish 
the materials and supplies at a fixed price or 
at the regular retail price, and render the serv- 
ices for an additional agreed price or on the 
basis of time consumed, the sale to him of ma- 
terials and supplies will be considered as resale 
and the tax will be collected from the person 
for whom the work is being done.” 

The act requires that the tax shall be levied 
on the final sale, or on the sale to the ultimate 
consumer, and sales made for resale are not 
taxable. The tax is 2 percent of the purchase 
price and, under a law passed by the 1937 
legislature, the merchant must actually collect 
the levy from his customer. He is not permit- 
ted to absorb it even if he thinks he can afford 
to do so. Merchants have to pay a $2 annual 
license fee under the act and failure to comply 
with this measure renders them liable to lose 
this license and suffer the closing of their es- 
tablishments for a period of two years, pro- 
viding they persist in refusal to collect and re- 


mit the levy. 
—_—_—-———— 


Start Night School Classes in 
Lumber Retailing 


Satt Lake City, Utrau, Nov. 1.-—-The Salt 
Lake Lumbermen’s Bureau of Information, in 
co-operation with the vocational division of the 
Salt Lake City night school system, will con- 
duct night school classes for the lumber in- 
dustry, commencing Nov. 10. The classes will 
run for a period of 16 weeks. Late last winter 
and early spring, the industry, with the co- 
operation of the school authorities, sponsored a 
preliminary course which ran for eight or nine 
weeks and was so successful that it was de- 
cided to expand the idea this fall and winter. 

The courses will be three: (1) Estimating 
and millwork; (2) executive and management; 
(3) yardmen’s course. The classes will be held 
for two hours each Wednesday night. Earle F. 
Gardemann of the night school system will have 
general charge, immediate supervision of the 
studies being under a group of four lumbermen 
to be known as the Educational Sub-commit- 
tee. They are Wendell J. Ashton, Sugar House 
Lumber & Hardware Co.; C. Taylor Burton, 
McFarland Lumber Co.; Glen F. Dixon, Hy- 
land Lumber & Hardware Co., and Charles J. 
Ketchum, Ketchum Builders’ Supply Co. 


To Fix Commissary Prices 


MontTrEAL, Que., Nov. 1.—An order in coun- 
cil passed by the Quebec cabinet notifies lum- 
ber companies and jobbers employing woods- 
men that the Government intends fixing the 
scale of prices to be charged lumberjacks and 
other workmen in the forests, and at company 
or jobbers’ stores. With a view to encouraging 
local trade and preventing the overcharging of 
woodsmen who are obliged to make purchases 
in stores located in the lumber shanties, the 
Department of Lands and Forests will estab- 
lish a list of prices, the order-in-council states. 
The department will also endeavor to have the 
lumber concerns and jobbers buy from settlers 
and farmers wherever possible, and pay these 
latter reasonable prices for their products. 


Lumberjacks’ Morals to Be 


Protected in Farmers’ Hostels 


MontTrEAL, Que., Nov. 1—The Quebec Gov- 
ernment has accepted in principle the plans put 
forward by the Union of Catholic Farmers of 
the Province of Quebec for the construction 
of two hotels, one in Quebec City and another 
at La Tuque, for the physical and moral pro- 
tection of lumberjacks, entering and coming 
out of the woods, it was announced today at 
the opening of the general congress of the union 
at the Palestre Nationale. Announcement of 
the government’s acceptance of the plan was 
revealed by Gerard Filion, general secretary of 
the Union, who submitted his annual report to 
the body. 
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Building Bug 
Bites Again 


“The Building Bug Bites Again”—and 
the result is a new home where none stood 
before. However, “The Building Bug,” to 
quote from an advertisement reproduced 
in part on this page, “unlike grasshoppers 
and similar pests, does not destroy every- 








Showing “Building Bug" job sign in position 
in front of a newly completed house 





thing in its path, but instead leaves be- 
hind a trail of new homes and happy 
families.” 

The advertisement continues, “Have you ever been bitten by 
the Building Bug? It gives you a wonderful longing to build 
a home of your own; in fact, only those who try to resist the 
bite are the least bit uncomfortable. Ask quickly when you're 
bitten—get the sure cure with a visit to the Boise Payette 
Lumber Co.” 

You've guessed it! The Building Bug is a sort of humanized, 
personalized insect appearing in the form of a humorous trade 
character, created by the Boise Payette Lumber Co., Boise, 
Idaho, to impart to its advertising that “punch” that makes the 
reader look, think and act. 

Perhaps the most interesting use of this trade character is 
on the striking and coloriul job sign that goes up on every con- 
struction job supplied by the Boise Payette company, through 
any of its numerous yards. The use of this sign is illustrated 
by the photograph at top of the page, which shows one of the 


signs in front of a recently completed house job. These signs 
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name appears has diameter of 24 inches. In actual use the card- 
board sign is mounted on a veneer backing and nailed to two 
2x4 uprights. At bottom of the sign, on a piece of 1x6 board, 
the contractor’s name is lettered. 

The job sign is but one feature, though an important one, of 
the well planned and co-ordinated campaign of advertising and 
publicity which this company uses to develop the interest of 
prospective home builders and lead them to the decision to 
build, now. Other factors are an extensive newspaper adver- 
tising campaign, and the use of direct-mail pieces, booklets etc. 
The reproduction on this page of the top half of one of the 
Boise Payette Lumber Co.’s newspaper ads shows how the 
Building Bug is used as a tie-up to all the company’s advertis- 
ing efforts. Newspaper space used is of liberal size, ranging 
from approximately half pages down to quarters and eighths. 

“We use the Building Bug on all of our advertising,” said 
Manager C. W. Gamble to the AMERICAN LUMBERMAN, “and 
it seems to be creating considerable interest; at least many of 
our contacts with builders are made by the prospect first 
remarking, ‘Well, I have been bitten by the Building Bug,’ 
showing that he has been impressed by that feature.” 

The company has a booklet of plans and building suggestions, 
of size to fit a No. 10 envelope, in which various features of 
good construction, and use of good lumber, insulation and 
paints, are stressed. The booklet also gives information regard- 
ing FHA and other financing facilities. 
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The Building Bug 


He's started his Spring drive on everyone who doesn’t own 
his own home. His army is sweeping the country. But the 
Building Bug, unlike grasshoppers and similar pests, does 
not destroy everything in his path. Instead, he leaves be- 
hind a trail of new homes and happy families. 


Have you ever been bitten by the Building Bug? It’ gives 
you a wonderful longing to build a home of your own. In 
fact, only those who try to resist the bite are the least bit 
uncomfortable. Act quickly when you’re bitten. Get the 
SURE cure. with a visit to Boise Payette Lumber Company. 
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Changes in Construction Cycle Are 
Guide to Planning Ahead 


Shows Long, Deep Swings of 18-Year Periods--As Rising Rentals Enhance Property 
Values, the Increased Housing Demand Will Overcome Costs and Bring Boom 


An interesting feature of a meeting of the Central Supply 
Association, held in Chicago on Oct. 28, was an address by Roy 
Wenzlick, president of Real Estate Analysts (Inc.), of St. 


Mr. Wenzlick began his address by compar- 
ing the characteristics of the construction cycle 
and the business cycle, exhibiting a chart which 
showed general business and construction cycles 
for one hundred fifty years. He pointed out, 
in the first place, that the primary character- 
istic of the business cycle was that it showed 
no regular pattern; that the various swings, 
up and down, above and below the normal line, 
apparently had no rhyme, reason or regularity ; 
whereas the construction cycle follows a regular 
pattern with only slight variations and that a 
regular curve can be drawn for the construction 
cycle for one hundred fifty years. 


Construction Shows Long, Steady Swings 


A second characteristic of the business cycle 
is that, in the main, it is more extreme. The 
various booms and depressions follow each 
other with monotonous regularity, with but few 
big exceptions (such as the depression we have 
just passed through), most of the hills and 
valleys, above and below the line, are of slight 
proportions. The construction cycle, however, 
reveals huge swings up and down, above and 
below the line, with enormous peaks of boom 
and deep valleys of depression. 

A third characteristic of the business cycle 
is its comparatively short duration; whereas 
the construction cycle is of long duration. The 
long construction cycle in the United States, 
and in most of the large centers of the world, 
is, from peak to peak, eighteen years; an up- 
swing of eight years and a down swing of 
ten years. With almost no exception this is 
characteristic of the real estate cycles all over 
the principal building communities of the 
world. “One interesting exception,” stated Mr. 
Wenzlick, “was the building cycle in the In- 
ternational Settlement of Shanghai which had 
a building cycle of only nine years.” It is also 
characteristic of the construction cycle that the 
rise, as indicated above, is faster than the fall 
—up in eight years and down in ten. “While 
there are, of course,” said Mr. Wenzlick, 
“intermediate reactions on the uprise, the uni- 
formity of the period is remarkable.” 


Depression Vacancies Resulted 
from Doubling Up 


In discussing the factors responsible for 
booms and depressions in the construction 
industry, Mr. Wenzlick stressed the point that 
there was a great current misconception as to 
the effect of overbuilding. “It is peculiar,” 
said he, “that if vacancy in the recent depres- 
sion had been due to overbuilding, it was when 
we were building fastest there was little va- 
cancy. The vacancies actually increased in the 
recent depression when we were building hardly 
at all. Why does vacancy behave this way? 
The real reason is that the tremendous vacan- 
cies in the recent depression were due, pri- 
marily, to the contraction of space requirements 
rather than overbuilding. The number of dou- 
bled-up families just about equaled the vacan- 
cies, 

"Back to Farm’ Movement Reversed 


Also, many people in the recent depression, 
as in all depressions, came to believe that the 


inevitable back to the farm movement is a 
reversal of the permanent trend to the cities. 
Statistics show that only in the year 1932 of 
our recent depression did the back to the farm 
movement register tremendous gains over the 
movement to the cities. In 1933 the movement 
was reversed and people, since that time, have 
come to the cities in ever-increasing and larger 
numbers. The permanent trend is toward the 
large communities. Within a few years, Mr. 
Wenzlick brought out, we will be back to an 
enormous movement towards the cities of 
something like a half a million to a million 
families at the peak year of this movement. 

There is still a population growth in this 
country and, while there are fewer children, 
a thousand people today constitute sixty-two 
percent more families than in 1850. In other 
words, the fewer children born to the average 
does not mean anything: like a proportionate 
decrease in housing. As Mr. Wenzlick said, 
“babies do not require new houses.” 


Stock Collapse Influence Temporary; 
Higher Rents Will Start Boom 


Mr. Wenzlick brought out the trenmendous 
bearish factor of the recent collapse of the 
stock market on business in general and also, 
of course, on the construction industry, stat- 
ing that nineteen and a half billion dollars 
had fallen off stock market values in less than 
sixty days, and twenty-four billion since last 
spring. The inevitable effect of this stock mar- 
ket collapse is to depress the construction indus- 
try, with resulting vacancy increases this win- 
ter and severe restriction of new building and 
a cessation of rent increases. He stressed the 
fact that this is only a temporary recession, 
however, and that not later than next summer 
the fundamental increase in rates and rising 
values of existing buildings would overcome 
construction costs and the boom will be started. 


High Interest Rates Never 
Important Retardant 


Mr. Wenzlick talked at length about the mis- 
conception people have regarding the -mpor- 
tance of interest rates. High interest rates 
have never been as important a factor in 
retarding building as many people believe. 
There is not a shortage of money in this coun- 
try; there is a shortage of good investments. 
At the time that rising values of existing build- 
ings and rising rents pass construction costs, 
nothing can stop the beginning of a boom and, 
to the extent that these values represent con- 
struction costs, is measured the extent of the 
boom. Interest rates are covered by supply 
and demand, and they rise according to the 
desirability of the investments. We have never 
had an extensive boom over a period of time, 
without an increase in interest rates. 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 


Louis, in which he discussed the trend of building. Mr. Wenz- 
lick is recognized as an outstanding authority on this subject 
and his address was listened to with much interest. 


Obsolescence Offsets Decreased 
Immigration 


In a question period following his address, 
Mr. Wenzlick was asked as to the effect upon 
the construction industry of restricted immi- 
gration. “Obviously,” said he, “restricted im- 
migration tends to restrict the number of new 
families wishing homes, but, as an offsetting 
factor, the older the United States grows, the 
greater is the accumulation of old buildings, 
and in the periods of greatest immigration 
there was very little replacement business. 
Most homes and structures were built up for 
new families, but the older the country grows 
the older are the houses, and the demand for 
new structures increases likewise.” 


Quizzed on Birth Rate, Suburban 
Building, Apartment Financing 


In answering a question about the decrease 
in the birth rate, Mr. Wenzlick brought out 
the point that a drop in the birth rate affects 
real estate and construction about twenty years 
later, so that the effect of a decrease in birth 
rate is not a bearish one. 

It was also brought out in this question 
period that the decentralization in construction 
was not from larger cities to smaller ones, and 
small towns to villages, but from larger com- 
munities to surrounding suburbs and close in 
towns. 

Also in an answer to a question as to what 
change in financing, particularly of apartments 
and large structures, would be in effect in the 
next boom, Mr. Wenzlick stated that the Gov- 
ernment, through the FHA and other means, 
would probably circulate in a large way the 
bonding procedures of the past which are now 
in such disfavor. 

Finally, Mr. Wenzlick stated that booms 
always start in the most desirable of all build- 
ings—the small, single family homes—and, while 
continuing strongly throughout the boom in 
that field, move on next to the apartment field, 
and finally at the peak move to the huge office 
building structures which are overbonded and 
usually sold to people at a time when all of 
us believe the millennium has been reached and 
an entirely new scale of values has appeared. 


Estimates Quebec Output 


MonrTREAL, QuE., Nov. 1.—The woods cut in 
Quebec forests this season will total 450,000,- 
000 cubic feet, or 3,500,000 cords, according to 
an estimate just made by Avila Bedard, deputy 
minister of lands and forests. In the St. Mau- 
rice Valley region, the cut is expected to reach 
90,000,000 feet. In the Quebec district, the 
Anglo-Canadian Pulp & Paper Co. will cut 
approximately 44,000,000 feet. Production in 
the seven other forestry regions in cubic feet, 
is estimated as follows: Gasne, 60,000,000; 
Lake St. John, 90,000,000 ; Montreal, 25,000,000 ; 
Ottawa and Temiskaming, 61,150,000; North 
Shore, 45,000,000; Abitibi, 18,000,000 and Tem- 
iscouata, 20,000,000. 

With approximately 51,000 finding employ- 
ment in the various shanties this season, there 
may be a shortage of lumberjacks in some lo- 
calities. 
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A large stand of 
timber, and scienti- 
fic reforestation of 
an extensive acre- 
age, are combined 
with policies as to 
labor and operating 
equipment in far- 
sighted effort to 
keep customers by 
satisfying them 


With its great expositions of 1936 and 1937, Texas, the Lone 
Star State, has celebrated its first century of existence and pre- 
sented a record of achievement that is the envy of every com- 
monwealth in the United States—a record that has been marked 
by the establishment of a veritable industrial empire. Closely 
interwoven with the development of Texas has been the lumber 
industry, some of the greatest figures ever to have been con- 
nected with lumbering in this country having recorded their 
industrial history in Texas. As Texas has celebrated its first 
hundred years, one of its great lumber enterprises has cele- 
brated its first fifty years of activity, and in commemoration of 
that event has published a handsome booklet entitled “Golden 
Anniversary of ‘Sudden Service.’” And those last two words 
disclose the identity of this concern, for, wherever lumber has 





A specialty of the Angelina company is mixed cars for retailers 
—the shipper is proud of its "Sudden Service" on products of 
quality, of which it manufactures a wide range 





been sold throughout the land, “Sudden Service” has become 
the synonym for Angelina County Lumber Co., which enjoys 
the distinction of being the oldest lumber manufacturing organ- 
ization in Texas. 


TIMBER SUPPLY PROMISES CONTINUED 
“SUDDEN SERVICE" 


Beginning in a small way when, in May, 1887, J. H. Kurth, 
Sr., bought a small mill located at what has since become one 
of the best known of the small industrial centers of the State, 
Keltys, the company has operated continuously since that time, 
and in the fifty years of its manufacturing activities has pro- 
duced one billion eight hundred million feet of southern pine 
at this one location, to say nothing of the output of affiliated 
operations located at other points. And the most interesting 
feature of this great enterprise, which had such small begin- 
nings back in the early days, is that it begins its second fifty 
years of activity with resources of timber sufficient to warrant 
the belief that when the end of its first century rolls around, 
it will still be supplying good lumber to the builders of Amer- 
ica and will still be known for its “sudden service” to the trade. 


FORESIGHT APPLIED TO SMALL BEGINNING 
BRINGS INDUSTRY PRESTIGE 


From its beginning of one small mill, the company has grown 
until now, at the end of its first half century, it is operating 
five important lumber manufacturing enterprises, producing 
both southern pine and hardwoods, with a combined capacity 
of 120,000,000 feet of lumber annually. 

The two sturdy pioneers who had a real vision of what the 
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i] THAT QUALITY BUILDS 
41 GOODWILL IS PROVED 
Wl BY 50-YEAR RECORD 


future held in store for the lumber industry, and who associated 
themselves together in the organization and building up of the 
Angelina County Lumber Co., J. H. Kurth, Sr., and S. W. 
Henderson, Sr., both have gone to their reward, and have been 
succeeded by fine sons who have carried on according to the 
best traditions of their progenitors. And still closely identified 
with the company is another far-sighted industrialist, Eli 
Wiener, who as president of the organization and closely re- 
lated to its development, takes justifiable pride in the fact that 
he has an outstanding record of forty-seven years’ connection 
with one company. During a recent visit to Chicago, as re- 
corded in the Oct. 9 issue of AMERICAN LUMBERMAN, Mr. 
Wiener expressed the belief that this is a record unequaled 
by any other southern lumber manufacturer. His first official 
connection with the company was as secretary, and for a num- 
ber of years he has headed the organization as president. 
Recognized as one of the outstanding lumber executives of 
the country is E. L. Kurth, vice president and general man- 
ager, who, with his native ability and keen business judgment, 
with the assistance and advice of his brother, J. H. Kurth, Jr., 














and associates, has continually added to the importance and f 


the prestige of this notable Texas enterprise. 

Affiliated with the Kurth interests are five important Texas 
lumber operations—Angelina County Lumber Co., Keltys; 
Kurth Lumber Manufacturing Co., Clarksville ; Conroe Lumber 
Corp., Conroe; Angelina Hardwood Co., Ewing; and Trout 
Creek Lumber Co., Kirbyville. 

J. H. Kurth, Jr., one of the most successful sawmill oper- 
ators in the South, heads the Kurth Lumber Manufacturing 
Co., while the vice president and operating head of Angelina 


Hardwood Co. is George Henderson, with John Henderson > 


and A. W. Henderson, treasurer and secretary, respectively. 


SPLENDIDLY EQUIPPED TO SUPPLY WIDE RANGE 
OF TRADE NEEDS 


The output of all five operations is marketed through the 
Angelina County Lumber Co., sales being in charge of D. W. 
Thompson, secretary-treasurer, assisted by S. W. Henderson, 
Jr., and E. L. Kurth, Jr. 
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On Wide Range of Products This Texas 


Enterprise--With Aid of Efficient Modern 
Equipment and Loyal Workers--Maintains 


Long-Established Reputation for High 
Standard of Quality and “Sudden Ser- 
vice’-- Satisfies a Large Mixed Car Trade 


With the diverse products of its five affiliated organizations, 
Angelina is spendidly equipped to maintain and constantly add 
to its impressive record of fifty years of “sudden service.” Its 
sources supply practically all items in shortleaf pine and south- 
ern hardwoods—oak, gum, elm, ash, hickory—and cypress; 
also gum veneer used in the manufacture of wire-bound boxes 
and crate material. 


IMMENSE ACREAGE OF TIMBER 
ASSURES FUTURE OF OPERATIONS 


In addition to the twelve to fifteen years’ supply of virgin 
timber ready for cutting, the company has 125,000 acres under 
reforestation, which, with the co-operation of Federal and State 
forestry organizations, is being protected from fire, thus per- 
mitting the rapid normal growth that characterizes the timber 
of that section. Several years ago a co-operative agreement 
was entered into, with the Texas Forest Service, which placed 
70,000 acres of timber land under an intensive forestry program 
to reduce losses from forest and grass fires. With this im- 


mense area of timber under cultivation and protected, it is not 
at all unreasonable to predict that Angelina County Lumber 
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ELI WIENER, 
President 


E. L. KURTH, 
Vice-Pres., Gen. Mer. 


J. H. KURTH, JR., 
Vice President 


Executives of Leading Manufacturer That Is Now Celebrating 50th 
Anniversary of “Sudden Service’’—The Angelina County Lumber Co., 
of Keltys, Tex. 


Co. will be rendering “sudden service” to lumber buyers at 
the end of the fifty years of usefulness upon which it is just 
entering. 


CONTENTED WORKERS PLAY IMPORTANT PART 
IN SUCCESS OF ENTERPRISE 


A feature that has had an important part in the building up 
of this successful enterprise has been the pleasant employee 
relationships that always have existed—and that they are and 
have been pleasant is indicated by the fact that in all of its 
fifty years of business activity Angelina County Lumber Co. 
has never experienced any labor trouble of any character. The 
employees and their families are happy and contented, and many 
of them own their own homes, and as many of them as desire 
to maintain their own gardens are provided with land for that 
purpose. At all of its manufacturing points the company main- 





A shipment of finely manufactured framing lumber being as- 
sembled at mill of Angelina County Lumber Co., Keltys, Tex., 
will play its part in maintaining company's high reputation in trade 





tains a store service equal to that of any city, all stores being 
operated on a moderate mark-up basis, designed primarily to 
cover the cost of doing business and giving the employees and 
other patrons the benefit of the company’s large purchasing 
power. 

The Texas Centennial has been a great achievement, and just 
as important and just as interesting in its sphere is the semi- 
centennial of one of the State’s great industrial enterprises, the 
Angelina County Lumber Co. 
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Redwood Beautifies Exposition, 


Race Track 


Eureka, CA.ir., Oct. 30.—California’s red- 
weods entered a new field this year with the 
construction of Redwood Acres, a modern rac- 
ing and agricultural exposition plant here. Not 
only is the physical property constructed en- 
tirely of redwood lumber, produced in the same 
county, but the track and buildings are nestled 
in a cleared area surrounded by beautiful red- 
wood trees. With Eureka’s Sequoia Park as a 
backdrop, Redwood Acres is described as the 


- Most beautiful racing site in America. 


The first race meeting was held from Sept. 
and was an outstanding success 
despite a heavy rainfall on the second day. 
More than thirty thousand persons attended 
the four days devoted to racing. 

More than a million feet of redwood lumber 
Was used in construction of the initial build- 


ings of the plant, with as much more construc- 
tion expected to follow next year. Redwood 
lumber firms participating in the project were 
the Hammond Redwood Co., the Pacific Lum- 
ber Co., Holmes Eureka Lumber Co., Dolbeer 
& Carson Lumber Co. and the Elk River Mill 
& Lumber Co. 

At the Exposition itself the Redwood indus- 
try provided an outstanding educational ex- 
hibit of more than two hundred products of 
the industry, said to be the most complete dis- 
play of forest products ever shown in the 
county. 





Buys Stumps for Naval Stores 


MonrTIceELLo, Miss., Oct. 30.—Approximately 
21,000 acres of Lawrence County land has been 
transferred from Denkman Lumber Co. to 
Southern Naval Stores Co. of Columbia, which 
plans to use the pine stumps. 


Northern Pine Too Old to Stand 
—Goes to Mill 


Wausau, Wis., Nov. 1.—What is believed 
to be the largest white pine tree in this region, 
and one of the last of the giant pines which 
once stood in unnumbered thousands in Wis- 
consin forests, is to be cut this winter at the 
camp of the Yawkey-Alexander Lumber Co., 
north of Gleason. The tree will be shipped 
in sections to the company sawmill at Schofield, 
where it will be reduced to lumber. It is esti- 
mated that the tree is more than five hundred 
years old. It had been planned to allow the 
tree to remain as the center of a small park, 
but the danger of its toppling over forced 
decision to cut. It now stands about 115 feet 
in height and is 16 feet in circumference, with 
a diameter of nearly 5 feet. It is estimated 
that it contains about 10,000 board feet of 
lumber. 





Dealer Demonstrates 
to His Customers the 
Sound Advice of-- 


Gary, Inp., Nov. 1.—In a visual demonstra- 
tion to his fellow citizens that one’s objective 
when erecting a home should be “how good” it 
can be built instead of “how cheap,” A. P. Mor- 
row, president and manager of the Grant Street 
Lumber & Supply Co., and Mrs. Morrow 
planned and constructed a Georgian Colonial 
house for themselves this summer which is the 
embodiment of their advice to customers who 
are putting up residences. It is one of the 
standout examples of “how good” a home can 
be that it has been the pleasure of the writer 
to see. Mr. and Mrs. Morrow completely fur- 
nished their new home, and then opened it for 
public view for two weeks. To take their lovely 
residence out of the exhibition class, the own- 
ers charged admission to those who were not 
genuinely interested enough to go to the lum- 
ber yard for complimentary cards. More than 
3,000 persons viewed the house during the two 
weeks period, Oct. 2-17, and all were registered 
for future sales contacts. Several bills of ma- 
terials for modernization jobs were sold during 
the open house to visitors who saw features in 
the Morrow dwelling that they liked. 

3uilt on a 75x180-foot lot, the 42x26-foot 
house sets well back from the street and is sur- 
rounded by beautifully landscaped lawns. The 
garage, measuring 20x22 feet, is attached to the 
rear of the residepce, and fitted with Over-the- 
Top door equipment made by Frantz Mfg. Co., 
Sterling, Ill. It may be entered from a rear 
hall. 

The quality materials and construction which 
went into the house will be understood from the 


The front elevation of the Georgian Colonial home built for his own family 
by the Gary, Ind., lumber yard owner 


“Seeing How Good House Can 
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It is not always that a beautiful home is also attractive from the rear, but 


with its terrace this one is 


Be Built Instead of How Cheap” 


following few examples. The structure is roofed 
with cedar shingles stained green for colonial 
contrast to the pure white exterior. By laying 
every fourth row of shingles double thickness 
the roof has an attractive and rugged appear- 
ance. Four inches of rock wool insulates the 
attic walls and roof, and a metal insulation was 
used in the side walls. The method of applying 
the latter insulating material is interesting, and 
worth remembering. Instead of using it as a 
building paper as is often and wrongly done, it 
was inserted in the center of the upright 2x4 
studs so that a dead air space was left between 
it and the sheathing on the outside and another 
between it and the Certain-teed rock lath in- 
side. Three coats of plaster were applied. The 
ceiling of the basement recreation room and the 
walls and ceiling of the maid’s room on the third 
floor are of Armstrong Temlok insulation board 
painted white. Clear red oak flooring was used 
throughout the house with the exception of the 
kitchen and bathrooms where maple was laid. 
Linoleum covers the floors in the kitchen, two 
bathrooms and two lavatories, and is used on 
their sidewalls to a height of about six feet to 
make cleaning easy. Very good looking results 
were obtained in the kitchen by using a stippled 
green linoleum topped with a cheerful yellow 
patterned wallpaper and yellow wood cabinets, 
and in the guest bathroom by combining marbled 
seablue linoleum with a treatment of ivory and 
coral. There is also a lavatory in the maid’s 
quarters, one off the rear hall on the first floor, 
and another in the basement. 

Mrs. Morrow was responsible for all the in- 


LEFT—Wood 
cabinets 
painted a 
sunny yellow 
help make 
the kitchen 
cheerful. 


RIGHT—An 
idea of the 
gracious- 
ness and 
beauty cre- 
ated in the 
basement 
with log 
cabin siding 
and insula- 
tion board 
ceiling is 
conveyed. 





terior decorative schemes which are most im- 
pressive. Until their home was started during 
the summer, she had always done the office work 
for her husband since he started in business 
here. She believes that women have a definite 
place in the building material industry due to 
their better taste in matters pertaining to home 
architecture and its interior finish than that 
possessed by the average man. 

If space permitted, several pages could be 
written about the dining room, living room and 
kitchen downstairs and the three bedrooms on 
the second level. All of them have papered 
walls, Venetian blinds at the windows, pre-fitted 
windows, and other practical features. Recessed 
bookcases are found in the living room, and all 
three bedrooms. The son’s room boasts a 
built-in bunk bed with drawers below, a cedar 
closet, and an ordinary clothes closet. 


This story would not be complete, if the base- 
ment recreation quarters did not receive men- 
tion. White pine log cabin siding was applied 
to three sides of the room while knotty pine 
was used for the fourth wall. The walls were 
stained, shellacked, sanded and waxed to achieve 
a weathered effect. Four jobs of log cabin sid- 
ing were sold the first day of open house to 
persons seeing it in actual use. Off one end of 
the room is a fully equipped and handy kitchen 
for the preparing of refreshments for visitors 
without the necessity of running up and down 
the basement stairs to the principal kitchen. The 
stoker fired furnace and ventilating system, and 
laundry are entirely partitioned off from the 
comfortably furnished relaxation space. 
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Southwestern Ontario 
Dealers Effect 


District Reorganization 


Toronto, Ont., Oct. 30.—The Southwestern Ontario Retail Lumber 
Dealers Association, which covered the counties of Lambton, Essex, 
Kent, Elgin, Middlesex and Oxford, and which has been in existence 
for more than 25 years, decided to discontinue as an association with 
a separate identity, and to reorganize under a new name, after a dis- 
cussion at a meeting held in Chatham, Ont., on Oct. 21. A resolution 
was carried to the effect that the association should cease to exist. 

The dealers in attendance at this meeting, who came from nearly 
all parts of the district, then continued in session, appointed a chairman 
in the person of J. C. Scofield, Windsor, and passed another resolution 
to organize under the name of the Southwestern District of the Ontario 
Retail Lumber Dealers Association. This move puts the Southwestern 
District Association into the same set-up for organization work as other 
district associations in the province of Ontario. A discussion also took 
place, and will be carried further at a subsequent meeting, on organ- 
izing local groups within the district association. The District itself 
was felt to be too large to be properly taken care of by District 
meetings, as there are well defined groups within the District which 
can look after their association matters more effectively. The general 
feeling was that at least two local groups will be organized, which 
will hold fairly frequent meetings, and that the larger associations for 
the whole District shall hold three or four meetings a year. 

At the conclusion of the meeting in Chatham, the secretary-manager 
of the O.R.L.D.A. submitted a report upon the conferences taking 
place under the Industrial Standards Act, relating to minimum wages 
and a standard week for the “Interior Fixture Industry.” He urged 
that dealers who would be affected by such a proposal should be at 
the Parliament Buildings, Toronto, on the following day, to take part 
in the conference. 

Chairman J. C. Scofield introduced a discussion upon the subject 
of the training of apprentices for the woodworking industry. He 
pointed out that the National Employment Commission was offering 
to finance classes for this purpose in different parts of the Province, 
and he urged the Association to consider the advisability of taking 
advantage of this offer. 

The meeting contented itself with the work already accomplished, 
and decided to call the dealers together again one week later in the 
city of London, to elect officers and directors for the new Association. 
The London meeting was held on Oct. 28, in the Hotel London. There 
was a large attendance, and the meeting was interesting and successful. 
The election of officers and directors resulted as follows: 

PrEsSIpDENT—P. G. Piggott, Chatham; Vice Presiment—W. T. Hut- 
cheson, Woodstock; SEcRETARY-TREASURER—W. A. McInnes, London; 
Direcrors—C. R. Roushorne, Windsor; C. F. Richards, London; Ezra 
Fahner, Port Stanley; H. S. Ludlam, Leamington; O. H. Moxley, 
Dorchester; Eric Coultis, Thedford; and J. A. McPherson, Merlin. 
The Board of Directors gives one representative to each of the 
cities of London, Windsor and ‘Chatham, and one for each of the 
counties in the District. At the next meeting of the Association the 
directors will bring in a draft set of by-laws. 

The new Association appointed a Committee consisting of J. C. 
Scofield, Windsor; C. R. Roushorne, Windsor; and A. W. Bennie, 
Leamington, to confer with Principal Ross of the Windsor Vocational 
School, regarding the creation of a class of young men, to be trained 
as skilled woodworkers, under the scheme set up by the National Em- 


| Ployment Commission. The committee was given full power to act 
'and to bring the proposal to a practical conclusion. 


Under this proposal a sum of one million dollars voted by the 


} Dominion Government, and a like amount to be put up dollar for 
} dollar by the Provincial Government and municipalities, is to be avail- 
able to take care of the expense of training the young men. Already 
§4 good deal of work has been done under this plan in connection with 
ithe training of young men in forestry and mining occupations, and 
/ oO young women for domestic service. 


The proposal of the South- 
Western District of the Ontario Retail Lumber Dealers Association 


Bis that a class be started in Windsor, Ont., for the training of young 
pmen in the woodworking industry. Principal Ross of the Vocational 
School of Windsor has modern equipment of every description for 


training the class, and is ready and anxious to start the work. The 


»Proposal is to bring young men from cities and towns throughout 


the district, to Windsor, for an extensive training course. Their living 


'€xpenses will be taken care of by the fund set up by the National 


‘Employment Commission. The Ontario Retail Lumber Dealers Asso- 


ciation will also give consideration to this subject at the next meeting 


iof the directors in Toronto on Nov. 19. 
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COMBINED 
SAW AND 
JOINTER 


| $240 


Complete with 
two motors, 1 


SAW MILL 


AND 
H.P. & 2 H.P. 


PLANING MILL }; 
y (110-220 volt, 
Sn One Cympacl ee A.C., 60 cycle). 


Tool, 


Here’s an inexpensive ma- 
a 


chine built for double work! 
The new Walker-Turner Saw and Jointer slides the major 
share of all woodworking jobs across its smooth-ground 
tables. Ability to saw, plane, and do corner rabbeting make 
it one of the busiest, fastest selling tools on the market. 


Easily portable, it is wanted in the shop and on the job, for 
both fitting and smoothing. Full 3” depth of cut is pos- 
sible with the 10” saw. Tilting arbor permits angle sawing 
to 45° through rough 2” stock. Triple knives on the 6” 
jointer make 12,000 cuts per minute—assure smooth, clean 
surfaces. Precision ball bearings and heavy, accurately ma- 
chined castings guarantee long trouble-free service. 


Can be supplied with 8” Tilting Arbor Saw at $199.70, with 
34 H.P. and 1, H.P. motors, 
110-220 v., A.C., 60 cycle. 
Read all about it and other 
Walker-Turner tools in the 
big new catalog. 


WALKER. 


TURNER 
* 
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FREE! MAIL THE 
= COUPON TODAY 
Walker -Turner Co., Inc. 


35117 Berckman St. 
Plainfield, N. J. 


Send me your new 1938 catalog. 
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MANY PROPOSALS ARE READY FOR 
LEGISLATIVE HOPPER 


Does Budget Balancing Mean Reduced Expenditures or Increased Takes?--Benefiting 
the Farmer Will Run Into Big Money--Labor Laws Might Hurt as Many as They 
Help--ls Construction to Be Boasted by Exemption from Capital-Gains Levy? 


[By American LuMBERMAN Staff Correspondent] 


WASHINGTON, Nov. 3.—One thing sure 
about the forthcoming crop or surplus control 
farm bill, now gradually taking shape in the 
House committee on agriculture and forestry, 
is that it will be quite expensive for everybody, 
but that the farmers who benefit therefrom. 
The Wallace ever-normal granary seems to be 
assured so far as the House bill goes. Whether 
it will make the grade all the way through, 
time will disclose. Chairman Jones, of the 
House committee, is strong for “voluntary” as 
against “compulsory” control of farm produc- 
tion. So he would base benefit payments on 
“tilled acres” rather than on output. This lis- 
tens fairly well, but has its limitations. One 
recalls without much effort that in the earlier 
years of the New Deal, southern cotton grow- 
ers plowed under a lot of rows, but fertilizer, 
intensive cultivation, good behavior by the 
weather man and the boll weevil, contributed to 
growing just about as much cotton in many 
cases as if all the rows had been left standing. 
Another time, according to reports, acreage was 
restricted sharply, but the old fertilizer man 
and the weather and the weevil again did their 
stuff, and we got another husky cotton crop. 

As between “compulsion” and “bait” in the 
form of juicy benefit checks issued by Uncle 
Sam, it looks like “bait” would win in the 
House. Of course, there’s many a slip ‘tween 
cup and lip, and a redhot fight is always 
possible even with the legislative ways greased 
for smooth passage of a measure. But whether 
it winds up one way or the other, the general 
taxpayer and the general consumer can be satis- 
fied in advance that they will have a lot of 
dancing to do. The processing taxes again 
stand in the offing grinning. 

When the original AAA went by the boards 
via a 6 to 3 decision of the Supreme Court, 
the powers that be trotted out the Soil Con- 
servation and Domestic Allotment Act. That 
was to do the jeb the Court said Uncle Sam 
could not do constitutionally under the Agricul- 
tural Adjustment Act. We still have the soil 
conservation program, which was to have been 
turned over to the States to meet the court’s 
objections, but which has been given a new 
lease on life as a national program until after 
the next Presidential election. It is costing 
pretty well—around $400,000,000-plus—every 
year. With the ever-normal granary thrown 
in, not to mention a few other schemes, the 
whole cost promises to mount by great strides. 
Even insiders at the Department of Agriculture 
concede the cost may top $700,000,000, and 
some estimates take it above $1,000,000,000. 


Wage-Hour Bill Will Meet Severe 
Opposition 


As for that wage-and-hour bill, it is still in 
the making, and nobody yet knows just what 
will evolve. The Administration is credited 
with working out a brand new measure to be 
substituted for the much-amended Black-Con- 
nery bill that got deadlocked in the House rules 
committee last session. Contents of the Ad- 
ministration contribution so far have been care- 
fully guarded. Some hints have reached the 
light, but they are rather nebulous. The 
reported scheme is to have the rules committee 
opponents of the pending bill consent to be good 


and report it out, with the understanding that 
the measure will be recommitted to the commit- 
tee on labor and there sidetracked for the new 
Administration bill. Hearings then would be 
held on the new bill, and every effort made to 
shove it along to passage in the House. 


However, it can be marked down for a cer- 
tainty that no wage-and-hour bill will get 
through either House or Senate without a real 
fight. The Senate committee on education and 
labor last session greatly modified the original 
bill—then generally understood to be an Ad- 
ministration measure—in an effort to head off 
a real fight. It got through the Senate in 
modified form. The House committee had a 
long wrangle and finally reported a bill differ- 
ing essentially from both the Senate modifica- 
tion and the original measure, and it got hope- 
lessly mired in the rules committee as the 
result of determined opposition on the part of 
members from southern States. That is quite 
likely to happen again, unless extreme care is 
used in drafting the new bill before it is re- 
ported to the House. 


Critics of the Black-Connery bill contended— 
and still vigorously contend—that it would not 
work; that with its passage an already confused 
situation would be greatly aggravated, and that, 
instead of promoting employment and increas- 


ing purchasing power, it would have the 
opposite effect. One of these critics was and 
is Gen. Hugh S. Johnson, one time grand 


sachem of the late lamented NRA, which bit 
the dust under a unanimous Supreme Court 
decision only after it had American business 
and industry in turmoil. 


Might Deny Small, Low-Cost Communities 
a Chance to Work 


Take one illustration in the lumber industry 
—it may be a little extreme, but here it is. 
Picture a small community of a few hundred. 
Many of the heads of families have no regular 
work. They are eking out an existence some- 
how. A lumberman comes along and demon- 
strates that he can set up a plant and cut 
the rather low grade timber surrounding the 
community, provided he can be assured that the 
wage for common labor will not exceed $1.75 
a day. That would give him, say, an average 
cost of $25 per thousand feet. He could not 
afford to cut the timber at an average higher 
cost, because he must sell a large part of it 
in a highly competitive domestic market. Cer- 
tain grades and sizes could be marketed in 
England at around $40 a thousand feet. Under 
any wage and hour bill so far proposed, his 
common labor costs would be much higher, and 
his average cost, say, $40. The higher costs 
would close the domestic market on which he 
was depending for an outlet. The folks in the 
town would be tickled to work for $1.75 a day 
for common labor, with other wages in pro- 
portion. It would give them a nice community 
payroll. However, they would have to keep 
right on eking out a precarious existence, 
because the lumberman simply could not cut the 
timber on the basis of the higher costs. In 
other words, the proposed law, designed to 
increase the purchasing power of the so-called 
underdog, would deny that particular little 
community a chance to work. 


May Modify Tax Program to Stimulate 
Construction 


About the time these lines go to print, we 
may have an inkling as to the tax recommen- 
dations Secretary Morgenthau is to present to 
Congress on behalf of the Administration. 
Whether his recommendations will look toward 
removing some of the shackles from business, 
as the whole national community fervently 
hopes, still remains to be disclosed. _ There is 
a good deal of talk about modification of the 
capital-gains tax, and pressure to constructively 
modify the undistributed profits tax continues 
to grow. Hints from Hyde Park would indi- 
cate that the President is disposed to stand pat 
on the latter tax, despite the fact that it has 
not produced anything like the estimated reve- 
nues and at the same time has worked great 
hardship on business and industry. 

One published report tells of a plan, said 
to be under study by the President, to modify 
the capital-gains tax to the extent of exempt- 
ing new construction. The idea is to stimulate 
the construction industry generally and thereby 
pump new life into the bloodstream of busi- 
ness, which has been suffering from the jitters 
of late. Like other hints that slip out of the 
secret chamber of the powers that be, this also 
is still decidedly nebulous. The lumber indus- 
try naturally would welcome any constructive 
move that would genuinely stimulate needed 
building throughout the country. But most 
lumbermen are apt to be from Missouri until 
they can clearly see the color of the eyes of 
this particular scheme. It looks pretty in the 
distance. So does a desert mirage. 


Budget Balancing, Tax Reduction, Need 
Public Support 


We continue to hear a lot of talk about 
balancing the budget for the next fiscal year. 
How close the Administration will come to t, 
only the Almighty knows, and he is not telling. 
It would be a great boost to business and 
industry if Treasury outgo could be brought 
within the revenues. The President is quoted 
as saying that prospective farm legislation, and 
any other new legislation involving a charge 
on the revenues, must be accompanied by tax 
measures to meet the cost. That, taken alone, 
is sound, but what has become of the oft- 
repeated declarations that no new taxes would 
be necessary; that the next budget would be 
balanced without additional burdens being 
placed on the backs of the people etc.? The 
people have been told time and again, that no 
additional taxes would be necessary only tv 
find, almost invariably, that the Administration 
has quietly dropped another revenue bill into 
the lap of Congress. 

While there’s life there is hope. Every mem- 
ber of the present Congress, with a single 
exception known to this writer, likes his job and 
wants to return to the 76th Congress to agaill 
strut his stuff in the national forum. In past 
Congre§ses, on election eve members have as 
a rule been chary of new taxes, knowing most 
of their constituents naturally resent them. So 
in view of historic precedents and the show 
of independence developed at the last session 
it is possible a sufficient number of members 
will take the bit in their teeth and refuse to be 
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rubber stamped this time. The string on which 
that hope hangs is not stout, so the folks back 
home should see to it that proper support is 
given every member who seems to be within 
this category. 


NATIONAL CONFERENCE TO SEEK 


MEANS OF STIMULATING 
HOME BUILDING 


WASHINGTON, D. C., Nov. 3—The Chamber 
of Commerce of the United States is greatly 
encouraged over the response to its call for a 
conference on local residential construction to 
meet here Nov. 17 and 18. Indications are that 
the conference will be widely attended. All 
groups interested in promoting residential con- 
struction are invited, including the several 
major Federal Government agencies having to 
do with different phases of housing. 

Wilson Compton, secretary and manager of 
the National Lumber Manufacturers’ Associa- 
tion, will discuss ‘Plans to Stimulate and Widen 
the Market for Small House Construction” at 
the morning session on Nov. 18. This session 
will deal with the general problem of merchan- 
dising houses. It will be presided over by 
Ernest T. Trigg, chairman of the National 
Housing Advisory Council and president of the 
National Paint, Varnish & Lacquer Association. 
Other speakers at this session include Douglas 
Whitlock, general counsel of the Structural 
Clay Products Institute, and W. D. M. Allen, 
Director of Promotion, Portland Cement Asso- 
ciation. The latter two speakers will discuss 
the same general subject as Dr. Compton. The 
“Relation of Real Estate Taxation to Building 
Activities” will be discussed by John McC. 
Mowbray, president of the Roland Park Co. 
and chairman of the housing committee of the 
National Association of Real Estate Boards, 
Baltimore. 


Leading Retailers Would Be Welcomed. 


In a letter addressed to the executive com- 
mittee and all divisions, Frank Carnahan, sec- 
retary of the National Retail Lumber Dealers’ 
Association, in calling attention to the confer- 
ence says: 

This conference was decided upon by the 


s Chamber after consultation with officers of 


the National Lumber Manufacturers’ Associa- 
tion and ourselves. F. Stuart Fitzpatrick, in 
charge of the housing division of the Cham- 
ber, worked out the details of the program. 
It was felt there was a need for a public 
conference of this kind on account of the 
slump in residential construction, and _ be- 
cause of the untimely propaganda going the 
rounds about high costs of construction. 
The Chamber felt it would be desirable to 
bring together all the groups interested in 
building, and with members of local cham- 
bers of commerce endeavor nationally to re- 
Vive interest in residential construction. 

Mr. Carnahan urges that all possible publicity 
be given to the conference by lumber retailers, 
and invites suggestions as to outstanding dealers 
who would be able to participate in its work. 
He expressed the thought that some of those 
retailers who have staged successful demon- 
stration programs this year would be desirable 
representatives. On this point he says: 

I feel that it is important that we have 
some of the dealers present so that they can 
discuss with the various groups first-hand 
their experiences during the past year, and 
make any suggestions they may have for 
furthering the housing program during the 


“Next several years. 


Authorities Present Many Phases of Building 


At the opening session on Nov. 17, held in 
Room N of the National Chamber Building, 
“Municipal Problems” will be the general sub- 
Ject of discussion. William Stanley Parker, 
general chairman Construction League of the 
United States, Boston, will preside. ‘“Resi- 
dential Facts and Figures” will be the subject 
or an address by Lowell J. Chawner, chief of 
the construction economic section, Department 
ot Commerce. Walter R. McCornack, chair- 
man Small House Committee, American Insti- 
tute of Architects, Cleveland, will discuss the 
Effect of Obsolete Municipal Codes and Other 
nnecessary Restrictions on Building Costs.” 
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Harland Bartholomew, of Harland Bartholo- 
mew & Associates, St. Louis, will discuss the 
“Relation of Neighborhood Protection to Resi- 
dential Building,” and “Urban Trends and Tra- 
ditions,” a summary of the Report on Urbanism 
of the National Resources Committee, will be 
presented by a speaker not yet announced. 
Samuel F. Clabaugh, president of the Pro- 
tective Life Insurance Co., Birmingham, Ala., 
will preside at a luncheon meeting the first day, 
when the general subject for discussion will be 
residential financing. John H. Fahey, chair- 
man of the Federal Home Loan Bank Board, 
will address the luncheon gathering on “Cur- 
rent Problems of Home Financing.” 
Residential construction will be the general 
subject of the afternoon session Nov. 17, with 
A. P. Greensfelder, chairman of the construc- 
tion and civic development department of the 
national Chamber, presiding. “Why Build 
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Now?” is number one at this session, the 
speaker not yet chosen. “Opportunities for 
Building Rental Properties—From Point of 
View of Government” will be discussed by 
Stewart McDonald, head of the Federal Hous- 
ing Administration. Russell G. Creviston, 
president of the Producers’ Council and direc- 


. tor of advertising and sales of the Crane Co., 


Chicago, will discuss “Home Shows—Construc- 
tion Week.” 

An informal reception will be held in the 
evening of the first conference day, a sort of 
general get-together. 

At the afternoon session on Nov. 18 “Local 
Group Servicing” will be the general subject 
under discussion. William A. Klinger, presi- 
dent of the Associated General Contractors of 
America, Sioux City, Iowa, will preside. 
Nathan Straus, administrator, U. S. Housing 
Authority, will discuss the Wagner-Steagall 
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Housing Act. “How to Determine Need for 
Housing” will be discussed by Howard Whipple 
Green, director real property inventory of 
metropolitan Cleveland, Ohio. Gerrish Gassa- 
way, secretary of the Chamber of Commerce, 
Wilmington, Del., will speak on the subject 
“How Can Local Chambers of Commerce Be 
of Service to Building Industry.” 

A dinner meeting will be held in the evening 
of Nov. 18, presided over by Henry I. Harri- 
man, past president of the national Chamber 
and chairman of the board of the New England 
Power Association, Boston. 

The chairmen of the several session meetings 
will call for discussion from the floor. All 
participants in the conference are invited to 
take part in the discussion, and to introduce 
other questions related to the general subject. 


GOVERNMENT CONTRACTS FOR WEEK 


WasHINGTON, D. C., Nov. 2.—During the 
week ended Oct. 28, Government contracts 
awarded under the provisions of the Walsh- 
Healey Act numbered 119, of an aggregate 
value of $6,097,766, according to reports to 
the Secretary of Labor. Under the classifica- 
tion “Lumber, Sawmills & Planing Mills,” five 
contracts were awarded for a total of $136,524. 
These contracts were: Anchor Lumber Co., 
Parkersburg, W. Va., Navy Department, white 
oak, $33,755; Pensacola Creosoting Co., Pensa- 
cola, Fla., TVA, poles, $16,542.50; Germain 
Lumber Co., New York City, WPA, lumber, 
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$18,750; Sigfried Olsen Shipping Co., San 
Francisco, Panama Canal, lumber, timber and 
molding, $54,751.50; Dant & Russell (Inc.), 
Portland, Ore., Navy Department, boat plank- 
ing, $12,725. Under the classification “Finished 
Lumber Products,” a contract is listed to the 
J. F. Sharp Lumber Co., Seattle, by the Navy 
Department covering box and crate lumber, 
$11,844. 


SAY UTILITIES CONSTRUCTION LAGS 
BECAUSE OF PUNITIVE POLICY 


WasHIncTon, D. C., Nov. 3.—Published re- 
ports that the Federal Reserve Board has taken 
an active interest in the depth and causes of 
the enormous lag of construction in the electric 
utility industry is lending encouragement to the 
industry, according to an announcement released 
by the Committee of Utility Executives. 

Among other things, the announcement states 
that an electric utility construction deficit of 
$2,600,000,000 has accumulated in the past five 
years. In addition, next year’s normal con- 
struction would justify expenditures of at least 
$1,000,000,000; that is, provided present ob- 
stacles were removed. 

The lethargy in this important construction 
field is described as “at least an important 
factor in the present industrial retreat from 
prosperity.” 

Continuing the Committee of Utility Execu- 
tives says: 


Thus a vast untapped reservoir of jobs 
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outrivalling the programs of PWA and WPA 
awaits release. It is a privately-financed re- 
covery measure that will cost the taxpayers 
nothing, and add billions to the taxable 
wealth of the nation. 

The ten-year average of new construction 
by the industry from 1923 to 1932, inclusive, 
was $752,215,000 annually. This period in- 
cludes the two sub-normal depression years 
of ’31 and ’32. The annual average of con- 
struction over the past five years has been 
$238,961,000, including the estimated $450,- 
000,000 for 1987. Thus, if the ’23-’32 average 
is taken as normal growth, then it is fair 
to say that the utilities have sustained a 67 
percent lag for five years. 


Responsibility for this condition is charged 
to a “fixed punitive policy” toward the utilities 
industry on the part of the Administration in 
control in Washington. 


FTC WOULD END PRICE DISCRIMINA- 
TION IN GLASS 


WasuincTon, D. C., Nov. 1.—Substantially 
all domestic manufacturers, and a large group 
of distributors, in the window glass industry 
have been ordered by the Federal Trade Com- 
mission to cease and desist from the use of 
“unfair methods of competition in violation of 
the Federal Trade Commission Act, and from 
price discriminations held to violate the Robin- 
son-Patman amendment to the Clayton Act.” 

The Commission charges that the respondents 
since about 1935 “have conspired together and 
adopted and put into effect certain unlawful 


“Lounge” Displays Beauties of Western Pines 


PorTLAND, OreE., Oct. 30.—Visitors to Exhibit 
Hall at the annual Pacific International Live- 
stock Exposition, held in this city from Oct. 
2 to Oct. 10, found an attractive place to rest 
between trips to the various exhibits and live- 
stock buildings. The Exposition and the West- 





ern Pine Assuciation provided the “Western 
Pine Lounge,” a permanent addition to the fa- 
cilities there, for this specific purpose. 

The Western Pine Lounge, views of which 


are shown on this page, was designed by 
Tucker & Wallman, Portland architects. It 
measures 20 by 40 feet in size, its exterior 


simulating a small building in modern motif, 
with snow-white sidewalls and a gay colored 
cedar shingle roof finished in blue. The sides 
of the structure are open, showing horizontal 
crossbars and lattice below. These are finished 
in brown to match the knotty pine interior 
walls. The ceiling is of the vaulted or chapel 
type with exposed rafters stained brown, and 





Interior view of Ponderosa “Promotion Lounge” 
shows the knotty pine Ponderosa paneling, also 
hand made pine furniture from Timberline Lodge, 
including the especially designed ‘President's 
Chair," center background, which was used by 
President Roosevelt when he dedicated the Lodge 
on his recent western tour 


the knotty pine roof boards between are shaded 
a brownish white to match. The effect is very 
striking and beautiful. All of the structure is 
made of Ponderosa pine from central Oregon. 
Through the courtesy of the United States 
Forest Service and the Works Progress Ad- 








ministration Art Project, the Lounge was ap- 
propriately furnished with hand made Ponder- 
osa pine furniture which had been made for 
the new Timberline Lodge in Mount Hood Na- 
tional Forest. Thousands of visitors from all 
parts of the West were especially interested 





Exterior view of new Western Pine Lounge in 

Exhibit Hall at Pacific International Livestock Ex- 

position, Portland, Ore. Ponderosa pine used for 
framing, siding and paneling 





in the opportunity to see this unique and well 
designed pine furniture, including the pine arm 
chair especially designed for the use of Presi- 
dent Roosevelt when he dedicated Timberline 
Lodge on his recent trip to the Pacific North- 
west. This furniture was loaned for use in the 
Western Pine Lounge for the duration of the 
Exposition. The Lounge will make a pleasant 
meeting and resting place for visitors to such 
events as the auto show, Boy Scout circus and 
other exhibitions which are held in the Expo- 
sition Building in Portland. 
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| WPA practices.” The glass folks doubtless will reply 
ed re- that they have done nothing more than that 
payers which was prescribed by the late lamented 
axable NRA. At any rate this seems to be the chief 
‘uction defense of the major oil companies, now under 
‘lusive, Federal prosecution. 
od in- As to alleged violation of the Robinson-Pat- 
| years man Amendment, manufacturers are ordered to 
yf con- : re pogees the ce - ° 
cease and desist from “discriminating in price 
Ss been ' i 
$450.- between carload lot purchasers, to whom ship- 
verage ment is made direct from the factory, by charg- 
is fair ing some of the purchasers 2% percent more 
doa 67 than the price charged other of such purchasers 
for window glass of the same grade and quality 
charged and of comparable strength, sizes and kinds, or 
utilities aly amount more, which would result in dis- 
ation in ciminatory prices in violation of Section 2 (a) 
of the Act.” At the same time distributors are 
directed to discontinue accepting any discrim- 
MINA- inatory price, and to stop inducing manufac- 
turers to discriminate in price. 
antially 12 PERCENT MORE FAMILIES HOUSED 
€ group IN 9 MONTHS OF 1937 
industry am i te 
le Com- Building activity in September, measured by 
use of the value of permits issued, was below the level 
ation of of the previous month, but slightly greater than 
id from in the corresponding month of last year, ac- 
. Robin- wording to a statement by Secretary of Labor 
Act.” Perkins. Continuing, Secretary Perkins said: 
yondents Reports received from 1,521 cities with a 
her and population of 2,500 or over indicate that the 
inlawful total value of permits issued during the 


month was 8.5 percent less than in August, 
and 0.1 percent higher than in September, 
1986. The increase over a year ago was due 
to substantial gains in the value of permits 
) issued for new nonresidential construction 
and for additions, alterations and repairs to 
existing structures. The value of new resi- 





























was ap- iential construction was 14 percent less than 
Ponder- in September, 1936. However, private resi- 
ade tar jential construction in September shows a 
hade 1 jecrease of only 4 percent in comparison 
‘ood Na- with the same month last year. In Sep- 
from all tember, 1936, the value of contracts awarded 
nterested fr PWA housing projects amounted to more 
than $6,600,000. During September, 1937, no 
contracts were awarded for PWA housing 
: projects. 

ounge in Compared with August, the total value of 
stock Ex- wuildings for which permits were issued in 
df September showed a decrease of 9 percent. 
used tor The value of residential buildings for which 
lermits were issued during the month was 
oly 1 percent below the August level. Con- 
iderably greater decreases are indicated by 
and well permits issued for new nonresidential build- 
3 ings and for additions, alterations and re- 

oP arm mirs to existing structures. 

resi- ‘i ‘ pea 

doe Despite the disappointing September figures, 
c North the aggregate value of all classes of building 
ae in Oe onstruction for which permits were issued in 
wn of the tities having a population of 2,500 or over, 
pleasant which reported to the Bureau of Labor Statis- 
; to such tits, amounted to $1,270,870,000, an increase of 
‘rcus and fm /{ Percent over the corresponding period of 
he Expo- 1936. During this period, dwelling units were 








provided in these cities for 140,557 families, a 
sain of 12 percent over the first nine months 
of last year. 


CAN CIO TAIL WAG FURNITURE 
UNION DOG? 


WasuincTon, D. C., Nov. 2.—John L. Lewis’ 
CI. O. is anything but modest when it starts 
out to get a firm hold on the workers in any 
industry. So Mr. Lewis has issued a call for a 
‘tational unity conference” of all unions in the 
lurniture, bedding and allied trades, to be held 
at the Lee House, Washington, D. C., Nov. 
7-29. The purpose is to unite all furniture 
Workers into a single industrial union, affiliated, 
of course, with C. I. O. The fact that many of 
these unions now are affiliated with the A. F. 
of L. makes no difference. Mr. Lewis seems 
determined to dominate organized labor, regard- 
ess. Coming as it did while the two warring 
stoups of labor were supposed to be seeking 
means of establishing peace, this latest C. I. O. 
gesture takes the cake, or at least seeks so to 
do. With more than 250,000 workers employed 
in furniture and allied trades, organized labor 
claims a membership of only 60,000. But that 
Sa pretty good sized tail and Mr. Lewis 
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obviously proposes to have it wag the dog, if 
he can get away with it. Of course, it is a free 
country and he is entitled to a try even at the 
cost of further embittering the relations of his 
group and the A. F. of L. A lot of good 
citizens, however, are apt to resent any attempt 
to drag local units in all sections into a single 
national union. 


ISSUES FINANCIAL SURVEY OF 
URBAN HOUSING 


WasuincTon, D. C., Nov. 2.—The Depart- 
ment of Commerce announces the release of the 
final report of the Financial Survey of Urban 
Housing. The survey was undertaken to pro- 
vide information on the economic and financial 
phases of residential properties in representa- 
tive American cities. Designed as a co-ordinate 
inquiry with the real property inventory, a Civil 
Works project, it was conducted in the same 
cities, as an intensive study of economic factors 
in housing for a selected sample of the prop- 
erties for which the general inventory and 
physical description was provided. The survey 
was made under the general superision of N. H. 
Engle, assistant director of the Bureau of For- 
eign and Domestic Commerce, and David L. 
Wickens, project director. 

Much of the preliminary information de- 
veloped in the survey was released by individual 
cities, and six summary statements during 1935. 
These preliminary releases covered the sixty-one 
cities for which sufficient data were obtainable, 
but the final report covers with much greater 
detail the data obtained in twenty-two selected 
cities. 

The announcement says of the report: 

In its final form the Financial Survey of 
Urban Housing is, without doubt, the most 
comprehensive compilation of facts relating 
to the financial aspects of American housing 
that has ever been made. Much information 
is presented on the size, age and material 
of structure; on value or rent; on the cost 
and method of acquisition of homes; the 
amount, sources, interest rate and other 
terms of any credit secured by the property, 
and the extent of delinquency of rents or 
loans. 

Copies of the Survey may be obtained from 
the Superintendent of Documents, Government 
Printing Office, Washington, D. C., or through 
any of the Co-operative Offices of the Bureau 
of Foreign & Domestic Commerce located in 
principal cities throughout the country, at $3.25 
a copy. 


LUMBER LIKELY TO RESIST FREIGHT 
RATE INCREASES 


Wasuincton, D. C., Nov. 3.—With the rail- 
roads winning a partial victory in their plea 
for increased freight rates, in the recent de- 
cision by the Interstate Commerce Commission, 
the general expectation seems to be that lumber 
and other building materials probably will find 
their rates boosted more or less before the rail 
carriers get through. Of course, proposed in- 
creases on lumber, as well as on other com- 
modities not covered by the decision, will be 
subject to protest and to suspension pending 
ultimate determination by the Commission. 
However, the recent decision established the 
precedent. The railroads unquestionably find 
their operating costs largely increased. While 
their claim of an aggregate increase of $663,- 
303,000 a year since May, 1933, may be subject 
to dispute, costs clearly have been going up 
substantially, to cover labor, materials, supplies 
and equipment. The carriers probably will have 
to be satisfied with considerably less than they 
ask in the way of rate increases, but they seem 
to have convinced the Commission that they 
require a substantial increase in revenues in 
order to continue operating on an adequate 
scale. But this does not mean that lumber 
shippers or any other group should throw up 
their hands. They have the right to protest and 
of course will exercise it. The railroads are 
not the only group that is having trouble mak- 
ing both ends meet. Lumber has been having 
its troubles in one direction or another time 
out of mind. 
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AM-MEX SALES COMPANY 


INCORPORATED 


Lumber—Plywood—Tropical Hardwoods 


28 Church Street, Buffalo, N. Y. 
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Richard Shipping Corp. 
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44 Beaver Street, NEW YORK 
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and Contractors 


Foreign Forwarders, Customs Bro- 
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Christmas 


Holly, Maple, and 
other beautifully grained woods. Wafer thin, 
flexible and exquisitely finished. Used for 
years by discriminating people. 

Whether you have a special interest in 
trees or just like unique cards to send at 
Christmas be sure to get these extraordinarily 
interesting Cards of Wood. Bight assorted 
beautiful cards with envelopes, only $1.00 
postpaid. They are 3%” x 4%”, printed 
with appropriate designs and messages. 

For miniature card and catalog, send stamp. 


B. i. MADDEN, e RS, Ithaca, N. 7. 
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HOTEL BENSON 


PORTLAND'S 
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Hotel 

Conveniently lo- 
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Business and 
Amusement Cen- 
ters of City. 


All rooms with 
bath, $2.50 and up. 


R. K. KELLER 
and W. E. BOYD, 
Managing 
Directors 


ROSS FINNEGAN, 
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Upward Trend In Building Is Indicated 


Autumn Survey Shows Building 
Volume Gain 


Building volume the first nine months of 
1937 showed a gain over the 1936 comparable 
period, reports k. M. Craig, executive secretary 
of the National Association of Building Trades 
Employers, Chicago. This upward trend is 
recorded in the autumn survey of Robert D. 
Steele, association statistician, from reports of 
44 States and 37 scattered cities. Dwelling con- 
struction still leads all private building types. 

Indications are that 1937 building volume 
will show a 20 percent increase over 1936. Com- 
paring 1937 activity with former normal levels, 
the construction industry, now on its seventh 
year of subnormal activity, has only attained a 
high of 40 percent capacity. 

The construction industry, Mr. Craig con- 
cludes, has not been a stimulus in strengthen- 
ing the industrial upswing. Whether 1938 and 
future years will equal or exceed 1937 business 
volume, the answer rests with the building pub- 
lic. Growing consumer resistance against high 
building costs is apparent and it is the view- 
point of observers that building costs will have 
to recede to a figure consistent with mass earn- 
ing power if 1938 volume is to measure up to 
or forge ahead of 1937. Wage increases 
awarded to all classifications of building me- 





Jonas Woods Tavern, 120 years old 


chanics in most major cities this spring along 
with high costs of building essentials is un- 
doubtedly responsible for the down-hill trend 
of building activities of the last three months. 


To Start Residential Community 
on Niagara Island 


BurFa.o, N. Y., Nov. 1.—Construction work 
on 269 new single-family dwellings to cost ap- 
proximately $2,011,000, comprising the new 
Grandyle Village, on Grand Island, in the 
Niagara River, is expected to get under way 
within six weeks. The project will be the 
nucleus of a residential community of about 
5,000 persons within the next few years. The 
present year-round population of the island is 
estimated at about 650. The new project is 
started as the result of the building of two 
automobile bridges connecting the island with 
the mainland. One bridge connects the island 
with Tonawanda, and the other with Niagara 
Falls, and an improved road across the island 
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joins the two bridges. For many years, Grand 
Island was reached only by steamer or ferry- 
boat, and traffic was sometimes interrupted by 
ice floes in winter. The bridges render access 
easy, and make the island a desirable place 
for homes. The site of Grandyle Village will 
have nearly a mile of Niagara River frontage, 
and will be located just south of the South 
Grand Island bridge. The tract will cover a 
square mile. 





House and Owner Have 
Seen Almost a 
Century 


Avon, Itt., Nov. 1—Mrs. Zennaide Babbitt, 
local resident, on Oct. 18 celebrated her 94th 
birthday, in the house in which she was born 
and in which she has lived her entire life. Mrs. 
Babbitt comes of an old French family; her 
father came to the United States and in 1841 
built the white frame cottage where two years 
later Zennaide Malliard was born. Since the 
death of her husband twenty years ago, the 
place has been managed by her grandnephew, 
Rex Stevens. The cottage has always had the 
best of care, and is in excellent preservation— 





Mrs. Babbitt, 94 years of age 


seemingly good for another hundred years. 

A graphic example that should impress upon 
all the value of paint and repairs is the old 
Jonas Woods Tavern, 120 years old, on the 
same street as the Mailliard home. Through 
neglect on the part of strangers into whose 
hands the property passed, it now presents a 
desolate appearance. The timbers, however, are 
as sound as when first put in place and by tear- 
ing off the surfacing the building could be re- 
created. The old door, hand carved, is a re- 
markable specimen of the days when cabinet 
makers considered their work an art. 





THERE IS a deficit of over 2,000,000 homes 
in this country, according to a survey report 
of the Nash-Kelvinator Corp. Before the de- 
pression about 400,000 homes were built each 
year, it states, but from 1931 to 1936 an aver- 
age of less than 50,000 homes were built, about 
one-eighth of normal home building. In 1936, 
with a 75 percent increase in building, 140,000 
new homes were built. 
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San Francisco, Cauir., Oct. 30.—The value |jlhe 


of September building permits issued by forty- /}!dah 
nine representative cities in eight western |jmon' 
States was $20,125,189, which is 20.1 percent |} © 
more than the value of the August permits, |}iuru 


and 18.5 percent greater than the amount issued |} TI 


during September, 1936, according to the cur- |}per™ 
rent Bank of America Business Review. From (Jo! $ 
the figures just given, it would appear that /Jprece 
the summer decline in building operations had |jmont 
abruptly ended, and that construction was once ||/erc 
again moving along at its early spring pace. J°ept 
Such, however, can not be concluded, because $,?6 


a single permit issued in Los Angeles for a new |Jmit, 
Federal building had a valuation of $6,268,440 Jrate 
and thereby caused the total figures to rise | "as 
to a level out of line with the present rate of | 18.9 
building activity. By deleting this one permit, | Perce 
the value of new building in the forty-nine | thirt 
cities amounted to only $13,856,749, or 17.3 | gam: 
percent less than the August, 1937, value, and |whil 
18.4 percent under the September figure of last |? Yé 
year. On the basis of these adjusted data, }Calif 
building activity has so far failed to show the |durir 
seasonal upturn which usually occurs this time} Th 
of year. After excluding the permit for the }!0 pe 
cisco 
ee a rate | 
parec 
perm 
about 
| decre 
nine 
perm 
$28,7 
same 
In S 
for t 
appre 
1936, 
Th 
in th 
durin 
amou 
than 
than 


WP 


‘ 


Wz 
lumbe 
been 
Progt 
tals c 
tistics 
new Los Angeles Federal building, September |'¢Pres 
is the second month this year to show lower |Montl 
permit values than reported in the correspond- 1937, 
ing month last year. Of the forty-nine western |“*Pen 
cities to report the value of their building per- dollar 
mits, twenty-nine cities showed declines in per-| Of 
mit values from August to September, while, we ft 
twenty reported gains. Compared with Septem- iiunds, 
ber last year, twenty-seven out of forty-nine spons 
cities reported larger permit values in Septem-|, ~°" 


accou 
ber of this year. i % 


The value of all building permits issued in| ieun, 
forty-nine leading western cities during thethe ¢, 
first nine months of this year totaled $160,337,-| Th 
635, as compared with $138,141,492 in the public 
corresponding period last year, and $79,976,097 lof rec 
two years ago. This is a gain of 16.1 percent 
over a year ago, and an increase of 100.5 per- 
cent over the 1935 figure. At the half-year] M 
mark, permits showed a gain of 21.3 percent 
over 1936, and 100.9 percent over 1935. Based} Pi 
on the reports of representative reporting cities) 
the rate of building activity in five of the eight! 


The old Maillard homestead 
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western States from which permit values were 
received, was higher in September, 1937, than 
in the corresponding month last year. The 
States to show gains were: California, Arizona, 
Nevada, Oregon and Utah. Those to report 
declines included Washington, Idaho and New 
Mexico. By a similar comparison, four of the 
dght States reported higher September permits 
than during the previous month of August. 
The States to report gains were California, 
Jdaho, Oregon and Utah. For the first nine 
months of the year only one State, Idaho, failed 
io report a gain in the value of its permits 
during 1937 over 1936. 

Thirty-two leading cities in California issued 
yermits during September having a total value 
of $17,428,975, as against $13,758,374 in the 
preceding month, and $14,416,581 in the same 
month last year. This represents a gain of 26.7 
percent over August, and 20.9 percent over 
September last year. But after excluding the 
$6,268,440 Los Angeles Federal building per- 
mit, which has a tendency to distort the actual 
rate of building activity, the value of Califor- 
nia’s September permits showed a decline of 
18.9 percent from August, and a loss of 22.6 
percent from September, 1936. Out of the 
thirty-two California cities, twelve reported 
gains in permits from August to September, 
while the rest showed declines. Compared with 
a year ago, seventeen out of the thirty-two 
California cities showed higher permit values 
during September while fifteen showed declines. 

The extent of residential building, according 
to permits issued in Los Angeles and San Fran- 
cisco during September, was at about the same 
rate as in the previous month of August. Com- 
pared with a year ago, the value of residential 
permits in Los Angeles showed a decline of 
about 7 percent, while those in San Francisco 
For the entire 
nine months of this year, residential building 
permits in Los Angeles amounted to about 
$28,712,000, as compared with $22,176,000 in the 
same period last year, a gain of 29.5 percent. 
In San Francisco, residential building permits 
for the first nine months of the year totaled 
approximately $6,559,000, against $6,267,000 in 
1936, a gain of 4.7 percent. 

The total value of all building permits issued 
in the thirty-two representative California cities 
during the first nine months of this year 
amounted to $130,331,572, or 15.3 percent more 
than the 1936 figure, and 94.2 percent greater 
than the 1935 total. 





WPA Issues Report of Amount 


of Lumber Bought in First 
26 Months 


WasuincTon, D. C., Nov. 1.—Lumber and 
lumber products to the value of $52,996,534 have 
been purchased for use on projects of the Works 
Progress Administration according to latest to- 
tals compiled by the Division of Research, Sta- 
tistics and Records of the WPA. This total 
represents purchases made during the first 26 
months of WPA operations, as of September 
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1937, and amounts to more than 10 percent of 
expenditures of approximately one-half billion 
dollars for materials. 

Of the total of purchases for lumber and lum- 
ber products, $23,040,580 was from Federal 
tunds, while $29,955,954 was contributed by local 
sponsors of the projects. 

Construction or repair of various kinds has 
accounted for approximately 80 percent of all 
the WPA expenditures and with few excep- 
tions, the purchase of lumber was necessary for 
the construction or repair work. 

The lumber was used in the construction of 
public buildings, for the construction and repair 
ot recreational facilities, for conservation works, 





Moderate Cost House Plans are 
Published in Every Other Issue. 
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for concrete forms for various types of con- 
struction, for the construction of airports and 
school bus waiting stations, and in other ways. 

The WPA report states that all of this lum- 
ber and its products was bought by the Pro- 
curement Division of the United States Treas- 
ury Department after open competitive bidding, 
and continues: 

“The great bulk of it was bought in com- 
paratively small lots for individual projects, us- 
ually from dealers in the immediate vicinity of 
the projects. The WPA undertook no nation- 
wide construction projects and only a few, such 
as sanitation measures, had even an interstate 
aspect. Hence there were no great single orders 
for lumber included in the expenditure of the 
more than fifty million dollars for this pur- 
pose.” 





Conference on Residential Con- 
struction Will Assemble 
Nov. 17-18 


WasuincTon, D. C., Nov. 1—The Chamber 
of Commerce of the United States has announced 
that its conference on local residential construc- 
tion, purpose of which is to analyze the causes 
for the slowing down of residential building and 
to develop practical suggestions for stimulating 
its recovery, will be held at the Chamber’s head- 
quarters, here, on Wednesday and Thursday, 
Nov. 17 and 18. 

The same week in which the conference is 
being ‘held there also will meet in Washington 
the Assembly of the Construction League of the 
United States, the Producers’ Council, and the 
Directors of the American Institute of Archi- 
tects. Invitations to the Chamber’s conference 
are extended to local business organizations and 
to trade associations in the construction field. 
Others interested will be welcomed. 


Green Lumber Banned in FHA 
North Texas Houses 


Datias, Texas, Nov. 1.—S. R. Stevens of 
New Orleans has been assigned here by the 
Southern Pine Association to assist the Fed- 
eral Housing Administration in preventing the 
use of green lumber in north Texas houses 
financed by FHA loans. The ban on green 
lumber became effective today. Mr. Stevens 
will instruct FHA inspectors and will illus- 
trate the use of a moisture meter that tests 
the moisture content of lumber. 

The new requirement specifies that all lumber 
put into FHA houses must be “dry and well 
seasoned and must not have a moisture con- 
tent of more than 19 per cent.” The regulation 
was adopted to halt use of green lumber which 
shrinks and causes cracked walls, sagging 
floors, leaky roofs and sticking doors and win- 
dows. Another new FHA regulation provides 
that lumber must meet the grading require- 
ments prescribed by the lumber association in 
this area, which is the Southern Pine Asso- 
ciation. 





FHA Demonstration House 


Features Known Products 


Manptson, Wis., Nov. 1.—Lumber and mill- 
work for the FHA Demonstration House, 
erected and owned by H. M. Brigham on Outer 
Fair Oaks Avenue, was furnished by Ellefson 
Lumber Co. Included is the “Perfection” 
brand oak floor manufactured by the Arkansas 
Oak Flooring Co., Pine Bluff, Ark.; “Eagle” 
brand red cedar sidings and edge grain Certi- 
grade shingles, manufactured by the Whatcom 
Falls Mill Co., Bellingham, Wash. 

The local FHA home is a Type “B” demon- 
stration house which has been erected for sale 
at $4,200. Financing was done through the 
Madison Trust Co. 





ONE-FIFTH OF the bituminous coal and fuel 
oil produced in the United States is purchased 
by the railroads. 
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Do Chicago and suburban people who move 
out in the farming region in order to engage 


? 


in soil tilling set the pace for farm building: 
Three families of the suburb of Park Ridge, 
with such intentions, have made such a move- 
ment in the last two years. All of them have 
become builders of modern farm _ buildings, 
using lumber as principal material. All of 
these would-be farmers have found new uses 
for American forest products. 

Two of these city farmers located in Cook 
County, near Palatine, but a third settled in 
McHenry. One built a new barn that cost 
upward of $10,000, another greatly improved 
his house, barn and his water supply. The Mc- 
Henry County man rebuilt his house, barn, 
poultry house, corn crib; and built of lumber 
a new implement shelter that is the largest in 
the county. This building protects from the 
weather a dozen of his farm machines, some 
of them of the largest size. It also holds the 
farm granary. 

All of these city farmers have disregarded the 
custom of painting farm buildings red; theirs 
are all white or cream color. Each has adopted 
a name for his place, one West View, another 
Hickory Acres, and the other Bennie Burn. 

The last named is one of the oldest, best 
known and most beautiful farms in McHenry 
County. Originally known as Willow Lawn, 
it was renamed Bonnie Burn by Elsie Grigsby, 
wife of one of the inventors of the Majestic 
radio; the Grigsbys now being farmers in neigh- 
boring Barrington Hills. She is English, while 
John Petrie, the new owner of the farm, is 
Scotch—head of the advertising firm of John 
M. Branham Co., Chicago, and president of the 
Park Ridge Country Club. The photographs 









were made by Mrs. Petrie, and she ordained 
that the name—Bonnie Burn—be painted across 
the gable end of the barn. 

These farmers all patronized the builders, 
tradesmen, mechanics and other workers of the 
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This group of photos shows the buildings 
on Bonnie Burn farm. On one side of the 
driveway is a rebuilt poultry house eighty 
feet long. On the other side a newly built 
implement shelter house 84 feet long, 70 
feet wide. At the far end is a granary now 
holding 1,300 bushels of oats and barley 
harvested in August last. At the end of the 
implement house is a new corn crib. All 
are painted white. They stand on an emi- 
nence overlooking the Fox Valley three miles 
from McHenry 


UPPER LEFT 


The Bonnie Burn farmhouse, which was re- 
roofed with shingles, interior remodeled, 
and decorated 


UPPER RIGHT 


From left to right is the poultry house, 

repaired; the silo, to be painted white, the 

barn, and the implement shelter. In the 

corner near the barn door is the new 
corn crib 


LOWER LEFT 


The concrete walk from the kitchen door to 
the poultry house. A few steps across are 
the doorways of other buildings, including 
the barn. The silo was repaired and made 
ready for two coats of white paint 


LOWER RIGHT 


new corn crib, showing the diagonal 
pine cribbing 


The 
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Suburban Farmers Are Good Builders 


country town near where they settled. Last 
vear all of them raised crops and stored them 
in the new buildings. 

These Park Ridgers are builders who have 
shown what can be done with lumber; the 
Johansens and the Vandervanters, at Hickory 
Acres and West View, happily distinguishing 
themselves in the building business. 





West Loses Chief Outlet for 
Low Grade Centers of Logs 


Los ANGELES, CALIF., Nov. 1.—The unde- 
clared war between Japan and China has 
thrust a serious problem upon the Douglas fir 
industry on the Pacific Coast, where the loss 
of an export market for approximately 50,- 
000,000 board feet of lumber a month has re- 
sulted. During the past six months, the Orient 
had been the best export outlet, but Japan 
and China both stopped buying early in Sep- 
tember. 

The bulk of the exports had consisted of 
large squares, especially produced for Oriental 
customers, and for which there is no other 
market. Northwest mills which had handled 
this trade were thus confronted with the prob- 
lem of curtailing operations, or of remanu- 
facturing the squares. The latter alternative, 
however, is not so simple as it sounds. The 
center of the log is in these squares, and 
they could be sawn and sold to advantage in 
the Orient when manufactured with cheap 
Oriental labor, but not here. When one of 
these large squares, containing the center of 
the log, is sawn into boards and dimension 
in a Pacific Coast mill, the product stacks up 
mostly as No. 2 and No. 3 common, and the 
mills have far too much of this stuff on hand 
already to move at low prices. 
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New Plywood to Have Knotty 
Port Orford Cedar Face 


CoguILLeE, Ore. Oct. 30.—Smith Wood- 
Products Co., of Coquille, manufactures a wide 
variety of products in its three plants located 
here. For many years it has been a large fac- 
tor in producing venetian blind slats out of 
Port Orford cedar, as well as battery separator 
stock and other Port Orford cedar specialties. 

Now in its Douglas fir plywood plant it has 
recently developed a new product, which is two- 
ply fir, with a face veneer of knotty Port 
Orford cedar, making a total of three plies. 
This makes a most attractive wall panel, which 
may give the effect of random width knotty 
boards. The knots are sound, and, as they are 
glued to the core of the plywood panel, there 
is no possibility that any of them can come 
out. Port Orford cedar has a fine and beauti- 
ful grain, and takes a gloss finish not sur- 
passed by that of any other softwood. This 
novel plywood is very attractive, particularly 
when finished in the natural color, as the satin- 





like gloss is distinctive. This new product will 
be on the market in the very near future. It 


should prove a popular wallboard. 

Smith Wood-Products (Inc.), which has 
built its plywood plant this year, has equipped 
it for the manufacture of hot pressed resin- 
bonded plywood, as well as the standard cold- 
glue plywood. Production in ithe hot-plate 
department has, however, been delayed through 
inability of the company to get delivery of 
some of the hot-plate process machinery. It 
is hoped that this department of the plywood 
plant will be in operation within the next few 
weeks. 





Insulation Manufacturer Plans 


Annual Clinics 
New York City, N. Y., Nov. 1—A series of 


| thirteen one-day “clinics” to which owners and 


managers of lumber yards in the East, Midwest 














/ and South will be invited for a discussion of 
ways to meet current business problems in the 















































meetings on the Pacific Coast. 


) building industry has been announced by Johns- 
) Manville. 
} sessions by the company. 


It will be the third year for such 
Places and dates 
of the clinics are: New York City, Nov. 30; 
Pittsburgh, Dec. 3; Detroit, Dec. 6; Chicago, 
Dec. 8; Minneapolis, Dec. 10; Kansas City, Dec. 
13; St. Louis, Dec. 15; Cincinnati, Dec. 17; 
Philadelphia, Dec. 20; Boston, Dec. 22; At- 
lanta, Jan. 4; New Orleans, Jan. 7, and Dallas, 
Jan. 10. Later, it is planned to hold additional 
The full day’s 
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program for each of the meetings will include 
speeches, dramatic sketches, motion pictures and 
an evening banquet at which all visiting dealers 
will be guests of Johns-Manville. 

Discussion leaders will be P. A. Andrews, 
vice president in charge of building materials; 
A. A. Hood, manager of the J-M Housing Guild 
division; H. M. Shackelford, vice president in 
charge of sales promotion, and J. L. Wood, gen- 
eral credit manager. During his talk, Mr. Wood 
will detail plans for the Housing Guild training 
courses in retail management and consumer 
selling to be held this winter as in the past 
three years. : 





Western Canadian Spruce Mills 
Make Large U. S. Shipments 


CaucAry, ALTA., Nov. 1.—Despite a rail haul 
of several thousand miles and a $2 per thou- 
sand duty, Canadian lumber is finding a ready 
market in eastern United States, according to 
C. E. Carr, manager of the Eau Claire Saw- 
mills (Ltd.), Calgary. Mr. Carr explained 
that the duty ‘is offset by prompt payment, 
American buyers as a rule paying 80 percent 
spot cash on receipt and the remaining 20 per- 
cent when the lumber is unloaded. More than 
seven million feet will have been cut at the Cal- 
gary mill before the end of the season, making 
it the best year since 1929, according to pres- 
ent indications. The company recently sent a 
crew of 55 men to camp in the Kananaskis to 
begin the cut for next year. About 80 men 
have been working steadily at the mill. 





South Carolina Mill Improves 
Facilities 

Estitt, S. C., Nov. 1—Among recent im- 
provements completed at the plant of the Hen- 
drix Mill & Lumber Co. here is the installation 
of a modern Yates fast feed planer and 
matcher, replacing an old type machine in the 
planing mill. This will expedite the handling 
of orders for finished lumber and its installa- 
tion is in line with the policy of President B. L. 
Hendrix to keep the plant uptodate and pre- 
pared at all times to quickly and satisfactorily 
serve the needs of the trade. This company 
also has been adding to its logging facilities 
and is operating in a tract that is producing 
some of the finest gum timber in the country. 
Hendrix Mill & Lumber Co. produces a general 
line of hardwoods and has an excellent reputa- 
tion in the trade for the quality of its products 
and the service it renders. 





Reports Increase in Truck 
Sales 


International Harvester Company, 180 North 
Michigan Ave., Chicago, reports that sales dur- 
ing the first eight months of 1937 amounted to 
53,657 trucks as compared to 48,147 during the 
same period in 1936. In August, International 
truck registration showed an increase of 22 per- 
cent over the corresponding month last year, 
and exceeded any month in the history of the 
business. The company’s belief in the future of 
motor truck sales is reflected in the recent an- 
nouncement of President Sydney G. McAllister 
that a new $4,000,000 plant will be constructed 
at Indianapolis for the manufacture of truck en- 
gines. 





To Perpetuate Lumberman's 
_ Memory 


New Lonpon, Wis., Nov. 1.—A stadium and 
athletic field at the recreation park to which 
W. H. Hatten, lumberman, gave $10,000 shortly 
before his death, will be constructed to per- 
petuate the memory of one of New London’s 
leading citizens, according to a decision reached 
by the common council and Hatten trustees. 





Send Your Orders to 


CRATER LAKE 


BOX & LUMBER CO. 


A fine, dependable lumber product is 
this Klamath Ponderosa. Expert manu- 
facturing in our modern mills produce 
stock of top quality and dependable 
value. We're well equipped to meet 
your particular needs in 


SELECTS and COMMON, S4S, 
PATTERNS or ROUGH, 
SHOP and BOX 


Let us send you quotations or fill an 
order for you. Write today. 


Crater Lake Box & Lumber Co. 


Sprague River, Oregon 
HUNTINGTON TAYLOR, General Manager 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


Industries of 


Nov. 
America (Inc.), Peabody Hotel, Memphis, Tenn. 
Semiannual. 


9-10—Associated Cooperage 


Nov. 10-12—National Lumber Manufacturers Asso- 
ciation, directors meeting, New Orleans. 


11—Southern Pine Association (semi-annual); 
New Orleans, with joint meeting of NLMA di- 
rectors as above. 


Nov. 


Nov. 12—Northeast Missouri Lumbermen’s Associa- 
tion, Moberly, Mo. Annual. 
Nov. 18—Central Missouri Association of Retail 


Lumber Dealers, Sedalia, Mo. Annual. 


Nov. 18—Appalachian Hardwood Manufacturers 
(Inc.), Netherland-Plaza Hotel, Cincinnati, 
Ohio. Annual. 

Nov. 18-20—National Retail Lumber Dealers’ As- 


sociation, Executive Committee, and secretaries 


of State and regional associations, Congress 
Hotel, Chicago. 

Nov. 20—Retail Lumber Dealers’ Association of 
Maine, Portland, Me. Annual. 

Dec. 1—Southern Cypress Manufacturers’ Associa- 


tion, Hotel Maytlower, Jacksonville, Fla. Semi- 


annual. 


i—Massachusetts Retail Lumber Dealers’ As- 
sociation, Hotel Statler, Boston. Annual. 


Dec. 


. 8-10—Western Forestry & Conservation Asso- 
ciation, Portland, Ore. Forest Policy Confer- 
ence of private and official Pacific Coast agen- 
cies, and annual meeting of association. 





Jan. 5-7—Carolina Retail Lumber & Building Sup- 
ply Dealers’ Association, Jefferson Hotel, Co- 
lumbia, 8S. C. Annual. 


11-13—Indiana Lumber & Builders’ Supply As- 


sociation, Claypool Hotel, Indianapolis, Ind. 
Annual, 


Jan. 


Jan. 12—New England Wholesale Lumbermen’s As- 


sociation, University Club, Boston. Annual. 


19-21—Middle Atlantic Lumbermen’s Asso- 
ciation, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual. 

18-20—Northwestern Lumbermen’s Association, 
Minneapolis Municipal Auditorium, Minne- 
apolis, Minn. Annual. 


24-26—Mountain States Lumber Dealers’ Asso- 
— Shirley-Savoy Hotel, Denver, Colo. 
nnual, 


Jan. 


Jan. 


Jan. 


Jan, 25-27—Northeastern Retail Lumbermen’s As- 
sociation, Hotel Pennsylvania, New York. An- 
nual. 


26-28—South western Lumbermen’s Association, 
Auditorium, Kansas City, Mo. Fiftieth annual. 
Jan, 31-Feb. 1—West Virginia Lumber & Building 


Supply Dealers’ Association, Huntington, W. 
Va. Annual. 


Jan. 


Feb. 2-4—Michigan Retail Lumber Dealers Asso- 


ciation, Hotel Statler, Detroit. Annual. 


Feb. 2-4—Iowa Association of Lumber & Building 
Material Dealers, Des Moines Coliseum, Des 
Moines, Iowa. Annual. 


Feb. 2-4—Lumber Dealers’ Association of Western 
Pennsylvania, Fort Pitt Hotel, Pittsburgh, Pa. 
Annual, 

Feb. 12—Tennessee Lumber, Millwork & Supply 

Dealers’ Association, Nashville, Tenn. Annual, 


Feb. 15-17—Wisconsin Retail 


_1b- F Lumbermen’s Asso- 
ciation, Milwaukee. 


Annual, 
16-17—Western Retail 
sociation, Spokane, Wash. 


Feb. Lumber Dealers’ 


Annual. 


As- 


Feb, 24-25—Virginia Building Material Association, 
John Marshall Hotel, Richmond, Va. Annual. 





Hardwood Wholesalers Told of 
Conditions at Mills 


3rief discussions on the situation existing in 
southern lumber mills and northern plants were 
interesting and instructive to members of the 
National Association of Hardwood Wholesalers 
attending the weekly luncheon at the Great 
Northern Hotel, Nov. 2. An attempt is made 
to have some worthwhile feature each week. 

A. L. Ford, managing editor of the Amert- 
CAN LUMBERMAN, who has just returned after 
a five-weeks’ tour of .southeastern mills, gave 
an enlightening first-hand account of conditions 
in the lumber producing centers of that section 
of the country and related the feelings of manu- 
facturers about the future. Although the pro- 
ducers are in a state of nervous apprehension 
over the path that business may take in the 
next couple of months, they quite generally 


feel that orders in 1938 will be heavy regard- 
less of almost anything that transpires in Wash- 
ington, it was stated. 

Frank W. Kelley, of the research depart- 
ment of Southern Hardwood Producers (Inc.), 
Memphis, who is spending several weeks in 
Chicago, gave a brief resume of the work his 
organization is carrying on in promoting the 
wider use of hardwood. 

Out-of-town visitors at the luncheon were 
Benjamin Hartquist, secretary Hatten Lumber 
Co., New London, Wis., and P. J. Laux, field 
inspector of the same company. Mr. Hartquist 
reported that his company had enjoyed a better 
year than 1936, although business the past few 
weeks had slackened. He is optimistic over 
prospects for next year. 





Important Joint Meeting 


of NLMA and SPA at 
New Orleans, Nov. 10-12 


Wasuincton, D. C., Nov. 3—The National 
Lumber Manufacturers Association announces 
that the principal subject for consideration at 
the meeting of the board of directors in New 
Orleans, Nov. 10-12, will be plans for con- 
tinuation and extension of the small homes 
demonstration program. This program was re- 
cently judged “the most outstanding achieve- 
ment of a trade association in relation to dis- 
tinguished service rendered by it to the industry 
it represents, to industrial development at large, 
and to the public.” 

This meeting, which will be held in con- 
junction with the fall meeting of the Southern 
Pine Association, will be the first gathering of 
the National directors in the South since 1923. 

At the morning session Nov. 10 there will 
be meetings of the committee on nominations 
and recommendations, the manufacturers stand- 
ardization committee, the board of directors of 
American Forest Products Industries (Inc.), 
and the advisory committee composed of sec- 
retary-managers of the regional associations. 
In the afternoon the National trade promotion 
committee, which also acts as the project com- 
mittee of American Forest Products Industries, 
will meet to review progress and discuss 1938 
plans for national trade promotion. 

On Nov. 11, four days before Congress be- 
gins its special session, C. C. Sheppard, chair- 
man of the governmental relations committee 
of the N. L. M. A., will address the lumbermen 
on “The Lay of the Land in Prospective Legis- 
lation and Governmental Matters as I See It.” 

I. N. Tate, chairman of the trade promotion 
committee and president of A. F. P. IL, will 
describe the trade promotion activities in which 
nationally the industry is now engaged, point- 
ing out opportunities which lie ahead in the 
extension of the work now being done. 

The meeting also will review progress of the 
Timber Engineering Co. Of unusual interest 
will be a specially prepared exhibit of this 
method of timber construction to be shown to 
the local societies of architects and engineers 
and to the faculty and engineering students of 
Tulane University. 

President W. B. Nettleton will preside over 
the three-day meeting. The meeting will choose 
a successor to Mr. Nettleton, who has served 
as president during the past year and a half, 
although he accepted the presidency with the 
understanding that he would serve only one 
year. 

Action will be taken to amend the by-laws 
of the association, in accordance with the 
recommendation of the executive committee at 
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its last meeting, to change the annual mecting 
date from April to November, holding a semi- 
annual meeitng of the executive committee in 
May each year, with regional meetings of mem- 
bers of federated associations to be attended 
by members of the national staff some time 
during the year. 





Niagara Peninsula Dealers Discuss 
Replacement Costs of Lumber 


Toronto, Ont., Nov. 1—The Niagara Pen- 
insula Retail Lumber Dealers Association held 
a meeting here recently, which was well at- 
tended by dealers from many parts of the dis- 
trict. C. C. Lawson, of Hamilton, president 
of the O.R.L.D.A., represented the dealers of 
the city of Hamilton, between whom and the 
Peninsula dealers a spirit of co-operation has 
been successfully developed. 

The meeting followed a dinner at the Hotel 
Leonard, and the chief feature of the program 
was an address on “Co-operation” by A, E. 
Coombs, former principal of the Collegiate In- 
stitute of St. Catharines. 

The dealers devoted part of the meeting to 
a discussion of replacement costs for their 
lumber stocks. The general feeling appeared 
to be that there were still good times ahead 
for the lumber trade in Ontario, and that, al- 
though business seemed to have eased off a 
little in the early fall, prospects were good. 
Moreover, most of the dealers who spoke were 
of the opinion that wholesale prices would not 
go any lower. 

A special committee on collective buying 








for members of the association submitted a 
report. The report, a result of careful investi- 
gation, suggested that for birch and maple 
flooring dealers might make a saving by pool- 
ing their purchases to make up a carload. With 
those exceptions, however, they did not look 
sia upon the proposal for their other 
ines. 

The next meeting of the Niagara Peninsula 
association will be held at Welland, Ont., on 
Dec. 6, following a dinner called for 6:30 p.m. 





lowa Dealers Are to Have a New 
Kind of Convention, Modernized 


Des Mornes, Iowa, Nov. 1.—The Iowa As- 
sociation of Lumber & Building Material Deal- 
ers will hold its annual convention here Feb. 
2-3. It will be a new type of convention, in 
that it will not have a president’s address, a 
welcome address by the mayor or president of 
the Chamber of Commerce, a long list of 
“whereases,” or a program filled with speeches 
and addresses. About the only thing Iowa’s 
retail lumbermen will recognize on the business 
program as being the same as in previous years 
will be the election of trustees. 

The uses and application, plus the merchan- 
dising possibilities, of the major commodities 
Iowa dealers handle will be presented in the 
form of actual demonstrations, each of which 
will be especially built to cover a commodity, 
presented as an industry, with the exhibitors 
at the convention participating in the demon- 
strations. 

Demonstrations of lumber, coal, paint, in- 
sulation, roofing, millwork, steel and wire, gyp- 
sum products, clay products, cement, and other 
major commodities will be set forth so the deal- 
ers can visualize the uses, application and mer- 
chandising possibilities of the goods they sell. 
After each demonstration time will be allotted 
for questions by the dealers. 

In previous years speakers on convention 
programs have criticized the retail lumber 
dealer. They have told how the automobile, 
refrigerator, radio and other industries werth 
getting the consumer’s dollar, while the lumber 
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dealer was weak. After giving due considera-f 
tion to these criticisms Iowa’s secretary, W. Hf 
Badeaux, made it a point to attend two or threeh 
conventions of these other industries. Hef 
found that demonstrations took up approxi 
mately 90 per cent of the program, and that) 
when dealers left the meetings they actually) 
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knew about all there was to know about the 
things they were selling. 

When Mr. Badeaux saw why these other in- 
dustries were “going to town” he was convinced 
that the time had come when the lowa conven- 
tion program had to be modernized. His board 
of trustees, after hearing the story, fully ap- 
proved the plan. That’s why Iowa dealers will 
experience a new kind of convention in 1938; 
a more profitable and practical one than they 
have ever attended in the past. 

All business meetiggs, and exhibits, will be 
in the Coliseum. The banquet and entertain- 
ment will be held in the Hotel Fort Des Moines. 





National Association of 
Woodwork Jobbers 
Names Officers 


At its closing session of the convention held 
Oct. 19-20 in Edgewater Beach Hotel, the Na- 
tional Association of Woodwork Jobbers elected 
the following to the board of directors for the 
fiscal year, 1937-’38: 

W. J. Adams, St. Joseph, Mo., representing 
the Southwestern Woodwork Association; E. 
A. Bowles, Pittsburgh, Central Sash & Door 
Jobbers Association; W. A. Cullen, Minneap- 
olis, Minnesota & Western States Wholesale 
Sash & Door Association; C. W. Fischer, Den- 
ver, Rocky Mountain Millwork Distributors; 
E. L. Glover, Omaha, Nebraska Woodwork 
Association; E. A. Petry, Waukesha, Wis., 
Mid-Northern Woodwork Association; R. R. 
Siegel, St. Louis, Southern Sash & Door Job- 
bers Association, and E. K. Whitmer, Buffalo, 
Empire Millwork Association. 

The directors-at-large named were: C. O. 
Rogers, Adams-Rogers Co., Indianapolis; J. G. 
Whittier of Whittier Lumber & Millwork Co., 
Newark, N. J., and Lionel Ray, Cole Manufac- 
turing Co., Memphis. Mr. Ray was elected 
chairman of the board, and is also on the ex- 
ecutive committee. Mr. Siegel and Mr. Bowles 
are the other two members of the latter com- 
mittee. Mr. Whittier was named national 
councillor to the Chamber of Commerce of the 
United States. C. A. Schneider of Roberts 
Sash & Door Co., Chicago, was elected treas- 
urer, and W. M. Steinbauer will continue as 
secretary. 

Interesting addresses heard by the 150 mem- 
bers attending the second annual meeting of 
the association were reviewed in the Oct. 23 
issue of the AMERICAN LUMBERMAN. 


West Virginia Dealers Select Jan. 31 
and Feb. | for Annual 


Huntincton, W. Va., Nov. 1.—Notice has 
been issued by C. H. Herwig, secretary West 
Virginia Lumber and Builders’ Supply Dealers’ 
Association, that the 25th annual convention of 
the association will be held in Huntington, on 
Monday and Tuesday, Jan. 31 and Feb. 1. The 
hotel in which the meeting will be held has 
not yet been selected, but as soon as this is 
known due announcement will be made. 

———= 


Tennessee Dealers Plan One-Day 
Convention for Feb. 12 


JoHNnson City, TENN., Nov. 1.—The 1938 
annual meeting of the Tennessee Lumber, Mill- 
work & Supply Dealers’ Association will be 
held in Nashville on Friday, Feb. 12, according 
to announcement by J. H. Minnich, secretary 
Upper Eastern division, and acting secretary 
of the State association; and President R. H. 
Renfro, of Erwin, Tenn. This will be a one- 
day meeting, with no exhibits, and no banquet. 
_ The Tennessee retailers of lumber and build- 
ing materials have developed new interest in 
their organization, which it is believed will 
result in a much stronger organized group for 
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each of the sections commonly designated as 
East, Middle and West Tennessee. 





Large Attendance Expected at Ap- 
palachian Hardwood Annual 


CINCINNATI, OHIO, Nov. 1.—Large attend- 
ance is expected Thursday, Nov. 18, for the 
annual meeting of Appalachian Hardwood Man- 
ufacturers (Inc.), at the Hotel Netherland 
Plaza here. A feature of the convention will 
be the general discussion of Appalachian hard- 
wood trade conditions, in which all the mem- 
bers and guests will be asked to join. 


Another feature will be an address by C. C. 
Sheppard, former president of the National 
Lumber Manufacturers Association, and chair- 
man of the lumbermen’s committee from the 
Southern Pine Association which fought the 
Black-Connery wages and hours bill at the 
last Congress. Mr. Sheppard will discuss the 
proposed bill, and tell what it means to the 
lumber manufacturers of the Appalachian re- 
gion. 

H. E. Everley, manager of the trade exten- 
sion department of the association, will out- 
line his program for the coming year, and 
tell what has been accomplished in more recent 
months in the promotion of Appalachian hard- 
woods among architects and specifiers of the 
central and northern States. 

Harry Uhl of the engineering department 
of the NLMA, Washington, D. C., will discuss 
the use of hardwoods for structural purposes 
and W. E. McClure will speak on the use of 
character-marked hardwoods for interior resi- 
dential paneling. 

J. J. Linehan, president of the association 
and secretary-treasurer of the Mowbray & Rob- 
inson Lumber Co., of Cincinnati, will be chair- 
man of the meeting. Secretary-Manager C. H. 
Clendening said this week that acceptances 
from members and non-members indicated un- 
usually large attendance. 
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Action will be taken on the untimely death 
of Former Director John W. Kitchen, age 59, 
president of the Second National Bank of 
Ashland, Ky.; The Dawkins Lumber Co., of 
Ashland; the Kitchen Lumber Co., and the 
Conasauga Lumber Co.; also heavily interested 
in a number of timber, coal and oil projects. 
Mr. Kitchen dropped dead at White Sulphur 
Springs, W. Va., on Oct. 15, while a guest 
at the Greenbrier Hotel. 





Southern Cypress Manufacturers to 
Hold Semiannual Dec. | 


JACKSONVILLE, Fia., Nov. 1.—The_ semi- 
annual meeting of the Southern Cypress Manu- 
facturers’ Association will convene at the Hotel 
Mayflower, Jacksonville, at 10 a. m., Wednes- 
day, Dec. 1, according to announcement by T. 
M. True, secretary. Mr. True states that while 
plans for the program have not yet been com- 
pleted, the subjects to be discussed will include 
legislative matters, changes in the by-laws, the 
transportation situation, and trade promotion. 





Announces Dates for Annual Con- 
vention of Western Retailers, 
Feb. 16-17 


SPOKANE, WasH., Nov. 1.—Spokane retail 
lumbermen held their annual mixer and social 
good time at the Oasis restaurant here re- 
cently. About 200 attended, representing box 
manufacturing concerns, retail and wholesale 
lumbermen, and some from allied industries. 
President V. R. Kinert presided and welcomed 
the guests. 

Announcement was made of the dates for 
the annual convention of the Western Retail 
Lumber Dealers Association, to be held in 
Spokane, Feb. 16 and 17, and preliminary plans 
were made for that event. 


(Continued on Page 56) 












INSULATE: 


SAVE FUEL 







poster. 


LUMBER MEN! 


this Proved and Economical Sales-Maker! 





ALL POSTERS TWO OR MORE COLORS 
It is conceded by smart advertisers that the hood of a truck is the 
most valuable position for selling messages. 
been perfected to utilize this most desirable space. 


The HOOD-O-GRAPH is a scratchproof, rattleproof, spring 


steel frame which holds a double faced weatherproof 
Cannot interfere with the vision of the driver. 


Don’t Pass Up 










HOOD-O-GRAPH has 


Requires no bolts or springs for attaching to 
truck or car hood. Frames guaranteed for 
one year, posters for sixty days. Posters can 
be changed in a few seconds. Makes your 
truck your constant efficient salesman. 


Your selection of any 12 Posters listed, and the 
Frame, a full year’s creative selling material, only 
$6.95 per truck. C.O.D., Express collect, unless 
otherwise requested. Posters under 12—75c. each, 
and Frame $1.00. 
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SELECT ANY 12 OF THESE POSTERS — Order by Number 


1. A New Kitchen will make HER Happy 10. Repairs Cost Little—Neglect Much 

2. Don’t Envy—HAVE Hardwood Floors 11. Stop Leaks—Repair YOUR Roof NOW 

3. An Extra Room for Extra Comfort ' 12, It’s MERRY XMAS with Built-In Conven- 
4. Screen Now Beat the Fly lences 

5. Clean Up—Paint Up—For Added Value S 6 Se Soe De ie oe 

6. New Side Walls? We have ALL Types - Build NOW and Save est Investment 

\ Se See Ce Pee Se 16. Going to Build? Let’s Help You Plan 

8. Insulate For Comfort—Save Fuel 17. Build! Be Your Own Landlord 

9. A New Room? Enclose that Porch 18. See Our Display of Porch and Lawn Furniture 





HOOD-O-GRAPH CO. Inc. 230 East Ohio St., Chicago, Ill. 
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Box Makers Report Fine Co-operation in Promo- 


tion Based on Research 


Seek to Win New Fields and Regain Old --- Discuss Labor and 
Legislative Trends, Grading and Loading, Freight Inequalities, 


SAN Francisco, CA.ir., Oct. 30.—The sec- 
ond semiannual meeting of the National 
Wooden Box Association to be held on the 
Pacific Coast, convened for a one-day session 
at the Clift Hotel, here, Oct. 21, with Vice 
President J. W. Rodgers, Western Box Shook 
Distributors, San Francisco, Calif., presiding 





J. H. DOBBIN, W. 
San Francisco, Calif.; 
Institute President 


S. JOHNSON, 
San Francisco, Calif.; 
Aids Lettuce Growers 


in the absence of President Nathan Tufts, New 
England Box Co., Greenfield, Mass. 

Following opening’ remarks by Floyd H. 
Hart, Timber Products Co., Medford, Ore., 
the president’s message, from a letter addressed 
to the assemblage, was read. President Tufts 
made a strong plea that every possible effort 
be made to improve and accelerate the sales 
and promotional organizations of both the asso- 
ciation and the member firms. He urged the 
membership not to let their sales technique and 
methods lag behind those of other industries, 
as so often they did. Superficial, sporadic and 
easily discouraged attempts to hold business 
against substitutes were severely condemned. 
The industry, he concluded, needed to go deeper 
into its selling problems, plan more sustained 
efforts, and carry on with determination. 

Reports of regional associations were pre- 
sented by officials in person or by proxy, and 
included the Eastern Wooden Box Associa- 
tion, J. H. Dunning, J. H. Dunning Corp., New 
York City; East Central Wooden Box Associa- 
tion, T. C. Post, Associated Box Corporation, 
New Castle, Pa.; Southeastern Box & Shook 
Manufacturers Association, Joe Gall, secretary, 
Charlotte, N. C.; Pacific Division, S. H. Wil- 
son, acting secretary, San Francisco, Calif.; 
Inland Empire Wooden Box Association, Grant 
Dixon, Western Pine Manufacturing Co., Spo- 
kane, Wash., and the Southwestern Wooden 
Package Association, M. H. Tripp, Dallas, 
Tex. 


East and West Co-operate 


After explaining that the Institute was or- 
ganized to promote the use and sale of sawn 
Ponderosa pine shook and boxes, J. H. Dobbin, 
president of the Wooden Box Institute, San 
Francisco, told of the splendid co-operation 
between the East and West in promotion of 
the wooden box. As illustrative of this co-op- 
eration, he told how the staff of the National 





Wooden Box Association had observed western 
shipments in wooden boxes, sponsored by the 
Institute, in eastern auction and commission 
markets, sending reports and pictures back to 
the Institute, for its information and guidance 
to shippers. 

As a preface to the semi-annual report of 
the National Wooden Box Association, C. D. 
Hudson, secretary-manager, Washington, D. C., 
informed those in attendance of the wide range 
of services now available to them through the 
Washington office, which has an expanded staff 
of six persons, including a new full time 
advertising and publicity man and a new full- 
time field man. 


Fruit, Vegetable Boxes Offer Opportunity 


In the report, Mr. Hudson pointed out that 
aggressive research and promotional efforts by 
the wooden box industry lie in two fields: First, 
in defense of the existing markets, and, sec- 
ond, in reclaiming markets which can still best 
be served by wood, although now lost to sub- 
stitutes. He said the largest single outlet for 
wooden boxes and crates is in the fruit and 
vegetable field, and that the organized wooden 
box and crate industry should accelerate its 
efforts in defense of this outlet. Because major 
loss and damage claims suffered in the handling 
of fruits and vegetables are on products not 
packed in wooden boxes or crates, Mr. Hudson 
said the wooden box and crate industry faces 
both an opportunity and a responsibility with 
respect to distribution of the nation’s fruits and 
vegetables. The report reviewed other prob- 
lems and opportunities of the industry. 


Organizes Labor Relations Service 


During an open discussion of National 
Wooden Box Association activities, in which 
much interest was manifest and many questions 
asked, Mr. Hudson explained the workings 
of the new Labor Advisory Service, which had 
collected copies of every type of labor contract 
signed with box factories throughout the coun- 
try, and which were now available to help 
members more intelligently enter into their 
labor negotiations. Discussing traffic problems 
as viewed from the Washington office, Mr. 
Hudson stressed the pressing need of literature 
covering authentic fact about wooden contain- 
ers to be put in hands of examiners to aid 
them in the consideration of testimony. On 
the subject of trade promotion, it was pointed 
out that interviews had revealed wholesale gro- 
cers in the East are being found to favor goods 
shipped to them in wooden boxes. 

As a fitting climax to the session, a proposal 
to grant two yearly national awards for out- 
standing individual accomplishment in the 
wooden box industry, one east and one west 
of the Mississippi was approved. 





Pacific Division Is Introduction to 
National Convention 


San Francisco, CA.ir., Oct. 30.—The third 
(1937) tri-annual meeting of the Pacific Divi- 
sion of the National Wooden Box Association 
was held with a one-day session at the Clift 
Hotel, here, Oct. 20. President G. A. Krause, 
Klamath Lumber & Box Co., Klamath Falls, 
Ore., presided. Manufacturers held an execu- 
tive session in the afternoon, and a banquet was 
held in the evening for the delegates to the 
semi-annual meeting of the National Wooden 





Box Association, which convened the next day. 

In his presidential report, Mr. Krause char- 
acterized the Pacific Division meeting as really 
just an introduction for the next day’s meeting 
of the national association. Accepting the word 
of President Roosevelt over the radio that the 
special session of Congress meant special legis- 
lation, Mr. Krause strongly urged association 
members to seek greater unity in their trade 
association so as to act in a united front against 
such legislation that might be proposed that 
had the threat of adversely affecting the box 
and shook industry. 


Good Results Obtained from Varied Efforts 


The report of the southern California com- 
mittee, W. Arblaster, chairman, indicated that 
the campaign against the use of old second-hand 
boxes continues to obtain good results. For 
the transportation committee, S. H. Wilson, 
traffic manager, reported on the substantial 
concessions gained in the Pacific-West Terri- 
tory regarding equalization of thicknesses of 
sawn materials with veneer and on other trans- 
portation problems being watched by the com- 
mittee. For the trade promotion committee, 
Frank N. Blagen, chairman, explained that the 
eastern promotional project had been more in 
the nature of a survey rather than a sales cam- 
paign. He pointed out that this work had been 
financed by the Western Pine Association. In 
the discussion on trade promotion, J. H. Dob- 
bin, president of the Wooden Box Institute, 
stressed the point that it was the small pack- 
age coming into popularity that wrought the 
great changes, favoring wood substitutes, a 
matter of progress in distribution and packag- 
ing forces outside the box industry. Of the suc- 
cess of the potato campaign in Idaho, he said 


G. A. KRAUSE, 


Klamath Falls, Ore.; 
Pacific Division 


R. L. FERRAL, 


McCloud, Calif.; 
Grading Chairman 


approximately 15 million more feet of shook 
was sold in that State this year over last year’s 
footage. 


Considerable time was given to a discussion 
on the grading of shook, led by R. L. Ferral, 
McCloud River Lumber Co., McCloud, Calif. 
chairman of the grading rules and specifications 
committee. Edgar D. Young, grade inspector 
of the association, told how he had paid inspec- 
tion visits to practically all shook factories, one 
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or more times, and had found in general the 
factories are making as near grade as possible 
to make. It was pointed out that many mills 
do not pay enough attention to the car loading 
of shook, and much improvement could be had 
in that direction. In general the opinion was 
that much good is being done as the result of 
the inspection service. 

Upon recommendation of a committee headed 
by Walter S. Johnson, American Box Corp., 
San Francisco, the group approved a fund of 
$2,500 to assist the Western Growers Protec- 
tive Association promote a campaign to push 
lettuce in wooden containers. 





Hardwood Directors Plan 
Promotion Work 


MemPHIs, TENN., Nov. 1.—The board of 
directors and the membership committee of 
Southern Hardwood Producers (Inc.) held a 
meeting here on Oct. 26, discussing the past 
activities in trade promotion and outlining plans 
for future action on the part of the organiza- 
tion. Great satisfaction is expressed as to 
results of recent activities and membership in- 
creases are looked for since those now con- 
nected with the association report such excel- 
lent returns from the use of the semi-weekly 
bulletins and trade promotion booklets as welli 
as other activities. The trade promotion work 
has been strengthened by the addition of J. L. 
Stearns to the staff, who comes to the organi- 
zation with a background of both practical and 
technical experience. He has been employed 
as a kiln drying expert by one of the larger 
hardwood operators in the Appalachian terri- 
tory and has had considerable experience in 
flooring, dimension and trim manufacture, and 
as cruiser, timber estimator, scaler and logger. 
This addition to the staff will enable the asso- 
ciation to keep three experienced hardwood 
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lumbermen constantly in the field spreading the 
knowledge of southern hardwoods throughout 
the consuming territory. 

A new 32-page booklet, “Southern Hardwood 
Interiors,” No. 3 in the Information Series, 
has been mailed to 25,000 potential users of 
southern hardwoods and additional bulletins 
are planned for the near future. The illustra- 
tions in the booklet are taken from the “South- 
ern Hardwood Home” recently displayed in 
Memphis, an account of which, beautifully 
illustrated with views of interior and exterior 
of the home, appeared in the AMERICAN LuM- 
BERMAN of Aug. 14, 1937. A report on the 
results of this demonstration hardwood home 
was one of the highlights of the meeting, show- 
ing that over 15,000 visitors had passed through 
the house, and the publicity given by trade 
journals and popular magazines had been of 
great benefit. Another demonstration home is 
being built in Montgomery, Ala., while others 
are planned for Knoxville, Tenn., and St. Louis, 
Mo., the latter in co-operation with the Archi- 
tectural Department of the Washington Univer- 
sity. From Tulsa, Okla., came the report of 
the installation of several rooms following the 
designs and finishes of the Memphis hardwood 
home, and in other cities such exhibits are 
being planned. Another special exhibit under 
discussion is a display of southern hardwoods 
in the Merchandise Mart, Chicago. 

The directors set the date for the next 
annual meeting as March 10, 1938, at Mem- 


phis. The program committee consists of John 
Avery, of Frost Industries (Inc.); Parrish 
Fuiler, of Hillyer-Deutsch-Edwards (Inc.), 


and Walter Jones, of The Mengel Co. 


Discussion of the wages-and-hours bill, 
which is actively opposed by industrial groups 
throughout the South, ‘was long and _ heated. 
The president and secretary planned to attend 
the meeting of the Southern States Industrial 
Council in Nashville Nov. 4, at which this 
bill will receive thorough consideration. 


Southwest Hardwood Inventories Gain 
Little; Market Improvement Expected 


Beaumont, TEx., Oct. 30.—While the south- 
ern hardwood lumber trade has been in a lull 
during the current period, manufacturers are 
agreed that favorable business activity during 
nine months of 1937 has resulted in what was, 
substantially, a satisfactory year. This gen- 
eral view was revealed at a monthly meeting 
here of the Southwestern Hardwood Manufac- 
turers’ Club, one of the most largely attended 
in recent years. 

General discussion revealed that stocks are 
not being added to materially, that logging 
is being hampered a little more than usual at 
this season by heavy rains, particularly in 
Louisiana, and that there is a disposition to 
wait for a natural revival of demand rather 
than attempt to bring about a forced movement 
of hardwoods. 

Those attending the session were extended 
the hospitality of the Beaumont Lumbermen’s 
Club, with the active co-operation of east 
Texas producers. Those remaining in Beau- 
mont for the night following the meeting or 
catching late trains were guests at dinner of 
Hillyer-Deutsch-Edwards (Inc.). The manu- 
facturers were welcomed to Beaumont by Ben 
S. Woodhead, and President J. Leroy Glaze 
presided. 

After the formalities of welcome, Secretary 
George Schaad read a newspaper clipping con- 
taining an interview with K. L. Emmons who, 
just returned from abroad, stated the English 
buyers are willing to pay more for hardwoods, 
and wondered at the prevailing low prices in 
relation to other species. English business was 
cited as exceedingly good. 

The invitation of the United States Chamber 
of Commerce to attend a Residential Construc- 
tion Conference, to be held in Washington 
Nov. 17-18, was called to the attention of 


members, and those in the East at the time 
scheduled were urged to participate. 

The availability of the recently issued “For- 
est Practice Handbook,” issued by the Pacific 
Northwest Loggers’ Association, covering con- 
servation of forests, fire protection, sustained 
yield, selective logging, and other matters per- 
taining to forestry problems and their solu- 
tions, was called to the attention of members. 

Most of those present stated that they had 
had trouble from rains, and some of them 
were now very short of logs; others reported 
that they were beginning to have such trou- 
ble—and while a number had up till then been 
able to continue woods operations, the predic- 
tion was made that “nature” would soon take 
care of any tendency to accumulate surpluses. 
Most, again, stated that domestic business was 
slow, attributing the dullness chiefly to strikes 
at consuming plants, but many found marked 
recent improvement in the labor situation. They 
therefore held that it would be unwise, in an 
effort to stimulate demand, to follow the lead 
of some mills in offering concessions, as price 
cutting would not bring the hoped-for result 
of larger volume. A few reported recent slight 
gain in domestic inquiry. Foreign business was 
considered dull, though recently more offers 
have been coming over. Steamship space for 
the foreign movement was reported scarce. 
Many agreed that overseas prices on hard- 
woods are being kept unnecessarily low. It 
was surprising how many of those present 
expressed gratification over the good business 
done over the last year, with the result that 
rise in inventories, compared with last year, 
was only slight; and also voiced their confi- 
dence that winter curtailment would stiffen 
the market and that during the spring the 
demand would be much heavier. 
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Joliet, III. 


Mr. Lumber Dealer: 








FIBER TILE 


Get ready for big winter business 


Right now, Mr. Dealer, start and enjoy some nice 
profitable business on Yankee Fiber Tile. Think of the 
modernizing, remodeling and new building work that 
will need this modern product! The business is yours 
if you go after it. Stock Yankee Fiber Tile. Talk it, 
display it. There’s a style for every need. 

Yankee Fiber Tile is for use in Kitchens, Bathrooms, 
Nooks, Store Fronts, Theaters, Offices, Dens, Li- 
braries, Corridors, Halls, Lobbies. Ideal for Display 
Backgrounds. 

Rich colors, beautiful and striking designs. Photo- 
graphic reproductions of natural woods—Oriental and 
Domestic grains. Reproductions of marbles with a 
beauty that equals the quarry material. 

Panel sizes, 32”x48”. Larger if desired. Sheets 4 feet 
wide up to 12 feet long. Saws, planes and nails like 
Territory now available to reliable lumber dealers. 
TODAY, write for catalog and full particulars. Don’t 
put it off. Why not write now? 


YANKEE FIBER TILE MES ©. 


FACTORY - OFFICES - SHOWROOMS 
AQ SELDEN AVE. DETROIT- MICH. U.SA 
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INDUSTRY PRACTICES FORESTRY 


Western Pine Applying Forestry 
Principles 

PortLAND, Ore., Oct. 30.—Foresters and 
Ponderosa pine operators of Oregon, Wash- 
ington and southern Idaho, at the invitation of 
the Pacific Northwest Forest Experiment Sta- 
tion, made a field trip recently to the Pringle 
Falls Experimental Forest near Bend, Ore., to 
see the extensive experiments in selective log- 
ging which are now being conducted in that 
area. This was the first opportunity given pine 
lumbermen and timber owners to appraise the 
type and extent of work being carried out by 
the research branch of the U. S. Forest Service 
on one of the recently established experimental 
forests in the West. Some sixty-eight opera- 
tors, timber owners, representatives of the VU. 
S. Forest Service and Indian Service, Oregon 
State forester’s office and fire protective asso- 
ciations attended. Many present were enthusi- 
astic concerning the value of the work being 
done on the Pringle Falls area, and it was the 
general opinion that a similar meeting should 
be held there annually to follow up the re- 
sults being obtained from these experiments 
in forest management. The success of the 
Pringle Falls field trip was largely due to 
the efforts of the Experiment Station staff 


headed by Messrs. Andrews, Kolbe and Brand- 
strom, who put in many hours of hard work 
assembling data and organizing the day’s pro- 
gram. 

In the evening, a group dinner meeting was 
held at the Pilot Butte Inn in Bend, which was 
sponsored by the Oregon forest practice com- 
mittee of the Western Pine Association. J. F. 
Daggett, chairman of the committee, presided. 
This was followed by a two-hour discussion of 
selective logging and related problems. 

According to C. S. Martin, secretary of the 
committee and forest engineer for the Western 
Pine Association, this field trip and forest 
practice meeting reflected the deep interest 
Oregon and Washington pine lumbermen have 
in forest management. Mr. Martin further re- 
ported that, just as rapidly as economic and 
political considerations permit, forestry princi- 
ples are being applied to forest properties of 
western pine operators. 


Prior TO 1934 practically no forest planting 
had been done in southern Illinois and Mis- 
souri, and very little in Indiana and Ohio. 
During the last two years the planting pro- 
gram in these States has gradually increased 
and badly eroded and cutover lands are being 
brought back into productivity. 


Redwood Forest Protection 


Plan Is Successful 


San Francisco, Cauir., Oct. 30.—Heavy 
rainfall, from three to five inches, throughout 
the entire redwood region ended the 1937 for- 
est fire season in the first week of October, 
fully two months earlier than in the preceding 
season. Light rains the following week de- 
creased the danger even further. The rainfall 
concluded the first fire season under the vol- 
untary fire control plan set up between the 
State division of forestry and the redwood 
lumber industry last July. Abiding by their 
announced policy, the lumbermen refrained 
from burning slash, and ranchers from setting 
off range land, during the dangerous months 
between May 15 and the first soaking rains of 
Oct. 1 and 2. Special fire fighting crews were 
maintained by the lumber operators to co-oper- 
ate with State forces, and in no case was a fire 
allowed to get out of control. Prof. Emanuel 
Fritz, of the University of California forestry 
division, has served as consulting forester to 
the California Redwood Association in carry- 
ing out the plan. 

“The success of the 1937 program has been 
most notable,” State Forester M. B. Pratt de- 
clared. “Almost without exception the State 





THEN and NOW 


--A Contrast in 
Logging Methods 


Lewiston, IpAHO, Oct. 30.—Potlatch Forests 
(Inc.), of Lewiston, Potlatch and Coeur 
d’ Alene, Idaho, has just closed its logging 
camps for the winter, after ten years of se- 
lective logging. Where once only snags and 
stumps were left, now there are great stands 
of timber growing for another generation. By 
cutting only Idaho white pine trees that meas- 
ure more than 16 inches at the height of a 
man’s chest, Potlatch Forests (Inc.) has saved 
approximately forty percent of its younger 
white pines and seedlings. Natural refores- 
tation has followed. Selective logging began in 
1927 under the direction of C. L. Billings, now 
vice president and general manager, and 
Thomas E. Kinney, now assistant general man- 
ager. Donkey engines and “high-lead” rigging 
were abandoned for a transportation system 
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Above—Site of old Camp 3, of Potlatch Forests 

(Inc.), near Headquarters, Idaho, logged ten years 

ago. Below—Site of old Camp 21 near Head- 
quarters, logged selectively last year 
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that includes tractors, trucks, railroads, chutes 
and flumes. Where the hills are too steep— 
and there are plenty of them in northern Idaho 
—horses do the yarding out. Slashing is piled 
in small heaps, not closer than ten feet to a 
standing tree, and burned when the fall rains 
and snows come. Trees are marked for cutting 
after being measured with a tape, and all care 
possible is used to fall trees where they will 
do the least harm to nearby companions of the 
forest or to seedlings. 
—_———— 


Big Carolina Timber Tract to 
Be Protected 


SatisBury, N. C., Nov. 1.—A tract of 130,- 
000 acres of pulpwood and timber land, cover- 
ing approximately two hundred square miles, 
owned by the Regal Paper Corp., has been 
brought under the State-Federal forest fire 
protection system in North Carolina on a co- 
operative basis—the largest privately-owned 
State tract to be brought under a protection 
agreement. Additional fire protection, under 
the direction of the State forestry division, is 
being provided by the company. 
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had the full co-operation of not only the major 
redwood lumber operators but that of the split- 
products operators as well. In addition, the 
agricultural. groups of Humboldt and Men- 
docino counties joined the lumbermen in main- 
taining the fire control regulations voluntarily 
set up in the redwood region. As a result, the 
burned acreage in the redwood area was the 
lowest in years.” Plans not only to continue 
the voluntary plan but to improve its operating 
details are being prepared by both the State 
and private interests. 


420 Million Trees Planted 
by CCC in 1937 


WasHincTon, D. C., Nov. 1.—Robert Fech- 
ner, director of the CCC, announces that com- 
pletion of the fall tree planting programs upon 
which the enrollees are now engaged will bring 
the aggregate number of trees planted by that 
organization during 1937 to approximately 
420,000,000. Plantings on Federal and State 
reforestation areas will be in excess of 275,- 
000,000 trees. Plantings for erosion control 
purposes will aggregate 125,000,000. The Na- 





tional Park Service estimates that plantings ° 


in national and State parks will total 20,000,- 
000 seedlings. Mr. Fechner points to the tre- 
mendous increase in plantings in national for- 
ests since the CCC got on the job. Back in 
1930, plantings in national forests aggregated 
21,700,000. In the calendar year 1933 these 
had increased to 69,000,000. In 1936 they were 
215,000,000. This year, it is estimated, plant- 
ings will again exceed 200,000,000 in national 
forests alone. 


May Restore Chestnut Forests 
With Resistant Species 


Wasurincton, D. C., Nov. 1.—Chestnut trees 
of Chinese and Japanese origin, which show 
promising degrees of resistance to both blight 
and “ink” disease, may partially fill the gap 
left in forests of the East when the American 
chestnut was all but erased by the destructive 
work of these two diseases. It is estimated that 
not more than 1 percent of the American chest- 
nut trees which once dominated much of the 
timberland from lower New England to north- 
ern Alabama have escaped the ravages of one 
or the other of these diseases. Within the past 
ten years the Department of Agriculture has 
imported large quantities of chestnut seed from 
eastern Asia, mainly selected from strains or 
varieties thought to have superior qualities of 
disease’ resistance as well as good size and 
quality of nut. Within the past seven years 
more than 200,000 young trees have been sent 
out for planting in connection with various 
Federal, State and private projects. Some of 
the trees are now growing well and give much 
promise, although plantings on poor sites, 
such as worn-out, badly eroded farm lands 
have resulted in partial or complete failure. 
On favorable sites plantings are still experi- 
mental. To some extent the Asiatic chestnut 
trees are lacking in hardiness and erectness as 
compared with the American species. Accord- 
ingly department experts for years have been 
seeking to combine the good qualities of the 
two, and since 1925 some 3,000 hybrid trees 
have been grown and the earliest of the crosses 
have already begun to bear and have been used 
in making second and third generation crosses. 


Combine Office and Plant 
Under One Roof 


Colonial Sales Corporation, manufacturers of 
Cosalco metallic moldings and frames, announce 
that on and after November 1, offices and plant 
will be housed under one roof at 928 Broadway, 
New York, N. Y. Heretofore, office and plant 
have been at different locations. The consoli- 
dation of production, sales and management de- 
partments at one address is expected to result 
in increased economy and efficiency. The new 
location provides almost three times the space 
used before the move was made. 
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Alabama Operator Takes Over 
Georgia Plant 


Lumpser City, Ga., Nov. 1.—Through a deal 
consummated here today, the J. W. Wells Lum- 
ber Co. of Montgomery, Ala., takes over, un- 
der lease, the mill and entire manufacturing 
plant of J. H. Rush, and has bought from Mr. 
Rush 12,000 acres of hardwood timber. The 
new owners of the property already have 
started logging and plan to have the mill in 
operation within the next thirty days. The J. 
W. Wells Lumber Co. has timber available 
here for a cut of many years and plans to 
make this its principal operation. 

J. W. Wells, head of the J. W. Wells Lum- 
ber Co., although a comparatively young man, 
is a successful operator and has established an 
enviable reputation in the trade. 
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J. H. Rush, who has been operating at Lum- 
ber City for a number of years, has not an- 
nounced any definite plans for the future. 


Sheathing and Subflooring of 
Douglas Fir Plywood 


Technical Bulletin No. 7, of the series being 
issued by the Douglas Fir Plywood Associa- 
tion, Tacoma, Wash., bears the title “Sheath- 
ing and Subflooring of Douglas Fir Plywood.” 
The bulletin consists of 8 pages, 814x11 in size, 
containing complete information, with photo- 
graphs, drawings and charts, on the use of the 
giant fir panels for residence and industrial con- 
struction. Rigidity values, deflection tables, 





nailing schedules and short-form specifications 
are included. Copies are available to builders, 
contractors, engineers, architects and dealers 
upon application to the association. 
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Precision Lumber 


it will pay you to handle 
this trade-winning line... 


Every inch of ESSCO Lumber is of uncommon qual- 
ity. Cut from choice virgin timber, refined and per- 
fected by scientific seasoning and accurate manu- 
facturing, it's a customer-pleasing lumber line that 
you'll be glad to sell and recommend. And ESSCO 
service means prompiness and accuracy in filling 
Let us know your requirements. 


ESSCO SOUTHERN PINE 
ESSCO KLAMATH SOFT PINE 
ESSCO HARDWOODS 

ESSCO WEST COAST WOODS 
ESSCO OAK FLOORING 


EXCHANGE SAWMILLS SaLeEs Co. 


1111 R. A. Long Building, 
KANSAS CITY, MO. 





























Members of the Florida Lumber & Millwork Association enjoy luncheon at the Co- 
lumbia restaurant, Tampa, during convention held Oct. 15-16. Story of the meeting 
appeared on page 48-49 of Oct. 23 issue of American Lumberman. 





(Continued from Page 51) 


Carolina Dealers’ Annual Calls 
Outstanding Speakers 


CHARLOTTE, N. C., Nov. 1.—E. M. Garner, 
secretary Carolina Retail Lumber & Building 
Supply Dealers’ Association, announces that the 
15th annual convention of the association will 
be held at the Jefferson Hotel, Columbia, S. C., 





Wash.; State forests of the future, T. S. 


Goodyear, State forester, Washington. 


Following a luncheon with the members’ 
council, the conference will reconvene to hear 
the following addresses: The Government's 
reorganization plan, Col. W: B. Greeley, man- 
ager West Coast Lumbermen’s Association; 
reports of forest practice committees for the 
pine and Douglas fir regions, respectively by 
C. S. Martin, forest engineer, Western Pine 


- Agreements,” 
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the placing of graduate and under-graduate 
forest school students in private industry, J. 
Kenneth Pearce, University of Washington. 

Resolutions, nominating, and executive com- 
mittees will report, and time will be allowed 
for discussions on all topics. President Win- 
kenwerder, who is head of the College of 
Forestry, University of Washington, will open 
the conference with his annual report and 
address. 


Closing of British Markets Is 
Disastrous to Exporters 


[Special telegram to AMERICAN LUMBERMAN] 

CLEVELAND, OnI0, Nov. 5.—Walter B. Net- 
tleton, president National Lumber Manufac- 
turers’ Association, addressing the National 
Foreign Trade convention today, declared that 
British Empire preferences are disastrous to 
foreign trade in United States lumber. He 
charged that these trade barriers have been re- 
sponsible for largely eliminating the West 
Coast lumber industry from the world’s larg- 
est market for imported timber products. 

“The Experience of Lumber with Trade 
was the subject of Mr. Nettle- 
ton’s address. He described the sixteen trade 
agreements already consummated as of little 
value to America’s export lumber trade and 
added that “trade agreement with Great 
Britain is the goal on which all lumber inter- 
est is focused.” 

While the lumber industry does not oppose 
the reciprocal trade policy of the Government, 
it believes that “reciprocity must work both 
ways.” Lumber has a permanent exportable 
surplus which must find markets abroad, Mr. 
Nettleton said. The greatest barrier to foreign 
markets is the preferential tariff system within 
the British Empire. 

“We look to our State Department to re- 
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Jan. 5-7. The program now in preparation Association, and J. B. Woods, West Coast move these barriers,” he added, “and, to begin 
includes speakers of national prominence, some Lymbermen’s Association: the timber tax pro- with the trade agreement now pending with the B 
of them outstanding authorities in the lumber gram, T. S. Hedges, State tax commissioner; United Kingdom provides the opportunity.” 
and building materials industries. Many new it 
features are to be incorporated in the program. 
The exhibits by manufacturers are expected to qu 
be of exceptional character. NOFMAY . s \s x TT 
a character BI, 28K FLOORING "ceDaR LINING. HARDWOODS Fal 
Tell Public Your Problems, Urges | \. ¢ : Williams & Voris Flooring w 
Texas Lumber Secretary \ Las ‘ ‘nish - 
Rogie | 
Rag vee Tex. at ere attacking .\ a ra Famous for Fine Finis 
the “chiseling few” who drag down the ethical , 13 ‘ , : : a 
standards of their business and of the nation : Here's Oak Flooring “ wot best piateted ™ 
through underhand methods, C. A. Pickett, smooth, beautiful in color, aa oS texture 
secretary-manager of the Lumbermen’s Asso- —a choice product of precision ner'guersnggteate” al 
ciation of Texas, told the Southwestern Pa- It will please your customers and win good 
per Merchants’ Association, in convention here will. Cedar Closet Lining of exceptional be 
Oct. 28, that business in general today advocated quality. Large stocks of Mixed Hardwoods. 
a high ethical standard for the betterment of Straight or mixed cars. Let us quote on your A 
the community. needs. co 
“The business man today realizes that his 
only monument for future generations is a bet- . 
ter “manger x da Mr. — said. “The profit be 
motive which spurs him on is the business ) 
man’s desire for that betterment, because he WILLIAMS & VORIS LUMBER co., pier haasatce = bse: 
knows how that profit will be spent when he asi 
starts out—for schools, churches, libraries, and he 
similar projects.” . 
Mr. Pickett asked that business men be more 0 we bE G 0 N -A M 7 & | C A N L U M b t p the 
frank with the public about their problems. wh 
Expertly Manufactured..Always Under Cover “i 
Tree and Lumber Experts to Address wa 
Forestry Conference Manufacturing perfection and under-cover protec- 
] ma 
SEATTLE, WASH., Oct. 30.—The sixteenth an- —— 7 Rear oe bBo vs0i em say 
nual meeting of the Washington State Forestry Yellow Fir Lumber is sateguar — re ee ] 
Conference will be held all day Friday, Nov. way. Kiln-dried, smooth-end trimmed COMMON this 
12, at the Seattle Chamber of Commerce. Hugo LUMBER, BOARDS, DIMENSION, ETC., sorted for ica 
Winkenwerder, president, will preside. length. Here are customer-pleasin roducts— ( 
The program will include addresses as fol- vee ° ie ; : 
lows at the morning session: Cultivation of trade-winners for you. It will pay you to get it 
Cascara Bark, Prof. Forest Goodrich, Uni- acquainted with our service. Write now. -” 
ogg A of hg gg as gy practices Pe 
in gathering cascara bar Ferguson ° 
Shale dooneter, Oregon; “ieths iteenaad oa pro- Oregon-American Lumber Corp. ; 30 
tection of sources of seed supply, W. H. Price, ai VERNONIA, ORE. i f 
forester, Weyerhaeuser Timber Co., Tacoma, | Ro 
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Walk and Talk 


We walked to work in them old days, 
Not only walked, but quite a ways, 
And then at night walked home again, 
And didn’t mind it, even then. 

But now we have to have a car, 

For haff a mile is purty far, 

And seven hours is purty long, 

And lots of other things are wrong. 


We do less walkin’ than we done 

In them old days; and I’m not one 
To say it isn’t quite O. K. 

To ride to work if there’s a way. 
We make more money, me and you, 
And that’s all right, I’m glad we do. 
With shorter hours, a bigger wage, 
Then this must be the golden age. 


But I don’t know. I hear men yet 
Who kick about the pay they get, 
About the hours that they put in, 
About how early they begin. 

As I remember my old dad, 

Though less he got, the more he had. 
The trouble is, the times are such 
We walk too little, talk too much. 





We See b' the Papers 


“Eye Trouble Abroad.” 
brain trouble. 

Women weep three times as much as men. 
But how it works! 

Maybe it is called a special session because 
it will do nothing special. 

Too bad that nations don’t go to peace as 
quickly as they do to war. 

The old question “What is the world coming 
to?” has been changed to “when?” 

A war seems to be like a car: the people 
who can afford it least want it worst. 


In Russia they are shooting neople for kill- 
ing cows. No place for Mr. Wallace. 


“Billion a Year to Aid Farmers.” That bal- 
ances no budgets and helps no poors. 


One trouble with business is that it believes 
all the threats and none of the promises. 


Still, we like the old name “United States” 
better than “United Regional Authorities.” 


Europe marvels at our industrial greatness. 
A profit is not without honor save in its own 
country. 

The easiest way to bring prosperity to any: 
body is to bring it to everybody. And the 
only way. 

Mrs. Roosevelt says the President has never 
asked for her advice. If she is like most women, 
he wouldn’t have to. 


We fell asleep during the third quarter of 
the Illinois-Michigan game, and didn’t hear 
who made the winning fumble. 

A movie actor was paid $50 for saying the 
one word “No.” You would think a movie 
was made with Government money. 

Nevertheless and notwithstanding, many a 
man has made a great deal more than $50 by 
saying “no” at the right moment. 

_Mr. Wallace is the only person who feels 
himself competent to answer the old evangel- 
ical question, “What will the harvest be?” 

_ One thing the income taxers have overlooked 
is the fact that if a corporation can’t employ 
its money it can’t employ its men. 

In Chicago employment in September in- 
creased 14 percent over a year ago, and relief 
30 percent. Try that on your comptometer. 

At a press conference the other day Mr. 
Roosevelt showed his quaint idea of economics 


Looks more like 


by calling relief expenditures “national in- 
come.” 

Personally we have never considered bor- 
rowed money “income,” nor money we took out 
of one pocket to put into another, nor money 
we wasted. 


C. I. O. pamphlet says “the world owes 
every man the right to work for a living.” The 
man with a welt on his head is the fellow who 
took it at its word. 

The name of the Roosevelt estate on the 
Hudson River has been changed from “Crook’s 
Paradise” to “Krum Elbow.” Visiting politi- 
cians didn’t like it. 


Between Trains 


TRAVERSE City, MicH.—We thought some 
lumberman had tipped us off to the oilmen, but 
it turned out it was a Port Huron printer, 
which we are also. We might have known it 
was a printer if it wasn’t a lumberman. We 
thought of a lumberman first, because a retail 
lumberman is the most generous soul in the 
world; especially in the matter of credit. Any- 
way, we had a great time with the oilmen of 
the State, in convention assembled, and found 
that the way they figured to get the fuel busi- 
ness away from the coalman was to give hair- 
trigger service. We trust that it is no viola- 
tion of confidence to pass the word along to 
our coal-selling friends. 





ABERDEEN, S. D.—The Kiwanians of Minne- 
sota and the two Dakotas held their district 
convention here this week and their district 
dinner this night, and the milk of human kind- 
ness flowed all over the place. We told them 
that South Dakota was looking the best in 
years, and they told us the same, and we both 
believed what we heard because we both be- 
lieved what we said. That is one thing about 
the truth that a lot of liars never thought of. 
Tell the truth and you'll think the truth; but a 
= who can’t believe himself can’t believe any- 
body. 


Avrora, ILt.—The mayors and aldermen and 
other city officials of Illinois, hundreds of ’em 
sat down to dinner tonight as members of the 
Illinois Municipal League. There were men 
of all parties there, Democrats, Republicans, 
Rooseveltians, and everything, and you'd be sur- 
prised how well we got along and what a good 
time we had. The reason was because what 
we were talking about and what we were inter- 
ested in was our own home towns and our own 
town government, which is about all the gov- 
ernment we need, anywav. The nearer the 
government is to the man the better it governs, 
and the farther way it is the worse. 


The Bridge to Cross 


The road turns just beyond the bridge, 

And leaves the valley for the ridge, 
A better road by cooling rills. 

The river has been deep and wide, 

But here you reach the other side 
And start to climb to higher hills. 


All day the river stood between 

The valley and the mountain scene, 
But now you cross the stream at last. 

Long was the day, and yet you knew 

The happy hills were not for you 
Until the river had been passed. 


But thrift and study, toil and cares, 
Are but the road that life prepares, 
And, though the day may seem a loss, 
It is the only road I know, 
It is the only way to go 
To find the bridge by which you cross. 






Flooring 
OFMAl 


@PINE eO0AK 





is the happy solution of your flooring problem! 
Four fine floorings from the mills of Lightsey 
Brothers. Oak flooring richly beautiful in 
color, grain and finish, uniformly fine in tex- 
ture. Pine, maple and gum flooring cut from 
choice selected stock, carefully and expertly 
manufactured. Products of top quality that 
will give lasting satisfaction and win for you 
the good will of your customers. 


Our Mixed Car Service 


supplies practically all your lumber needs. N. 
C. Pine and Hardwoods. Kiln-dried Mould- 
ings, Finish, Base, Casing. Kiln-dried and air- 
dried Roofers. It will pay you to get ac- 
quainted with our quality products and our 
prompt and careful service. Write today. 


LIGHTSEY BROTHERS 


MILEY, SO. CAROLINA 
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Tupelo, 


Hendrix 
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= oycamore, 
Band Mills. 
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Lumber Company, 


Manufacturers of 


“BILTMORE” 
FLOORING 


“BILTMORE” 
HARDWOODS 
Plain and Quar- 
tered Oak — Soft 
Yellow Poplar— 
Basswood, Chest- 
nut, etc. 


Pisgah Forest, N.C. 
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National Production, Shipments and Orders 


Wasuinoton, D. C., Oct. 30.—Following is the National Lumber Manufacturers Association’s report for two weeks ended Oct. 23, and for 
forty-two weeks ended that date, covering mills whose statistics for both 1937 and 1936 are available, and percentage comparison with statistics 
of identical mills for the corresponding period of 1936: 

















TWO WEEKS: Av. No Production Percent Shipments Percent Orders Percent 
Softwoods: Mills 1937 of 1936 937 of 1936 1937 of 1936 
ED cpacceese ts cekeesegedueecens « 129 62,771,000 87 64,248,000 84 58,153,000 76 
PD che vnenkee saad tedeedeeeewne whee 171 184,564,000 82 176,876,000 83 152,458,000 62 
ek eran wield ae aie bids aie wientke 124 160,110,000 85 130,985,000 72 107,415,000 60 
SE cccccacevetoewsesasceceee 13 17,981,000 95 17,375,000 105 13,686,000 98 
EL 4 an en ian behest Gawere ue 8 4,193,000 77 4,087,000 85 4,126,000 87 
acne «is lg gp a alae ate OOOO wae alee e 10 8,610,000 165 3,962,000 q7 3,916,000 75 
Dn ccn¢acee06e0edeeneauewees 18 4,029,000 q7 3,109,000 89 3,015,000 103 
cc eradeacetecenseseseceees 473 442,258,000 85 400,642,000 80 342,769,000 65 
Hardwoods: 
ee ID 60's cc eaeeeesSaneeeeeee +76 17,297,000 ° 13,901,000 * 11,202,000 S 
PURO UEEED SEPWOOED cccccccccccenececeecees 18 5,305,000 206 3,227,000 63 2,220,000 40 
 , ovccetéves essed besdioneees 94 22,602,006 17,128,000 13,423,000 
RF IE a a Se ae ee EA 549 464,860,000 417,770,000 356,192,000 
FORTY-TWO WEEKS: 
Softwoods: 
ie ..cceneeeneneeneeenenseoeeeeus 131 1,554,426,000 100 1,522,858,000 94 1,461,011,000 91 
hee eKeRC ERAS eC EM REO KERDHCEKRASs 171 4,424,202,000 101 4,585,429,000 106 4,122,020,000 96 
eee inne Pee ied se ee eee iene t 121 3,164,743,000 113 3,032,703,000 107 2,825,766,000 101 
ER a eer 13 395,792,000 107 387,323,000 109 353,185,000 101 
EL. vccesevcscepeteseedaeecécce 9 118,111,000 103 116,205,000 105 105,033,000 107 
Re ee es ean 10 146,764,000 118 115,483,000 113 107,059,000 114 
i ee eens 18 108,984,000 120 81,690,000 132 74,255,000 12¢ 
Potal Boktwoeds .......00cce-. socccccccece 473 9,913,022,000 105 9,841,691,000 105 9,048,329,000 7 
Hardwoods: 
Southern Hardwoods ..............+. gbenens +64 308,685,000 105 279,072,000 96 268,060,000 se 
Northern Hardwoods ..... penenieesecteeet 18 126,144,000 119 106,098,000 sue the ma = 
FT Es nines 82 434,829,000 108 385,170,000 100 362,270,000 93 
Grand total “ ** 537 10,347,851,000 105 10,226,861,000 104 9,410,599,000 97 


Ceres eset eres eseeesesesesesese 


tUnits of Production. 


*No report for last 


year. 





West Coast Review 


[Special radiogram to AMERICAN LUMBERMAN] 
_SEATTLE, WaAsH., Nov. 3.—The 177 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended Oct. 30 reported: 
Production 172,602,000 
Shipments 183,955,000 6.58% over production 
Orders 140,390,000 18.66% under production 

A group of 171 mills, whose production re- 
ports for 1937 to date are complete, reported 
as follows: 
at weekly cut for forty-three weeks: 


D Chev ecereceveseeseacoseuces 104,617,000 

MN dat diane ay iste ada ee aaa ek ae 104,713,000 
Average cut for two weeks ended 

te Oe vbbanne eer ewanateaae anes 85,630,000 


A group of 177 mills, whose production for 
the two weeks ended Oct. 30 was 172,602,000 
feet, reported distribution as follows: yngtiea 





? Shipments Orders Orders 
Rail . 71,695,000 60,749,000 72,175,000 
Domestic 

cargo.... 72,270,000 51,110,000 120,363,000 
Export 22,636,000 11,177,000 63,286,000 
Local 17,354,000 (i & ° «| rer rie 

183,955,000 140,390,000 255,824,000 


A group of 171 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1936 and 1937 to date, reported as 


follows: Aver. for 2 
wks. ended Aver. for 43 wks. ended 
Oct. 30, Oct. 30, Oct. 31, 
1937 1937 1936 
Production 85,630,000 104,713,000 104,617,000 
Shipments 91,097,000 108,893,000 103,114,000 
Orders 69,371,000 97,038,000 103,107,000 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New OrtEans, La., Nov. 3.—Following is a 
summary of reports from southern pine mills 
for the two weeks ended Oct. 30: 


Average weekly number of mills, 112; 
Units, 93 


Total for 

Two Weeks 

Three-year average production*.. 50,881,000 
pO S| arr rrr ee 52,903,000 
NN ee rere 56,276,000 
Se WON OOE bcc ccce cess ereces 49,519,000 


Number of mills, 100; Unitst, 82 

On Oct. 30, 1937 
41,857,000 
319,565,000 


Unfilled orders 
Unsold stocks 


*October, 1933, to October, 1936. 
Unit is 275,000 feet of “3-year average” 
production. 


WasuincTon, D. C., Oct. 30.—Following is 





Relation of Unfilled Orders to Stocks 


statement for eight groups of identical mills and 


two groups of hardwood flooring plants, of unfilled orders and gross stock footage on Oct. 23. 





No. 0 Unfilled Orders Gross Stocks 

Softwoods— Mills 1937 1936 937 1936 
Southern Pine ....ccccccccecoce 119 58,995,000 80,317,000 479,031,000 404,134,000 
PEE ME, oc bccsecveerecedanus 171 291,036,000 433,089,000 1,032,468,000 1,045,259,000 
WENO FED: ccvccccvcccceceues 126 150,818,000 264,218,000 1,847,145,000 1,678,737,000 
California Redwood ............. 13 29,227,000 33,842,000 289,594,000 279,215,000 
Southern Cypress .occcccccccece 8 5,459,000 6,222,000 158,475,000 162,062,000 
EEE cocks + ccccecoeeses 10 4,945,000 5,855,000 166,115,000 154,894,000 
Northern Hemlock® ............. 10 5,686,000 4,365,000 105,366,000 97,573,000 

Total Softwoods.......ccceee 457 546,166,000 827,908,000 4,078,194,000 3,821,874,000 
Hardwoods— 
Southern Hardwoods .........-. No Report. 
Northern Hardwoods* ........... 14 14,642,000 12,363,000 94,164,000 95,787,000 
9 | Serr 75 30,323,000 49,030,000 78,153,000 65,070,000 
Maple, beech & birch fig......... 16 8,373,000 9,067,000 16,303,000 15,403,000 

*Unfilled orders reported by 10 and 14 mills respectively; stocks by 17 mills. 





Brush Disposal Methods Studied 
by Interested Groups 


SPOKANE, WasH., Nov. 1.—The Western 
Pine Association and the North Idaho Forestry 
Association met in Spokane Oct. 23 to study 
brush disposal methods. The meeting was ar- 
ranged by C. S. Martin, Portland, forestry 
engineer of Western Pine; and Walter Rosen- 
berry, Coeur d’Alene, chairman of the forest 
practices committee. The group also visited 
the logging operation of the Diamond Match 
Co. on Lightning Creek in Idaho. 

Thomas E. Kinney, logging operations man- 
ager and assistant general manager of Potlatch 
Forests (Inc.), Lewiston, Idaho, one of the 
speakers, emphasized the heavy cost of piling 
and burning, and the harm that is done to 
living trees in the area where this method of 
brush disposal is followed. Cedar poles are 
often thus destroyed, following white pine log- 
ging; the speaker added that it is at present 
impractical to cut the cedar poles first. There 
is not sufficient demand, he said. 

Other speakers were: Phil Neff, United 
States forestry engineer; Emil Koch, Mis- 
soula, forester; E. C. Rettig, forester, Pot- 
latch Forests (Inc.); S. V. Fullaway, secre- 
tary-manager Western Pine. and C. S. Martin, 
forestry engineer Western Pine, both of Port- 
land: and E. V. Anderson, United States For- 
est Service. 

The meeting resulted in a resolution author- 





izing the formation of a committee to make 
further studies of brush disposal methods. 

Following this joint meeting of the two 
associations, the Idaho organization met in a 
separate session, with F. Jewett, Coeur 
d’Alene, presiding. A resolution was passed 
oppossing the proposal to transfer the United 
States forestry department from the Depart- 
ment of Agriculture to the Department of the 
Interior. 





Western Pine Summary 


PorTLAND, OrE., Oct. 30.—The Western Pine 
Association reports as follows on operations of 
identical Inland Empire and California mills 
during the two weeks ended Oct. 23: 


Reports of an average of 123 mills: 
Total for 2 Weeks Ended 


Oct. 23, 1937 Oct. 22, 1936 
Production ...... 160,110,000 188,057,000 
Shipments ....... 130,985,000 182,119,000 
Orders received... 107,415,000 180,293,000 


Reports of 126 identical mills: 
Oct. 23, 1937 
Unfilled orders ... 150,818,000 
Gross stocks..... 1,847,145,000 
Reports of 126 identical mills: 
— Year to Date 
1937 


Oct. 22, 1936 
264,218,000 
1,678,737,000 





1936 


Production ...... 3,243,331,000 2,896,894,000 
Shipments ...... 3,102,467,000 2,829,534,000 
OPGGTE occscceces 2,898,749,000 2,891,016,000 
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Wet Selling Seasor— 
| “OBUSH A SCREEN CLOT 


No other Screen Cloth 
gives you ALL these 
Sales Advantages 


Every dealer—every user—recog- 
nizes on sight the full value of 
every one of these important fea- 
tures.OPAL is a heavy zine-coated 
— screen cloth. LIBERTY is made 
of bronze—with a choice of bright 
or dark finishes. Both are quality 
products—the kind of quality that 
means beauty, economy and long 
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00 life. Both have exclusive sales 
00 features—the results of half a 
od century of manufacturing experi- 
na ence—features that insure repeat 
- sales. It will pay you to push 
00 these two brands of screen cloth. 


100 
Also manufacturers of Gap the flexible health glass 


NEW YORK WIRE CLOTH COMPANY 
ike 500 Fifth Avenue New York, N.Y. 
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FULL WEIGHT BRONZE 
, BRIGHT COLDEN AND 
ANTIQUE FINISH 
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Opal 


WEAVY ZINC COATED 
WHITE SATIN FINISH 
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ABESTO 


Put ABESTO right out in front and PUSH it for all 
it’s worth. Lots of good sales waiting to be made 
—on built-up roofing, recoating and repair materials. 
EASY to use—simply brushed on cold. Free demon- 
stration lands sales for you. Write right now for 
information and prices. 


Abesto Manufacturing Co. Michigan City, Ind. 





Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Beoks for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 














Direct Importers of 


BALSA WOOD 


Primavera, Rosewood, Mahogany, 
Guanacaste, Cedar -- Logs 


F.C. LUTHI & CO., wEW onueans ca. 














FOR 


Doors USE STANLEY HARDWARE 


In 1936, with this slogan, Stanley 
is advertising to your customers 
their complete line of hardware 
‘=a for all types of doors. Write for 

y your copy of the 32 page booklet. 


THE STANLEY WORKS 
New Britain, Connecticut 

















Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











EDGES GREEN and DRY LUMBER 


Quick change to Simonds thin saws, no splintering, 
edge lxl. Set side rail (B) to fractions on dry lumber. 


Lightest running EDGER, 3 front and 2 rear steel 
spurs, every board EDGED STRAIGHT, $150 

There is a gain of 15°-, and the cut near doubled on 
small logs. Hustlers CLEAR $10 to $25 per day 


J. H. MINER, Meridian, Miss. 
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Among the Lumbermen’s Clubs 


Omaha Lumbermen Meet Each 
Monday Noon for Luncheon 


Omaua, NEs., Nov. 1.—The lumber distrib- 
utors of Omaha have a luncheon meeting at 
12:15 noon each Monday, at Dixon’s restaurant, 
18th and Farnum streets. The group extends 
a friendly invitation to anyone connected with 
the lumber fraternity who happens to be in 
Omaha on any Monday to attend this luncheon, 
and “meet the bunch.” Retailers as well as 
wholesalers, mill representatives, commission 
men and others connected with lumber are 
welcome at these gatherings. 

“We are just starting this little get-together,” 
said Max J. Fellows, of the Fellows Sales Co., 
to the AMERICAN LUMBERMAN, “and sincerely 
hope that when any of our good friends from 
near Omaha, or from cities farther away, are 
here on a Monday they will keep this date in 
mind and drop around.” 


This Lumber School Is Liked by Its 
Hoo-Hoo "Pupils" 


BALTIMORE, Mp., Nov. 1.—The opening 
“school” for lumbermen planned by the Hoo- 
Hoo Club No. 99 of Washington, was for- 
mally opened last Wednesday evening with a 
session at the Continental Hotel and amid mani- 
festations of enthusiasm. Some twenty-five of 
the “pupils” were on hand, and Phillips Hay- 
ward, of the Department of Commerce, who 
has assumed the position of chief instructor, 
gave an informing talk on the growth and 
the life of trees. He pointed out means 
of identifying softwoods and _ hardwoods. 
It was announced that a cash prize of 
$25 would be awarded to the “pupil” who 
goes through the best examination at the 
close of the season. Herbert Galliher, presi- 
dent of the club, occupied the chair, and an 
inviting dinner was served following the lesson. 
Other sessions will be held twice a month, 
expect in December, when there will be only 





one evening of instruction because of the near- 
ness of the end of the year holidays. 

At a meeting of the Hoo-Hoo Club held on 
the evening of Oct. 20, also in the Continental 
Hotel, in Washington, Ben Ellis, of the South- 
ern Cypress Manufacturers’ Association, of 
Jacksonville, Fla., delivered an address, in the 
course of which he expatiated upon the merits 
of cypress and its adaptability for a variety 
of purposes. 


Hardwood Club Names Officers 


Pine Buiurr, Ark., Nov. 1.—At annual meet- 
ing of the West Side Hardwood Club, held 
here on Oct. 21, A. G. Wheeler, of the Wheeler 
Lumber Co., Pine Bluff, was elected president, 
succeeding Carl L. White, of Eudora. John 
T. Erwin, of the Crossett Lumber Co., Cros- 
sett, Ark., was chosen as vice president. The 
president and vice president with the follow- 
ing members form the board of governors: 
Carl L. White; E. E. Fohrell, of the Spark- 
man Lumber Co., Sparkman; S. A. Williams, 
of Williams, Taylor & McCord, Fordyce; 
W. H. Burroughs, of the Fordyce Lumber Co., 
Fordyce; G. C. Morgan, of the Bradley Lum- 
ber Co., Warren. 

P. E. Nichols, of Nichols Lumber Co., Pine 
Bluff, was re-elected treasurer, and O. S. Rob- 
inson, of Camden, was re-elected secretary. 





Prepare Symposium on Outlook 


CINCINNATI, OnHI0, Nov. 1—A symposium 
on the trade outlook for the winter and spring 
in Cincinnati district will feature the Novem- 
ber dinner of the Cincinnati Lumbermen’s Club 
Nov. 8 Talks will be made by Edwin T. 
Garties, president, on “What Appalachian Oak 
Means to Me,” and by the veteran treasurer, J. 
Watt Graham, on “Club Reminiscences.” Res- 
olutions of respect will be adopted on the death 
of former President Harry P. Wiborg, who 
died Oct. 31. 


Again Pink Meat Grapefruit Ready 
for Market 


Lumbermen in all sections of the country, who 
for the past two years have enjoyed during the 
holiday season the remarkable pink meat grape- 
fruit grown at Edinburg, Tex., in the orchards 
of H. D. Foote, will be interested to know that 
this delectable citrus fruit will be available 
again this year in even larger quantities. H. D. 
Foote is a well known lumberman, his plant, 
located at Alexandria, La., having been for 
many years the source of supply from which 
many railroads have drawn their construction 
and car material. His citrus fruit orchard in 
the Rio Grande Valley of Texas is one of the 
best in that section, known far and wide for 
the excellence of its product. 

Mr. Foote’s orchard contains over 3,000 
grapefruit trees, one-third of which are of the 
famous pink meat variety. Two years ago Mr. 
Foote conceived the idea that lumber and in- 
dustrial concerns who are in the habit of send- 
ing to their customers and their personal friends 
remembrances at Christmas time would be in- 
terested in utilizing this famous pink meat 
grapefruit for that purpose, and to serve this 
need he prepared standard packages which 
could be shipped and delivered by express any- 
where in the United States. The idea immedi- 
ately became popular and literally hundreds of 
lumbermen in all parts of the country avail 
themselves of this opportunity, not only to 
supply their families but their customers and 
friends with Christmas boxes of pink meat 
grapefruit from the Rio Grande Valley of 


Texas. Those who have sampled this fruit have 
found the pink meat variety of grapefruit has 
an especially pleasant flavor, is unusually juicy 
and superior in every way to ordinary varieties 
of grapefruit. 

During the harvesting season, Mr. Foote 
spends considerable time in the Valley, giving 
his personal attention to the picking, the select- 
ing and shipping of these Christmas boxes, and 
in this way assures all of his customers that 
they will get the best fruit the trees produce. 

So remarkable was the response to Mr. 
Foote’s offer to ship choice, carefully selected 
boxes of pink meat grapefruit to customers or 
friends of the lumbermen anywhere in the 
United States at a price of $2.50 per box, ex- 
press prepaid, that he is renewing the offer this 
year. 

While the Foote orchards are located at 
Edinburg, Tex., orders and shipments are han- 
dled from the office of the H. D. Foote Lumber 
Co., Alexandria, La., to which should be sent 
orders and requests for blanks for making out 
lists of names of those to whom boxes of this 
grapefruit are to be shipped in time for Christ- 
mas delivery. 

Mr. Foote’s description of this unusual grape- 
fruit is quite alluring. He says: “Ripened in the 
bright sunshine and soft winds of the Rio 
Grande Valley; picked at the peak of fine 
flavor—it has a goodness which ordinary grape- 
fruit never attains.” 
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Summer-Cut European Export 
Lumber Is Dipped 


Dale Chapman, of A. D. Chapman & Co. 
(Inc.), distributors of Dowicide, recently re- 
turned to his headquarters in Chicago from 
a visit to the Scandinavian countries, made 
in the interests of Dowicide and certain other 
of the company’s preservatives. Mr. Chapman 
reports that he had the pleasure of visiting 
a number of Swedish and Finnish sawmills, 
all of which have fine modern equipment and 
are now enjoying excellent business. Produc- 
tion at these mills, particularly that for ex- 
port, is well controlled by international agree- 
ment, to which they adhere quite strictly. Mr. 
Chapman says that he learned that they have 
agreed to cut their production for export for 
1938 10 percent from the amounts produced 
this year, which reduction he thinks will mate- 
rially help the United States and Canada. Com- 
menting on the lumber industry, Mr. Chapman 
said: 

Finland, Russia and Sweden are the prin- 
cipal lumber exporting countries in order 
named, each exporting nearly a million stand- 
ards a year. It is interesting to note that 
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practically all of the export lumber cut dur- 
ing the summer months when conditions are 
conducive to stain and mold discolorations, 
is effectively treated with Dowicide and very 
satisfactory results obtained. 


Mr. Chapman secured a number of interest- 
ing photographic views of mills visited. 

Dr. Ralph M.. Lindgren, formerly with the 
office of forest pathology and in charge of the 
forest products pathology work of the United 
States Department of Agriculture in Washing- 
ton, joined the Chapman organization last sum- 
mer, and is in charge of the work in southern 
and western territory. He has had a great 
deal of experience with the use of anti-stain 
chemicals, having initiated the work of the 
bureau on this problem in 1928. 





THOUSANDS OF CCC boys in the national 
forests of the North Central Region planted 
trees during the early summer, creating more 
than 26,000 acres of new plantations with 19,000 
acres replanted. 


Upper left—View of part of the season- 
ing yard of a large sawmill in Sweden, 
showing method of handling and stack- 
ing lumber. Upper right—A_ rather 
novel but effective method of Dowicide- 
treating lumber used by a large mill 
in Finland. A truckload is picked up by 
crane and immersed for a few seconds 
in the large vat. Two center pictures— 
Typical air seasoning piles of lumber that 
illustrate how plenty of air circulation is 
provided, especially in the lower portion 





of the pile, with well ventilated, raised pile covers. Lower—Dowicide dipping vat typical of those used 
by practically all of the large sawmills in Sweden, Finland and Norway 
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Aristocrat 


of 
Structural 


Woods 


LONG 


tear Yellow 


Sound, Straight, Enduring 


When the need is for lumber to stand 
stress and strain, to wear and endure, 
there is no lumber equal to Long Leaf 
Pine. Its surpassing value for sub- 
structures and framing has been proved 
through years and years of service. Our 
Wiergate mill, largest in Texas, has 
finest equipment to produce, dress, dry 
and deliver the highest quality of Long 
Leaf Pine. Tell us your requirements. 


WIER LONG LEAF LUMBER CO. 


HOUSTON, TEXAS. 


Mills: Wiergate, Texas. 
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Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabiity 


We specialize in Oak and Poplar. 


Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 
Careful attention to inquiries and 
orders. Let us hear from you. 


WILDERNESS 
LUMBER CO. |} 


NALLEN, W. VA. 
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DOUGLAS FIR 


Rough, Green, Clear Tank Stock, 2 
Pole Stock and Special Clears x 
e 





TRIO LUMBER CO. 


EUGENE, OREGON 








Ask Your Wholesaler 
for “ALGER” BRAND 
LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. 
The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 
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Here’s What’s New-- 


Announces Truck-Hood Advertising 
Plan for Lumber Dealers 


Hood-O-Graph Co. (Inc.), 230 East Ohio 
Street, Chicago, announces the Hood-O-Graph 
for lumber dealers’ trucks——-a patented truck- 
hood advertising device with changeable signs 
in striking colors designed to feature the lum- 
ber dealer’s store and seasonable products as 
the truck rolls along the street or stands at 
the curb. 

The frame which holds the heavy cardboard 
signs is made of strong, rigid, heavy gauge, 
rustproof electrically welded spring steel wire. 
The finish is black enamel. The frames are 
unconditionally guaranteed against breakage. 

The heavy cardboard changeable signs are 
paraffined to make them waterproof and signs 
will last sixty days or more. 

The Hood-O-Graph fits any truck-hood and 
is easily and inexpensively attached. It is de- 





signed to pass all truck regulations and causes 
no interference with the vision of either driver 
or passenger. 

A range of signs is available for the lumber 
dealer’s selection. Signs are in striking, eye- 
arresting colors. Frame is scratch-proof, rat- 
tle-proof and requires no bolts or springs for 
attachment. 


Announces New Wall Paper Designs 
Are Now in Production 


Lennon Wall Paper Co., Joliet, Ill., announces 
that certain patterns of its new 30-inch Roto- 
craft and 18-inch Peacock wallpapers are now 
ready for shipment, and that patterns in the up- 
per parts of the lines will be available soon. 
The announcement is in the October issue of 
The Co-Operator, monthly house organ of the 
company. Another announcement of interest is 
that the wallpaper specially designed for Miss 
Jessica Dragonette and displayed at the wall- 
paper style show in New York, has been made 
into a window display. Dealers interested in 
using it can secure information by writing to 
the Lennon Wall Paper Co. 


New Catalog df Power-Driven 
Wood-Working Tools 


Walker-Turner Company, 35117 Berckman 
St., Plainfield, N. J., manufacturer of Driver 
Engineered power tools, most of which are par- 
ticularly adaptable to use in lumber and build- 
ing material yards, announces its new catalog 
Gs. It is a 48-page self-covered book, complete 
with half-tone illustrations of all machines and 
the parts for many of them. Descriptions of 
the machines, their uses, and specification data 
are included. Prices of the machines are not 
only shown, but are emphasized by printing 
them in black on a gold background, the price 


of each machine opposite its picture. Prices 
of accessories for each machine are given in 
tabular form. Copies of the book will be sent 
on request to the manufacturer at the above 
address. 


Booklet on Paint Again Made 
Available to Dealers 


The R. F. Johnston Paint Co., Cincinnati, 
Ohio, announces that the booklet entitled “The 
Aristocrat of House Paints,” published several 
months ago, is again being made available to 
dealers. The booklet proved to be sufficiently 
popular to continue distributing it. Free copies 
will be sent on request to the company. 


Increase Efficiency of Band Saws by 
New Manufacturing Process 


E. C. Atkins & Co., Indianapolis, Ind., 
manufacturers of saws and other cutting tools, 
announce that their band saws are now be- 
ing produced under a new and accurately 
controlled heat treatment by which all local 
surface work-hardened spots are eliminated. 
The saws have uniform temper throughout, 
and therefore, uniform tension in the blade. 
These new saws show a decrease in tendency 
to stretch. Complete information will be sent 
on request to the company’s offices at either 
Indianapolis, Ind., or Portland, Ore. 


New Catalog of Logging Tools and 
Appliances Is Announced 


American Logging Tool Co., Evart, Mich., 
manufacturer of well-known lines of woods and 
mill tools and appliances, announces its new 
Catalog G. The new book contains 48 pages of 
illustrations of numerous tools, together with 
weights and prices of all sizes. Illustrations are 
large and clear, and enable the reader to get a 
comprehensive idea of exactly what the tools 
look like. Descriptive matter is brief. It is 
urged by the company that all previous cata- 
logs be destroyed, and that orders be placed 
from the new book. Copies are available on 
request. 


New Variable Belt Feed Saw Mill 
Designed to Speed Production 


For up to 150 horsepower, and production 
from 20,000 to 30,000 feet per day, Corley Man- 
ufacturing Co., Chattanooga, Tenn., has designed 
the Corley No. 8 variable belt-feed saw mill. 
The mandrel is 28 inch chrome nickel steel 
with an eight-inch saw collar. An adjustable 
hanger for keeping the feed gear and pinion in 
mesh, malleable husk frame brackets and full 
width carriage with single and double truck 
wheels running on 16-pound “T” rails are stand- 
ard. Double-acting set works is accurate to 
within ez inch. The ratchet drum is moved by 
four pawls, two for each stroke. The quadrant 
is graduated so that headblock knees can be 





Corley No. 8 variable belt- 
feed saw mill speeds pro- 
duction 
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moved ys inch at a single throw and % inch at 
a double throw of the lever. A cable tightener 
distributes the strain of the cable pull on the 
end of the carriage stringers, and provides quick 
and easy means of tightening. Truck bearings 
are slotted, for moving in or out. A folder 
containing complete illustrations, description and 
specifications is available on request. 


Designs Brass Door Knob Body to 
Receive Interchangeable Tops 


To enable dealers to vary door knob patterns 
to suit the need of each room and carry a full 
assortment of patterns with little increase over 
the stock required for one pattern in a solid 





Above—Two Designs in Polyflex metal tops, and 

one in plastic, with two styles of key plates. Below 

—Forged brass Polyflex knob body with four styles 
of brass tops 


knob, Lockwood Hardware Manufacturing Co., 
Fitchburg, Mass., has designed the Polyflex. It 
is a forged brass knob body of standard French 
shank cross-section with forged brass tops that 
are interchangeable. The tops are now avail- 
able in four standard patterns. Patrician plas- 
tic knob tops in four designs in ivory, black and 
pastel tones, can be combined with the new 
metal knobs to permit greater flexibility. The 
patented Dardelet screw is used in the new 
model to prevent the knobs from getting loose 
on the spindle. 


Folder Illustrates Christmas Cards 
of Thin Natural Wood 


B. L. Madden, R. D. 5, Ithaca, N. Y., manu- 
facturer of Cards of Wood, has issued a four 
page folder containing illustrations of Christ- 
mas cards made of wood. The illustrations in- 
clude cards made from 17 different kinds of 
wood, each one with a different design and 
greeting. The cards are made of slices of wood, 
each 1/200 inch thick. Two of the slices and a 
sheet of transparent paper are made into a ply- 
wood card, the paper in the middle. On each 
card, the wood retains its own distinctive color, 
texture and grain pattern. End grain cards are 
made of maple, each card being a single piece 
of wood cut directly across the grain. The cards 
are flexible, and reveal annual growth rings and 
wood structure. Copies of the folder with 


prices of the cards will be sent on request to 
the manufacturer. 
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Returns 


The numerous friends 
and acquaintances in 
the lumber industry of 
George W. Dulany, Jr., 





GEO. W. DULANY, JR., 
Clinton, Iowa; 


Leaves Chicago for 
His Own Company’s 
Headquarters 








whose Chicago office has been their stopping 
place for the past eighteen years, will be inter- 
ested but sorry to learn that he is moving to 
Clinton, Iowa. Effective Nov. 1, the personal 
office of Mr. Dulany and his son, G. William 
Dulany, III, will be moved from 1012 Harris 
Trust Building, 111 West Monroe Street, Chi- 
cago, to the offices of the Eclipse Lumber Co., 
1100 South Second Street, Clinton. On the 
same date, the G. W. Dulany Trust, which was 
organized in 1918 to handle the affairs of 
George W. Dulany of Hannibal, Mo., who had 
retired due to poor health and which has been 
continued since his death in 1923, will be dis- 
solved and its business and office at 111 West 
Monroe Street, Chicago, discontinued. The 
office of William E. Eberhart, Jr., will be 
transferred on Nov. 1 from the G. W. Dulany 
Trust address to the Climax Engineering Co., 
South Fourth Street, Clinton. 

Mr. Dulany came to Chicago in 1919, and 
opened an office in the Harris Trust Building. 


Amemcanfiumberman 


to Retail Field 


He has not had any business in Chicago, but 
handled a considerable volume by mail and 
traveling. Active in association work, Mr. 
Dulany is a director in the National Lumber 
Manufacturers Association, a past vice presi- 
dent of it, and is now a member of the Trade 
Promotion Committee. He is, also, a director 
of the American Forest Products Industries, 
and chairman of the board of the Timber 
Engineering Co. There have been few lumber 
meetings in Chicago that Mr. Dulany has not 
attended. He has been present at countless 
executive sessions of both the manufacturers 
and retailers, and has been an important factor 
in bringing the activities of these two branches 
of the industry into closer co-operation. His 
financial interests are both manufacturing and 
retailing which gives him an understanding of 
both units. A sound and constructive thinker, 
Mr. Dulany is always able to see both sides 
of a question. 


Mr. Dulany is going to Clinton in order to 
be closer to his private interest, the Eclipse 
Lumber Co., of which he is president. His son, 
and the secretary who has been with him for 
the past twenty-seven years will be with him 
in the Eclipse office. Mr. Dulany hopes to 
devote more time to the problems of the retail 
lumber business and less to the manufacturing 
side. He enjoys seeing the industry progress 
along merchandising lines, and puts enthusiasm 
and energy behind projects which he deems 
worthy. The work Mr. Dulany did for the 
lumber industry when he managed its exhibit 
at the World’s Fair in Chicago was praised at 
the time and will be long remembered. 
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The scarcity of cars which|how? It has been generally un- 


has been felt at Beaumont, 
Texas, for some time is still 
complained of as a_ serious 
hindrance to the lumber busi- 
ness. One firm at that place is 
reported to have said lately that 
if cars could be had as fast as 
wanted the concern could ship 
500 carloads of lumber during 
the succeeding 30 days. 


There is no danger that the 
aggressive scalper will allow 
himself to be forgotten by the 
Chicago lumber trade under the 
existing conditions. One well 
known scalper in particular is 
flourishing his knife and vaunt- 
ing the trophies he has won on 
the field of business battle. He 
lately sent out 7,000 circulars 
to the country trade with prices 
in awful contrast to the Chi- 
cago trade list, and advertising 
himself as a “buyer for dealers, 
with the entire market to select 
from,” with the cheerful assur- 
ance that he charged the dealer 
no commission. He does not 
own a foot of lumber or a 
bunch of shingles, it is said, yet 
he can undersell the regular 
trade and get a commission for 
doing it. Here, verily, is talent 
of the first order. He has been 
doing this, too, for years, but 





derstood that a scalper must 
get a concession in order to 
work his little knife, and if he 
could find business he was al- 
lowed a 2 percent commission. 
The practice has gone on, yet 
not a wholesaler in Chicago but 
realizes that the scalper, along 
with the traveling man, has 
been the most demoralizing 
agent that has afflicted the 
trade. Some of them say that 
the trade is being killed by the 
scalping influence, which of 
course is hardly the case. The 
Chicago lumber business is just 
now exceedingly animated for a 
corpse. But, stated correctly, 
the scalper in the lumber trade 
is an enormous and conspicu- 
ous evil. 
*s * * 


The Indian Territory walnut 
lumber trade is now largely in 
the hands of Cummings Bros., 
of whom C. R. Cummings, for- 
merly of Chicago, is the prin- 
cipal man. The pioneers in the 
business had a hard time of it. 
The Indians were found to be 
bad medicine in trade, and the 
laws of the “nation” and those 
of the United States concern- 
ing timber were frequently in 
conflict. The headquarters of 
this trade have always been at 





Fort Smith, Ark., and the logs 
have been brought down the 
Arkansas River to that point 
for sawing. G. T. Houston & 
Co., of Chicago, also operated 
in Indian Territory walnut, and 
at one time thought they had a 
corner on 38,000,000 feet of 
stumpage, at little cost but of 
the trouble of getting the 
scheme worked through the In- 
dian nation and the Department 
of the Interior. But the enter- 
prise fell one point below suc- 
cess. 
s ss 8 


Isaac Stephenson’s new mill 
at Marinette, Wis., will be 
50x120 feet, and will have two 
combination band and circular 
mills, two edgers, and lath and 
shingle machines. Its capacity 
will be 160,000 feet daily. Mr. 
Stephenson is said to have 
100,000,000 feet of pine on the 
Menominee River, yet his mill 
may be run next season for 
others. 

* — oe 

The Minnesota & Northwest- 
ern is considering a proposi- 
tion to build a line from Du- 
buque to Milwaukee, via Port- 
age, Wis., which would include 
in its advantages direct access 
to the lumber regions of the 
north. 
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Well Known Lumberman § A LLIS 





Dense 
Mississippi 
Pine 


You can sell Sallis 
Lumber with 100% 
assurance that it will 
be in all ways satis- 
factory to your cus- 
tomers. Our two 
modern mills pro- 
duce highest quality 
stock — Yard and 
Shed Items, Eased- 
Edge Dimension, 
Flooring, Ceiling, 


Siding, Finish, 
Mouldings, Casing, 
Base. 
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BRANDON. MISS. 
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SALLIS 


CALCASIEU 





YELLOW PINE 


Complete line of kiln dried 


Yard and Shed Stock 


Eased Edge Dimension 


Timbers, chemically treated to 
prevent stain. 





NDUSTRIA 


[eae cO.,Inc. 


ELIZABETH, LOUISIANA 


Specialists in 


NO. 2 


AIR DRIED BOARDS 


Can also supply other well- 
manufactured Short Leaf items 
stock — 


—Lignasan treated 


prompt, careful service. Write 
and tell us what you need. 









HURTSBORO, 
ALABAMA 
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Buyers Have Kept Coming for 28 Years 


-- Because This South Carolina Mill Produces Quality Lum- 
ber and Sees That It Reaches Them in Perfect Condition 


To one traveling through the country and 
interested in the lumber industry, it always is 
of special interest to visit a lumber operation 
that has been serving the trade for more than 
a quarter of a century, and yet has kept pace 
with latest developments in manufacturing 
methods and in equipment. Buyers of lumber 
generally prefer to do business with such an 
old established concern, which has not allowed 
its plant or its methods to become outmoded. 
A concern down in South Carolina that had its 
inception twenty-eight years ago and is still 
going strong, is that of Lightsey Bros., located 
at Miley, and serving the retail, wholesale and 
industrial trade over a wide territory in the 
South, Southeast, South and North Atlantic, 
Central West and East. Upon the death sev- 
eral years ago of his brother, Fred Lightsey 
assumed entire charge of the business and has 
devoted his entire time to it since then. He 
is ably assisted in the sales department by 
L. F. Humphries and in the operation of the 
plant by his son, E. O. Lightsey, who, upon 
graduation from college, joined his father and 
has become his veritable “right hand man.” 


Prompt, Efficient Service on Wide Line 


Lightsey Bros. manufacture pine and hard- 
woods, including gum, tupelo, oak, maple and 
poplar, and specialize in the manufacture of 
end-matched flooring in oak, maple, gum and 
pine. The pine manufactured in this plant is 
a high quality, dense timber, qualifying as the 
best of the famous North Carolina pine so 


popular with builders everywhere. In pine its 
finished products include ceiling, siding, finish, 
base, mouldings, cut-to-length items, all scien- 
tifically kiln dried. Included in its products 
also are air dried roofers. Buyers seeking 
to place orders for mixed cars, of pine and 
hardwoods and various items and sizes of each, 
will find Lightsey Bros. especially prepared to 
take care of their requirements promptly and 
efficiently. Crate shooks is another product. 

The Lightsey Bros. sawmill is equipped with 
band, gang and horizontal band resaw, while in 
the planing mill are modern machines, including 
matchers, moulders, end matchers and resaws. 
An improvement just being completed is a new 
power plant, being provided to increase the 
electric power, assuring an ample supply at al! 
times and for any emergency. 


Careful Kiln Drying and Loading Assured 


Realizing the growing importance of supply- 
ing lumber properly dried and the increasing 
tendency of buyers to demand a specific mois- 
ture content, Lightsey Bros. installed modern 
Moore cross-circulation kilns, and are prepared 
to supply material dried down to any moisture 
content required. Frequent tests are made of 
the lumber in the process of drying so as to 
assure a perfectly seasoned product. 

Keeping step with another important develop- 
ment, especial attention is given to the way in 
which lumber is loaded and shipped. All fin- 
ish, mouldings etc., are shipped in lined cars, 
and the tops of the loads always are covered 


carefully with paper, as it is not always possi- 
ble to get properly wood-lined and wood-roofed 
cars. These are used whenever possible, but, in 
any case, buyers are assured of unusual care 
in loading, so that the material reaches its des- 
tination in good condition. Another precaution 
is the proper bulkheading of the contents of 
the car. 


Insists on High Standard of Manufacture 


A definite policy of this concern and one that 
is insisted upon by Fred Lightsey, is that of 
manufacturing the product of this plant as per- 
fectly as is humanly possible, and making sure 
that there be no let down at any time in the 
service to buyers. That this policy is appre- 
ciated is demonstrated by the number of con- 
cerns who have been buyers of Lightsey Bros. 
stock continuously over a long period of years. 

In the logging operations a fleet of fifteen 
or more International motor trucks are used 
for transporting logs to the railroad from the 
company’s Own timber, and many more trucks 
owned and operated by private loggers bring 
logs direct to the mill. 

Lightsey Bros., a name familiar to buyers 
and users of dense, quality North Carolina pine, 
and hardwood products, all over the country, 
with a plant capacity of 100,000 feet daily, are 
prepared to continue serving the trade for many 
more years, and it is safe to say that this con- 
cern will keep pace with all new developments 
calculated to improve quality and service, two 
watchwords of this efficient organization. 


Many Strikes Reach Settlement 


Short Box Strike Ends 


Wausau, Wis., Nov. 1.—Operations at the 
Wisconsin Box Co., have been resumed fol- 
lowing settlement of a one-week strike which 
affected about 100 union employees. A 5-cent 
an hour increase has been granted to all re- 
ceiving 30 cents an hour, and 2 cents to those 
receiving 35 cents and more. Work week has 
been raised from 45 to 50 hours. The AFL 
Carpenters’ & Joiners’ Union is recognized as 
sole bargaining agent. A closed shop was not 
demanded. 


Engineers Now Satisfied, Too 


OsuxosH, Wis., Nov. 1.—Production at the 
Wisconsin Match Corp., here, got under way 
Oct. 22 for the first time since July 12, fol- 
lowing settlement of an engineers’ strike. An 
agreement between 300 employee members of 
the United Match Workers Local, AFL, haa 
been reached on Oct. 15. 


California AFL Resists Handling 
CIO Lumber 


RayMonpb, WaAsH., Oct. 30.—Willapa and 
Grays Harbor lumber has been declared “hot” 
in California, and California retail lumber yards 
have been advised not to handle it, according 
to Raymond Lewis, sales manager for the 
Willapa Harbor Lumber Mills. He said he had 
obtained the information from the San Fran- 
cisco sales office of his company, which, in 
turn, had obtained it from California retail 
yards. His company’s San Francisco office, 
he said, quoted the retailers as saying they 
had been advised that the Willapa and Grays 
Harbor mills were CIO, and that they should 


purchase their lumber from AFL mills. He 
said that if the order against CIO lumber is 
enforced successfully, it would practically 
eliminate shipments of lumber to California 
from his plant. His company’s three sawmill 
units are shut down at present, but camp and 
shingle mill operations are still active. 


Men, Management Settle 


Hogu1iaAM, WAsH., Oct. 30.—Official termi- 
nation of the strike at the plant of the Polson 
Lumber & Shingle Co. (Eureka mill) was 
announced here Oct. 19, when the crew voted 
acceptance of a settlement negotiated a week 
previous. The acceptance vote was reported to 
be two to one in favor of the plan, which pre- 
viously had been approved by the company 
management. The plant was closed by the 
strike Aug. 10. However, company officials 
said that termination of the strike would not 
mean immediate resumption of operations, as 
this would depend upon lumber market condi- 
tions. Details of the settlement were not 
announced. 


Ordered Reinstated with Back 
Pay 


Maptson, Wis., Nov. 1.—The Folding Fur- 
niture Works, Stevens Point, Wis., has been 
found guilty by the Wisconsin labor relations 
board here of unfair labor practices. It has 
been ordered to cease discouraging membership 
in the AFL Carpenters’ & Joiners’ Union. The 
order directed the company to offer reinstate- 
ment of thirty-two of its production employees 
discharged and to give them back pay, less 
any amount earned in the meantime, for the 
period they were deprived of work. 


Ohio Strike Settled 


HAMILTON, OHulo., Nov. 1.— An agreement 
on wages and hours between representatives of 
the Hamilton Building Trades Council and the 
Hamilton Mill Owners’ and Lumber Dealers’ 
Association ended a ten-day strike on Oct. 22. 
Under the agreement—which affected about 
1200 workers, including unions on sympathetic 
strike—truck drivers, carpenters and mill work- 
ers received a shorter work-week and wage in- 
creases. 


Prompt Action Saved Dealers 


from Fixture Labor Scale 


Toronto, Ont., Nov. 1.—The retail lumber 
dealers of Ontario faced an emergency of ma- 
jor proportions recently, when the “Interior 
Fixture Industry” conference with Louis Fine, 
industrial standards officer for the Prov- 
ince, in order to agree upon a schedule of 
minimum wages and standard hours of work 
for employees in the industry. The proposal 
was for a 60-cent an hour wage, and a 44 
hour week, with 45 cents an hour for unskilled 
laborers, and 25 cents for boys, the latter to 
be increased by 5 cents an hour annually for 
four years, after which they are to be placed 
in either the skilled or the unskilled wage 
class. Actually, this schedule had been agreed 
upon, but, through the prompt action of the 
Ontario Retail Lumber Dealers’ Association 
and a number of its members in Ottawa, Peter- 
borough, Toronto and Hamilton, the confer- 
ence was persuaded to include in the schedule 
a clause stating that it does not apply to lum- 
ber yards and planing mills, of which the in- 
terior fixture production, as defined in the 
schedule, does not exceed 10 percent of the 
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gross sales by such firms. This exclusion of 
the lumber yards and planing mills is satis- 
factory to the retail lumber trade in the Prov- 
ince, and is looked upon with much approval. 
Had it not been for the prompt efforts of the 
Ontario Retail Lumber Dealers’ Association, 
the schedule would have been imposed upon 
them, whereas its real purpose is to put into 
effect an agreement of interest almost exclu- 
sively to the large manufacturers—about a half 
a dozen of them—of interior fixtures for stores 
and public buildings, whose plants are located 
chiefly in Toronto. 


Yards' Drivers Get Contract 


Superior, Wis., Nov. 1.—Nine local lumber 
yards have signed contracts with the truck 
drivers union local following a two weeks 
strike. Drivers delivering heavy material and 
coal will receive 65 cents an hour, and those 
hauling light material and lumber will receive 
60 cents. 


Lumber Exhibited at Fair 


PLACERVILLE, CALIF., Oct. 30.—A total of 
$5,200 in prizes was to be awarded for lumber 
exhibits at the El Dorado County Fair which 
was held here from Nov. 5 to 7. Among the 
lumber companies which entered exhibits are 
the California Door Co., Michigan California 
Lumber Co., and the Sacramento Box Co., ac- 
cording to Dr. L. J. Anderson, secretary-man- 
ager of the fair. 








Manufacturing Division 
Changes Hands 


LaureEL, Miss., Nov. 1—Announcement has 
been made of the recent purchase of the lumber 
manufacturing division of Eastman, Gardiner & 
Co. by the Green Lumber Co., which hence- 
forth will conduct the business. Officers of the 
Green Lumber Co., which is domiciled at Lau- 
rel, are as follows: President, Charles Green; 
vice president, P. S. Gardiner; vice president 
and general manager, P. A. Rogers; secretary- 
treasurer, C. D. Gibbes; general sales manager, 
D. W. Winn. 


Tells About Study of English 
Hardwood Market 


MempuHis, TENN., Nov. 1—“In my opinion, 
if the Conference Steamship Lines decided to 
advance freight rates the first of the year 
more than 10 cents, then our export market 
will be spoiled for at least 90 days after Jan. 1,” 
said K. L. Emmons, president Mississippi Val- 
ley Hardwood Co., upon his recent return from 
a 23-days sales trip to England. “The Eng- 
lish are well prepared with inventories to with- 
stand this proposed increase in rates, and will 
certainly allow their large inventories to de- 
plete for two or three months before replen- 
ishing, and it does not seem possible for the 
southern producers to absorb any increase in 
freight rates out of the low prices that they 
are securing. Most merchants on the other 
side have very large inventories, and are thor- 
oughly prepared for any advance in price of 
southern hardwoods, as well as any advance in 
freight rates,” he continued. 

“T found that the English lumber merchants 
positively could mot understand why lumber 
which they buy from all other markets than 
United States has increased in price during 
the entire year, and southern hardwoods have 
declined. English buyers are perfectly will- 
ing to pay higher prices for our southern hard- 
woods if the producers on this side would only 
stand pat and demand them.” 

“T found that English buyers are still getting 
Japanese oak, even since the recent Chinese- 
Japanese war started, many buyers claiming to 
get lumber the same as in the past, and others 
stating that they find Japanese deliveries slow- 
ing down. It’s a little hard for an American 
to find out in so short a time just who is 





Amermeanfiumberman 


correct about this, but Japanese oak, neverthe- 
less, is still a great competitor of southern oak. 
Continental beech is one of the greatest com- 
petitors the southern manufacturet has in Eng- 
land.” 

General business conditions in England are 
“exceedingly good” and the English people 
“are not nearly as much frightened with war 
scarces as American people,” the Memphian 
said. “Sales were satisfactory and conditions 
much better on the other side than I found 
them in this side when I returned home,” he 
commented. 

While abroad, Mr. Emmons met several 
American hardwood lumber representatives, in- 
cluding: Harry Freiburg, Freiburg Mahogany 
Co., Cincinnati; Sears, Jr., of the Sears Lum- 
ber Co., Mobile; Fred Gillespie, Atlantic Lum- 
ber Co., Boston; Henry Jones, Bellgrade Lum- 
ber Co., Memphis; and Phil Houston, United 
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Timber & Lumber Co., Memphis. “All the 
American lumbermen now attend while on the 
other side the meetings held by the recently 
organized London Hardwood Club and enjoy 
as guests to the fullest extent the good food 
and refreshments furnished by the club,” Mr. 
Emmons said. “The organization is similar 
to the Memphis Lumbermen’s Club and ap- 
parently is doing a good work for the lumber 
industry,” he explained. 





OHIO AND WEST VIRGINIA have taken action 
to prevent ladder accidents, and hereafter lad- 
ders used in those States must conform to the 
technical requirements of the American Stand- 
ard Safety Code for the construction, care and 
use of ladders. Also additional specifications 
for types of materials used for fire department 
ladders are mandatory in those States. 
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NOW--from 





Ferguson 


TIARA 

a Old Man Winter, just around the corner, will bring 

bad weather. Don't delay your lumber order. 

bhakti Now, while shipments can be promptly made, get 
CYPRESS, your lumber in. When you order from Ferguson 
WEST COAST you draw on the resources of 17 mills. Modern 

PROD le e . ° . e 

TREATED LUDGDER. mills, with modern machines, producing finest 


HARDWOOD FLOORING, quality lumber. 

CEDAR CLOSET LINING, 

PLYWOOD, WALLBOARD 
AND VENEERS 


from Ferguson. 
SHINGLES, ETC. 


bal us today. 


Dealers and industrial buyers find it pays to buy 
Check up on the items listed at 
the left; also Piling, Car Material, Grain Doors, 
Treated Stock, etc. Let us know your needs. Write 





waa oe 





MISSOURI 




















radley MNS 


ingen ene 
Mii Frames 


BRADLEY- MILLER & COMPANY 


Frames at Their Finest 


These Bradley-Miller Frames of Genuine White Pine 
are super-quality products. 
from choice selected wood, they fit in on all types 
of construction. 
or shrink. The ideal frames to sell, because they 
build good will. 


And order your lumber from Bradley-Miller. 
ern and Idaho White Pine, Ponderosa, Yellow Pine, 
White Spruce, Fir, Red Cedar Lumber and Shingles, 
Western Forest Products, Quality Box Shooks. Let 
us quote. 


BAY CITY, MICHIGAN 


Precisely manufactured 


They do not warp, crack, swell 


North- 


Write today. 
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The Hotel That 


Is San Francisco 


* You will enjoy staying at 
The Palace Hotel .. for it is not 
only in San Francisco, it is San 
Francisco. 
the courtesy..the comfort... the 
modernity. .the gaiety ..that are 
San Francisco’s distinguished 
tradition. Its rooms are spacious 


In it are embodied 


its location is right in the center 


of things. It is famous for fine 
food ..inacity famed for fine food. 


600 Rooms—each with bath 
From $3.50 (single) up 


She 


PALACE HOTEL 


Market at New Montgomery 
SAN FRANCISCO 


ARCHIBALD H. PRICE, MANAGER 








| — 

















MANGER 


‘“* One Price ”’ 


FINER HOTELS 


tT CUISINE 


AIR-CONDITIONED 
St. N.W. Phone Met. 2260 


Hotel ANNAPOLIS 
B St, Bot. 11th and 12th N.W. 
Rooms from ; 


NEW YORK 


Hotel WINDSOR 
68th St & Gth Ave COL. 58100 


Amemecan fiimberman 


Market News from Am 


Portland, Ore. 


WEST COAST WOODS—The Pacific North- 
west lumber market is unchanged from a 
fortnight ago in its essential features. It 
is beset by the same weakness that has pre- 
vailed for some weeks and, if anything, has 
lost more ground within the past two weeks. 
Prices are unsteady and demand slow. Orders 
in the fir belt, although sharply lower, are 
still 22 percent under production; shipments 
are 9 percent under production. In the pine 
belt, orders are 33 percent below production, 
but shipments are 17 percent over produc- 
tion. Portland mills are all down, and those 
elsewhere in the Columbia basin (fir belt) 
are either down or curtailed. 


INTERCOASTAL—New business is very 
light, and operators foresee no immediate 
change except that which may come from 
increased agricultural demands. However, 
with winter ahead, some of the more pessi- 
mistic operators believe there will be no 
marked recovery before February. Space is 
plentiful and rates continue high. 


NEARBY, RAIL—Nearby and strictly local 
business is only moderate and not up to ex- 
pectations. Residential construction is light. 
Rail business is confined to mixed cars 
mostly, and is very draggy. 


HEXPORT—Producers in this area have al- 
most ceased to discuss export business. Be- 
tween the war in the Orient and lack of in- 
terest from normal European and South 
American markets, there is virtually no gen- 
eral demand, and ocean rates are too high 
in almost all directions. 


LOGS—Locally, there is no log market. 
Mills are down and logging is being cur- 
tailed. Prices vary, and would be almost im- 
possible to quote. Inventory is heavy. 


SHINGLES—Local demand is especially dis- 
appointing. Prices are confused and uncer- 
tain. 


San Francisco, Calif. 


PAYROLLS—California manufacturing in- 
dustry averages show 9.2 percent more em- 
ployees, 24.8 percent larger weekly payrolls, 
and 14.3 percent larger weekly employee 
earnings in the logging and sawmill indus- 
tries in September, 1937, as compared with 
the same month in the previous year. In the 
furniture manufacturing industry, averages 
show September gains over last year to be 
2.8 percent more employees, 23.1 percent 
larger weekly payrolls, and 20.3 percent 
larger average weekly employee earnings. 
For other wood manufacturers, September 
gains over a year ago were 3.5 percent more 
employees, 14.9 percent larger weekly pay- 
rolls, and 11.0 percent larger average weekly 
employee earnings. 


EXPORT—The September lumber export 
movement from Pacific Northwest ports 
aboard 33 vessels totaled 112,268,000 feet, 
against 145,045,000 feet aboard 38 vessels in 
August, according to records tabulated here. 
Of the total September exports, 53,876,000 
feet originated at British Columbia ports, 
13,446,000 feet at Grays Harbor, 29,428,000 
feet at Columbia River ports, and 15,518,000 
feet on Puget Sound. No other points of 
origin appeared in the record. Checked 
against August figures, British Columbia ex- 
ports showed a loss for September of 6,079,- 
000 feet, with Grays Harbor showing an 
August-September loss of 19,551,000 feet. On 
the Columbia River there was recorded an 
August-September gain of 3,353,000 feet, with 
Puget Sound showing a gain of 1,339,000 feet 
for the same period. 


REDWOOD—Prices remain firm, and there 
has been little or no improvement, as a 
whole, in the demand, which is slack. While 
some activity is noticeable in industrial de- 
mand from the East, yard business is re- 
ported very dull. Mills continue to take ad- 
vantage of the lull in the market to build 
up stocks, but are still short on some items. 
It is believed that there will be considerable 
buying in the spring, and efforts are being 
made to have stocks in good shape by that 
time. 


CALIFORNIA PINES—The demand for 
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Ponderosa continues quiet, with low level of 
prices holding. This lumber is in strong 
hands, and there is expectation of some 
pick-up in business during the winter. Little 
change is reported in the sugar pine situa- 
tion. 

DOUGLAS FIR—The local market con- 
tinues extremely weak, with yards buying 
scarcely anything. 


Tacoma, Wash. 


WEST COAST WOODS—Despite the fact 
that the waterborne movement of lumber has 
been in excellent volume during the last 
fortnight, and that there is no apparent in- 
dication of an appreciable immediate: let- 
down, operators predict that a general slack- 
ening of the market is in prospect and are 
laying their plans accordingly. With stocks 
on hand for the most part ample to supply 
normal demands for some time, the general 
movement seems to be toward a curtailment 
of production schedules, if not immediately, 
then within the ensuing few weeks. This is 
borne out in reports from adjacent lumber 
manufacturing centers. At Olympia, two of 
that district’s largest producers shut down 
Oct. 29 for an indefinite period, and another 
closed down to remain closed for at least 
a month. Two veneer plants are still oper- 
ating. Two Olympia shingle plants reopened. 
Grays Harbor reports indicate that seven 
mills have been obliged to shut down be- 
cause of market conditions, five are operat- 
ing on a curtailed basis, and two major log- 
ging operations may suspend shortly. A 
stronger tone is evident in Grays Harbor’s 
plywood industry, with all three major ply- 
wood plants running their regular shifts. 


Shreveport, La. 


SOUTHERN PINE—The market is slow. 
October volume has been very disappointing. 
A number of mills have already begun to 
curtail production. In the last three weeks 
of September, very rainy weather prevented 
many operators from logging, and now there 
is no inducement to make extra efforts. 


SOUTHERN HARDWOODS—The market is 
very quiet. Buying is for immediate needs 
only. Furniture people are buying scarcely 
anything, and there is reduced buying of 
flooring and interior finish also. The indi- 
cations are now that the market will be 
slow the remainder of the year. Order files 
are becoming thin, and it is getting to be 
strictly a buyer’s market. Curtailment of 
output is the order of the day. 


Seattle, Wash. 


WEST COAST WOODS—In the face of a 
progressively dwindling demand, more lum- 
ber is being produced than is sold, despite 
efforts to curtail production. Unless orders 
increase, further curtailment will be neces- 
sary. 

RAIL—tThere is a fair business being done, 
but order files have been declining. As to 
prices there is general agreement that all 
lists are but indicatory; actual sales are a 
matter of individual dicker. Dealers are not 
disposed to stock up, but good crops in the 
middle West may produce some _ business 
when they are sold. 

INTERCOASTAL—tThere is less. buying. 
Space is plentiful. Advices from the East 
are to the effect that there are no surplus 
stocks there and that dealers don’t want to 
carry any. It is entirely a buyer’s market, 
and concessions on listed quotations are be- 
ing made. 

EXPORT—There is practically no move- 
ment to the war-torn Orient. Orders from 
the United Kingdom are very slow. Freights 
are weaker, and some business has been done 
at 92/6 or lower, especially from Vancouver, 
B. C. British Columbia exporters think the 
tendency of rates now will be downward. 
The European Continent is inactive. South 
Africa is sending more inquiry. South Amer- 
ican buyers seek lower prices. 


SHINGLES—Some twenty-five percent of the 
shingle industry remains down, and stock re- 
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ports indicate that overproduction will be 
avoided. Prices are very weak. No. 1 shin- 
gles in all three grades are about 10 cents 
lower, and No. 2 XXXX*X sell 10 to 15 cents 
below figures of a fortnight ago. Prices of 
No. 3 are steady. The biggest drop was in 
price of No. 1 Royals, some going at $4.25. 
One informant said they can be purchased 
for $4. 


LOGS—wWith their inventory large, loggers 
are curtailing operations. It is understood 
that British Columbia may close a majority 
of its camps. Good fir logs are moving at 
$11@12, $16@18 and $23@24. Shingle cedar 
logs can be purchased from $11@12, a drop 
of $1. Lumber cedar logs sell at $28. Hem- 
lock has dropped $1@2, most sales being 
made at $11. 


Cincinnati, Ohio 


HARDWOODS—Appalachian and southern 
hardwoods have been selling hand to mouth, 
mostly in mixed carlots. Dealers said in- 
quiry has been steady, but that it was de- 
signed largely to acquaint the customers 
with market conditions. Furniture manufac- 
turers of this area have been using up stocks 
rather than replenishing broken assortments, 
and dealers are of the opinion that little buy- 
ing could be expected until after Jan. 1. A 
few factories and cabinet makers are buying 
periodically as they receive orders. They 
take mostly inch FAS or No. 1 common and 
select Appalachian oak, cherry or maple for 
medium priced suites for living rooms, dining 
rooms and bedrooms. Prices are not mate- 
rially lower, though dealers admit there is 
some softness in the general market. Appa- 
lachian oak for flooring, however, holds its 
own, and prices are $2@3 higher on the 
average. Wholesalers say they are not press- 
ing sales. Southern gum prices show little 
improvement. 


SOFTWOODS—More activity has been 
noted in the softwood markets of this area, 
dealers declared today. Southern pine, par- 
ticularly building items, has firmed percepti- 
bly under many repeat orders from retail 
yards both in the city and country districts 
of Ohio, Kentucky and Indiana. Sales of new 
corn and wheat, and improved prices for 
farm produce, fruits and vegetables, have 
brought unusually heavy country buying. 
Dealers expect another good run of country 
trade around Dec. 15, when Kentucky, Ohio 
and Indiana farmers begin to cash in on their 
abundant tobacco crops. 


Minneapolis, Minn. 


RETAIL—During last September, 469 re- 
tail yards sold 12,637,000 board feet of lum- 
ber, as compared with 12,524,000 feet in 
August, and 12,842,000 feet in September last 
year, according to the latest report of the 
ninth Federal Reserve district. At 444 yards, 
stocks Sept. 30 totaled 80,096,000 feet, as 
compared with 82,018,000 feet Aug. 31, and 
72,208,000 feet Sept. 30, 1936. Total sales of 
all materials at 469 retail yards for last Sep- 
tember amounted to $1,887,590, while in 
August they totaled $1,599,410, and in Sep- 
tember last year, $1,814,120. 


NORTHERN PINE—Retail yards continue 
to be the chief consumers, with quick ship- 
ments of mixed lots usually specified, as 
hand to mouth purchasing continues. Stocks 
at mills are short of some items, despite the 
fact that production is well ahead of that 
for last year up to this time and has ex- 
ceeded sales. Manufacturers already are 
talking of closing down for the winter in 
the not far distant future. Prices are hold- 
ing firm and steady. 


NORTHERN WHITE CEDAR — Although 
business has been very satisfactory through- 
out the late summer and early fall, there 
has been further improvement. This applies 
to sales of both posts and poles, and the 
total of each is well ahead of sales for last 
Good weather has en- 
couraged much needed fencing construction 
and replacement work. Prices continue firm. 


MILLWORK—Favorable weather has en- 
couraged the continuance of building opera- 
tions on a scale almost unprecedented for 


Amemecanfiunherman 


ericas Lumber Centers 


this region in recent years. Much of the 


business is coming from rural sections at 
present, and even there the demand is 
“spotty,” but the aggregate surpasses that 


of last year at this time. 


Jacksonville, Fla. 


SOUTHEAST MARKET—There has been a 
general slackening of the business tempo 
during the last few weeks. Export troubles 
have been eased by settlement of longshore- 
men’s strike, but the coastwise movement for 
the last two weeks was under difficulties. 


SOUTHERN CYPRESS seems to be holding 
its own, prices remaining about the same. 
It is expected that shipments will climb 
within the next month. 


SOUTHERN PINE—DBoth shortleaf and 
longleaf have been affected by the recent 
business slump but, in some cases, ship- 
ments remain about the same, with prices 
showing little change. Heart grades are 
holding up well. Opinion is that shipments 
are about due for a pick up. 


HARDWOODS—Shipments have dropped off 
and prices are weakening. There is little 
indication of change in the general outlook. 


CYPRESS SHINGLE prices are fair, 
the market appears steady. 


Warren, Ark. 


ARKANSAS SOFT PINE—Mill bookings the 
last half of the month were about 20 per- 
cent under those of the same period last 
year, also under the bookings for the first 
half of this month. Shipments have exceeded 
orders and also stocks. Some mills report 
the best assortment for any time this year, 
but several report stocks still poorly assorted, 
with a general shortage still existing in 
standard lengths of B&better finish, casing 
and base, and, in some instances, 3- and 
4-inch B&better flat and edge grain flooring. 
There is still a scarcity of 14- and 16-foot 
B&better and No. 1 drop siding, particularly 
in patterns Nos. 104, 106 and 116, while no 
big surplus exists in No. 117. Mill owners 
still look for a limited amount of business 
from the cotton sections, which will begin 
to show up now that harvesting will soon 
be completed in the hill country. Small mills 
are complaining that both demand and prices 
are unsatisfactory. Some operators are cur- 
tailing production and others are consider- 
ing closing down if conditions do not im- 
prove during the coming month. 


SOUTHERN HARDWOODS — Reduced de- 
mand has featured the market, without any 
material change in prices of either rough or 
dressed stock, including oak flooring. Most 
hardwood flooring units have curtailed opera- 
tions to three or four days a week. Such 
orders as are placed are for immediate load- 
ing, indicating that dealers are withholding 
orders until stock is ready to move into con- 
sumption. Favorable weather has improved 
logging conditions, but bottom lands are still 
too soft for much logging. 


Norfolk, Va. 


NORTH CAROLINA PINE—Demand for 
lumber of all kinds has been very light. 
There has been only a fair demand for bet- 
ter grades, but prices do not seem to have 
changed. This is also true of No. 1 common, 
though the mills are carrying a surplus. The 
mills getting out kiln-dried lumber intend 
to keep operating until they have well- 
rounded stocks, and then shut down. There 
has been a little better demand for rough 
framing for water shipment to the East, but 
the retail yards in the South have been buy- 
ing very little framing of any kind. The box 
makers continue to permit fair shipments 
each week on old orders, and will undoubtedly 
place new orders when old ones are com- 
pleted. The demand from industrial plants 
for box lumber, whether rough or dressed, 
has been light, but these plants expect to 
be in the market a little later for further 
supplies. Air dried roofers have been mov- 
ing a little better, but are far from active. 
The price has dropped as low as $13.50 f. o. b. 


and 
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WHEN you need Hard- 

woods, Hemlock or 
Cedar, try our Mixed Car 
Service. We have the 
timber and the equipment 
including modern dry kilns 
to take care of your 
needs. 
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AND BIRCH 
LOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&JW WELLS 


LUMBER COMPANY 


MAM™NUYUFAO TURE R S 
MENOMINEE MICHIGAN. 


NLL LLL 


KNEELAND - McLURG 


““*KORRECT BRAND” 


HARD MAPLE EI QORING 


AND BIRCH 


has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 
desire te maintain “Korrect Brand” reputa- 
tion guarantees this superiority. 








Try a car now and always be 
a "Korrect Brand" customer. 


: Kneeland - McLurg Flooring “7 





PHILLIPS, WISCONSIN 
STULL LLL 


YO U R REQUIREMENTS FOR 


4/4” 6/4” 8/4” 
ONE,COMMON AND 
BETTER NORTHERN 


HARD MAPLE 


CAN BE PROMPTLY FILLED 
FROM OUR LARGE WELL 


17 AIR DRIED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 
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Georgia Main Line rate for 6-, 8- and 10-inch 
widths, but most mills are asking $14 for 
these items. A number of mills making a 
specialty of roofers as well as resawn stock 
and dressed framing, have closed down in- 
definitely. Some of these mills have pur- 
chased a lot of boards and framing for work- 
ing, but at today’s prices they are in for a 
heavy loss. The demand for dunnage con- 
tinues good, and pine dunnage is scarce. No 
change in price has been noted, however. 
No doubt many mills will refuse to sell 4/4 
edge box and stock widths of box for less 
and stop cutting until improved demand es- 
tablishes higher prices. Production in this 
section has decreased materially. Many mills 
have shut down entirely and many others 
are working only part time. 


Buffalo, N. Y. 


Construction work has dropped off, and 
some lumbermen predict that there will not 
be much revival before next spring. So lum- 
ber demand has shownadecline recently, and 
there is much caution among retailers and 
industrial buyers. Prices of lumber are un- 
settled, but it is thought that they have 
about reached their minimum. 


HARDWOODS—The market has been quiet, 
consuming plants in general tending to hold 
back on buying for a time. The holding of 
furniture shows just now is having a re- 
straining influence on the placing of orders. 
There is also less activity in building. Prices 
have been unsettled, but no great weakness 
is shown. 


WESTERN PINES—A seasonal decline in 
the volume of new construction, as well as 
less optimism regarding the outlook for fall, 
have brought about some decline in demand. 
Prices are about holding their own, and no 
surplus stocks appear to be in the market. 
Stocks of Idaho pine are small, and prices 
are consequently firm. 


NORTHERN PINE—The market is less ac- 
tive than it was a few weeks ago, as buyers 
have been curtailing their purchases in view 
of a seasonal falling off in building. The 
amount of lumber offered by Canadian mills 
is said to have increased recently, and prices 
are reported to be unsettled. 


Kansas City, Mo. 


SOUTHWEST MARKET—Activity is near 
the low point of the year. In this area vir- 
tually no building of importance is planned 
for the remainder of the year, and distribu- 
tors are making their purchases accordingly. 
An analysis of building figures in this dis- 
trict last week showed that this year only 
55 percent of the contemplated construction 
actually was contracted, whereas in 1936, 97 
percent of the contemplated work actually 
was started. Mills are curtailing produc- 
tion despite the fact they are going into the 
season when bad weather makes it difficult 
to operate. Prices are still being reduced, 
although they have now reached such a point 
that manufacturers will not cut any further 











because little new business results. 
RETAIL—Sales of lumber at 155 retail 
yards in the Southwest during September 


were up 0.3 percent as compared with a year 
ago, and were down 4.4 percent as compared 
with the preceding month. Following a sub- 
stantial increase in 1936 over 1935, sales this 
year have barely held even with those of 
a year ago. Sales of all materials by deal- 
ers in September increased 10.4 percent over 
those of a year ago, and inventories of lum- 
ber were 14.4 percent larger than the 1936. 


SOUTHERN PINE—The market is excep- 
tionally dull and prices are about 25 cents 
per thousand lower than they were two weeks 
ago. It was the smaller mills, that made the 
reductions; the larger mills, however, have 
refused to make concessions. Upper grades 
are moving to yards in the farm areas, and 
there is little demand for common grades. 
Mixed cars are available and shipments are 
prompt. 


WESTERN PINES — Movement of factory 
grades has reached a virtual standstill. Se- 
lects, however, still are moving fairly well. 


HARDWOODS —The southern hardwood 
market has been affected by furniture strikes, 
and volume is off sharply. Prices are down 
less than $1 per thousand. One encouraging 
feature has been that orders call for prompt 


shipments, indicating that 
low and broken. 

OAK FLOORING—Volume 
is considerable curtailment of production, 
since litle residential building is expected 
until next spring. Prices are unchanged. 


SHINGLES—Prices receded 5 to 15 cents 
per square in the last week. Early exhaus- 
tion of the Canadian quota may strengthen 
the market. 


inventories are 


is light. There 





Houston, Tex. 


The lumber market for the past two weeks 
has been rather slow, and prices of some 
items have weakened. Regardless of prices, 
the yards will not buy any more stock than 
is absolutely necessary until after inventory 
time, the latter part of December. There are 
some signs of a pick-up in buying, for most 
of the yards have reduced their stock to a 
point where they can not operate without 
buying occasional cars to fill in. 


SOUTHERN PINE—AIl items of No. 1 and 
B&better boards are scarce, with prices hold- 
ing absolutely firm, but Nos. 2 and 3 continue 


to go lower. No. 2 shiplap, 1x8-inch, is 
quoted from $18@20, mill, with other items 


of No. 2 in proportion. No. 2 common 1x12- 
inch, however, is holding much better, price 
being $28@29. No. 3 1x8- and 10-inch is sell- 
ing at $15@16, mill, with 1x6-inch No. 3 
around $13@14. Dimension, however, has not 
declined in proportion to boards, although 
some 2x4-inech No. 2 is being offered at 
around $19@20, mill. There has also been 





Chair Maker Gets Improved 
Drying in New Kiln 


CLEVELAND, TENN., Nov. 1.—The Cleveland 
Chair Co., one of the livest furniture manu- 
facturers in the country, recently has modern- 
ized its entire plant, included in the improve- 
ment program being modernization of the old 
style natural draft kilns to the latest Moore 
cross-circulation fan system. Compared with 
former results, the quality of lumber dried in 
these kilns has been greatly improved. The 
capacity has been much increased, the remod- 
eled cross-circulation kilns holding approxi- 
mately 190,000 feet, and well suited for cross 
piling. After the stock is kiln dried, it is 
stored in a large conditioning room which holds 
approximately 250,000 feet of lumber on dry 
kiln trucks. 

Cleveland, an ideal location for a furniture 
plant, is situated in the foothills of the Appa- 
lachian mountains, where a large supply of 
hardwood timber is available. These various 
species of hardwoods, including oak, hard ma- 
ple, beech, birch, mahogany, walnut, gum and 
elm, are used in making furniture. This com- 
pany specializes in the manufacture of early 
American, modern, Chippendale, classic and 
upholstered chairs, Virginia rockers, and maple 
living room suites, together with an excellent 
assortment of promotional numbers. 

When operating at capacity, the Cleveland 
Chair Co. ships around fifteen cars of chairs 
a week. With its straight-line production all 
on one floor, this company has one of the best 
laid out and best equipped chair factories known 
to the industry. Hal B. Moore is president and 
general manager, and C. L. Hardwick is vice 
president. 
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some recession in the export timber market, 
a report being out that 30 cube sold last week 
at $60, port. The mills have curtailed con- 
siderably. Some larger mills have cut out 
their night runs but are still running 60 
hours a week, and, to prevent any further 
weakening of prices, these may reduce opera- 
tions to 40 and 48 hours. 


HARDWOODS—The market has been very 
dull; but prices are holding firm, as mill 
stocks, compared to those of a year ago, are 
very small. Oak flooring continues firm, but 
sales volume is not as great as had been 
expected. 


SHINGLES AND LATH—Shingle sales have 
shown considerable increase, as, the Canadian 
quota having been practically filled, yards 
desiring Canadian shingles got their orders 
in. Most country yards buy shingles only 
when they actually need them, and will place 
orders with American mills. Pine lath have 
shown a great deal of strength, and now 
range from $4.50@4.75 for No. 1, and $3.75@4 
for No. 2, with stocks very low. 


Memphis, Tenn. 


SOUTHERN HARDWOODS —Slight im- 
provement in the hardwood market during 
the past two weeks was reported today by 
the industry. While a small gain in volume 
has been reported, lumbermen said that most 
of their orders have been for mixed-car ship- 
ments. “Such orders indicate that lumber 
is needed, and that customers are waiting 
until the last minute,” one lumberman ex- 
plained. ‘‘Whenever orders for straight cars 
drop off, you know the lumber is needed.” 
Nearly every order received has been for 
prompt shipment. Orders from manufac- 
turers of farm implements and automobiles 
continue to create a good demand for the 
heavier hardwoods. 





Hymeneal 


PURCELL-PETERSON—Mr. and Mrs. Fred 
Peterson of Raymond, Wash., announce the 
marriage of their daughter, Mildred, to R. J. 
Purcell, a logging operator of South Bend, 
Wash., on Oct. 23 at the Presbyterian church 
in Montesano, Wash. The bride is employed 
in the office of the Case Cedar & Shingle Co., 
Raymond, where the young couple will live. 





WINGATE-POWELL—Miss Phyllis Claire 
Powell, daughter of Mr. and Mrs. Allen 
Powell and Harold Pryor Wingate were mar- 
ried in Fort Myers, Fla., the latter part of 
October. The groom is associated with his 
father, M. B. Wingate in the saw mill busi- 
ness at Immokalee, Fla. 


To Supply 9 CCC Camps 


SPOKANE, WaAsH., Oct. 30.—It was an- 
nounced here this week that Spokane lumber 
mills will fill contracts with the United States 
Government for the construction of nine pre- 
fabricated CCC camps, all buildings to be de- 
livered by Nov. 17. The Western Pine Manu- 
facturing Co. has a contract for three “year 
long” camps at a cost of $22,000 a camp. The 
Crowley Millwork Co. has a contract for four 
of the year-long, and two convertible tent-type 
camps. The year-long camps include five bar- 
rack buildings, a combination mess hall and 
kitchen, a forestry agent’s building, an office, 
dispensary, store house, garages, etc. 





Factory of Cleveland Chair Co., Cleveland, Tenn., showing Moore cross-circulation kilns in the fore- 


ground. 


President Hal B. Moore is shown in insert 
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B&L Assets Are Growing 


Of savings, building and. loan associations, 
members of the United States Building & Loan 
League, which had assets of more than $5,000,- 
000 as of July 1, this year there are 112. Re- 
sources of this group of larger institutions now 
total $1,098,456,261, and they constitute 
nearly one-fifth of the assets of the thrift and 
home financing business. Gains in assets re- 
ported by 59 of these institutions totaled $23,- 
058,417 in the first half of 1937. The growth 
shown by 53 percent of the largest-sized in- 
stitutions can be taken as a pretty good indi- 
cator of what is happening to assets of the 
associations of all dimensions. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
Oct. 23, 1937, totaled 1,583,297 cars, as follows: 
Forest products, 70,110 cars (a decrease of 
2,486 cars below the amount for the two weeks 
ended Oct. 9); grain, 72,881 cars; livestock, 
44,235 cars; coal, 315,424 cars; coke, 18,300 
cars; Ore, 88,093 cars; merchandise, 339,022 
cars, and miscellaneous, 635,232 cars. The total 
loadings for the two weeks ended Oct. 23 show 
a decrease of 79,070 cars below the amount for 
the two weeks ended Oct. 9. 





Ship Big Cargo to Australia 


ABERDEEN, WASH., Oct. 30.—The Norwegian 
motorship Heina arrived here today from Wil- 
lapa Harbor to complete loading a full cargo 
of 4,200,000 feet of lumber for Port Pirie, Aus- 
tralia. Her cargo is the first full cargo of 
Grays Harbor and Willapa Harbor lumber to 
leave from these ports destined for Australia in 
a great many years, although, at one time, 
Grays Harbor alone shipped millions of feet 
of forest products to Australia. The present 
cargo will be used as mining stock for the Aus- 
tralian mines at the head of Spencer’s Gulf. 





Sells Intercoastal Freighter 


SAN Francisco, Cauir., Oct. 30.—Sudden & 
Christenson have announced the sale of the 
freighter Barbara Cates to the Waterman 
Steamship Corp., of Mobile, Ala. The vessel 
has been operated in the intercoastal freight 
and lumber trade. 


High Ocean Rates Expected 


to Continue 


San Francisco, Cauir., Oct. 31.—The cur- 
rent worldwide shortage of ship tonnage, and 
unusually heavy demands, will prolong the 
present high freight rates for at least three 
years, according to Harry S. Scott, president 
of the General Steamship Corp., here. 

Mr. Scott’s organization offers Pacific Coast 
exporters the combined facilities of nine serv- 
ices operating ships flying the merchant flags of 
eight nations. 

“There is a great world-wide shortage of 
commercial tonnage, and an unusual demand 
which is getting greater all the time, with the 
result that the situation is becoming ever more 
serious,” Mr. Scott said. “As a consequence, 
we have high world-wide freight rates which I 
believe are going to continue for at least three 
years, possibly four, or until such time as the 
shipyards can turn out sufficient tonnage to 
meet the demand.” 

He emphasized that comparatively few ships 
have been built in the United States since the 
war, and the life-time of a vessel is estimated 
at twenty years. Consequently, the tonnage 
built during that time is nearing the obsolete 
State and must be junked. 

“That goes for all of the Shipping Board 
tonnage that was turned over to commercial 
interests after the war,” he added. “It is im- 
possible for these ships to compete with the 
modern tonnage of foreign countries, even if 
they were given to the operators!” 





Amermcanfiumberman 


Reviewing the Far East situation, Mr. Scott 
stated: “War conditions in the Orient have 
curtailed shipping greatly. Japan has com- 
mandeered a large number of Japanese flag 
ships that otherwise would be in this trade. The 
number of ships commandeered has been esti- 
mated at anywhere between 100 and 250; the 
latter figure is nearer correct.” 

Mr. Scott believes the cessation of Sino- 
Japanese hostilities will augment the world’s 
demand for tonnage for movement of supplies 
and materials to Japan and China. 





Florida Has School of Forestry 


GAINESVILLE, Fia., Nov. 1—A School of 
Forestry, affording a Bachelor of Science de- 
gree, is now available at the University of 
Florida here. The school is a development 
of the old department of forestry in the Agri- 
cultural College. Dr. E. A. Ziegler, former 
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director of the Pennsylvania Forest Research 
Institute, and for 20 years director of the 
original Mont Alto School of Forestry in Penn- 
sylvania, who has recently been associated with 
the Southern Forest Experiment Station, is the 
new professor of forest economics and forest 
finance at the Florida school. The staff in- 
cludes also, James W. Miller, Jr., assistant 
professor of forestry; George F. Weber, forest 
pathology, and P. Warner Frazer, assistant 
professor of forestry. 


To Build Treating Plant 


LuFKIN, TEx., Oct. 30.—Construction of a 
wood creosoting plant will be started here 
within the next ten days by a company of which 
George H. Hutchins, of Longview, Tex., is 
president. The plant will have a capacity of 
24,000,000 board feet annually, employ 40 per- 
sons, and have a $40,000 annual payroll. 





Mr. Sales Manager 
Do You Know -- 


—that more than a thousand changes of credit ratings, as well as other 
changes—vital to both your sales and credit departments—are made, 
on the average, each month, by the industry's own special reporting 


service? 


—that an average of 432 concerns just starting in business—most of which 
are buyers of lumber and allied products—are investigated by this 


agency each month? 


—that 280 concerns, on the average, cease doing business each month 


of the year? 


You may know of these happenings, but, 


DO YOU KNOW — 


—that all of these changes in ratings and all other changes, the names 
of all new concerns just starting in business (new buyers), and of all 
concerns quitting business, ARE REPORTED VOLUNTARILY EVERY 
THIRD WORKING DAY to users of the Lumbermen's Red and Blue 


Book Service? 


The information in the Lumbermen's Credit Rating Book—on your desk 
—is kept up-to-date, both as to listed names and credit ratings WITHIN 
THREE DAYS of the time the information is developed in our office. 


You need this Twice-A-Week SUPPLEMENTED book right at your elbow 
to guide you in soliciting and accepting orders from old as well as new 
concerns. If it is not on your desk now, let us put one there on 30 days 
approval. Your consenting to this will not obligate your company in any 
way except as to its return, at our expense, at the end of the 30 day 
approval period, if you are not satisfied that it is a good investment. If 
you decide to keep it, a small initial payment can be made on our four- 
payment plan. 


Make the test now. Learn during the next 30 days what a help this service 
really is to you in your sales work. 


LUMBERMEN’S CREDIT ASSOCIATION INC. 


608 South Dearborn St., CHICAGO 99 Wall St., NEW YORK CITY 














Lindsey 8-Wheel Tractor Wagons are 
ideal for tractor logging. They are used 
singly or in trains. 


LINDSEY 8-Wheel Log 
Wagons 
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The Ready Reference 
Inventory Book 


{ “Shows up” scattered piles. 
vents Over-Buying. 

Y Assembles different classes of 
lumber on correct page. Saves 
Valuable Time. 

{ Each page has large index. 
to handle in cold weather. 

4 Plenty of space to list all 
carried in stock, 


POSTPAID PRICES 


1 Copy Ready Reference In- 
ventory Book $ 


Pre- 


Easy 


**ems 
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4 Copies Ready Reference In- 
ventory Book 

10 Copies Ready Reference In- 
ventory Book 1 


LITUUCCTEa Careers 


For Sale By 
AMERICAN LUMBERMAN 


431 So. Dearborn St. 
Chicago, Ill. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Nov. 1.—Business at the re- 
tail yards in all corners of New England 
through the midsummer and fall months has 
been disappointing in volume, and trading is 
very difficult for the dealer who must buy at 
the right time and sell at the right price to 
keep on the right side of rapidly changing cost 
and transportation developments. Chairman 
Kennedy, of the new Maritime Commission, 
after an exhaustive study of water transporta- 
tion has declared that ships can not be oper- 
ated and investments in shipping can not be 
hoped for unless there can be better discipline of 
and complete loyalty by the ships’ personnel to 
the trained navigators who have been placed 
in command. And Boake Carter, the famed 
radio commentator, comes forward with a series 
of letters from veteran commanders of ships 
who have been encouraged to retire from sea 
duty and settle in a quiet home on shore as 
they can no longer maintain reasonable dis- 
cipline on the high seas. Naturally such a 
situation must and will be corrected. 

In association circles programs are rapidly 
taking shape for the annual gatherings. Mas- 
sachusetts retailers will hold their annual con- 
clave at the Boston Statler on Saturday, Dec. 4, 
and plan for an attendance of 400 members and 
guests, with the business session in the morn- 
ing hours and entertainment features following 
the dinner at noon. The New England Whole- 
sale Lumber Association will hold its annual 
meeting at the Boston University Club on 
Wednesday, jan. 12. 


New England Association Convenes 


The only important trade gathering of the 
month was the quarterly of the New England 
Lumbermen’s Association at Manchester, N. H., 
on Thursday, Oct. 21, with morning and after- 
noon sessions at the Hotel Carpenter. The 
combined stock report, showing production and 
sales at the member mills for the year to date, 
disclosed the fact that 51,089,000 feet of the 
nine months production had been sold, leaving 
35,895,000 feet of unsold stock on the mill yards. 
Under the guidance of President M. R. Lang- 
dell, of Milford, the Connery-Black wages and 
hours bill was discussed and roundly. con- 
demned, and, in addition to adopting a resolu- 
tion calling upon all New Hampshire congress- 
men to vote against the bill, the president was 
instructed to appoint a delegation of three as- 
sociation members to attend the hearings in 
Washington and enter a _ vigorous protest 
against the passage of the bill. The principal 
morning address was by Arthur C. Babson, of 
the Babson Statistical Organization, Wellesley. 
Mass., who discussed current trade trends and 
outlook. He declared that the long time busi- 
ness trend was upward and not downward, and 
that the present stock market break is only 
temporary. The banks are in good shape and 
are resuming their normal function of loaning 
to sound industries. “We are advising our 
clients” said he “to keep their money at home. 
Keep away from foreign investments. So far 
as real estate and building are concerned, we 
believe them to be on the upgrade. Those who 
are leasing should attempt to secure long term 
leases, while owners should try to keep the 
leases short, for valuations and rentals are sure 
to increase annually. Following luncheon 
Frank Kennett, of Conway, former president 
gave an interesting talk on his recent trip 
abroad as a delegate to the second international 
forestry convention, at Budapest. He described 
the condition of the woodlands as excellent and 
the income from sales of timber and wood, and 
from licenses to fish and hunt, as sufficient to 
cover municipal expenses of many towns and 
cities where taxes were few and very low. 

“FIR AND HEMLOCK—tThe complete record 
of receipts by water in October will total 


approximately ten million feet, most of which 
has gone direct to the buyer in filling old 
orders. New business booked by the local 
wholesale offices has been light, and confined 
to lots held in storage at the terminals. Few 
if any schedules have been placed calling 
for direct mill shipment. Receipts in Octo- 
ber showed a drop of close to eight million 
feet from the average monthly tally here of 
the previous three months. There is pres- 
sure to liquidate current holdings of stored 
lots, and the good cash buyer who will take 
over a large block finds it possible to push 
the discount up to $9 and even to $9.50 from 
page 16 of West Coast list No. 32 for a stand- 
ard run of dimension fir, with the differen- 
tial on hemlock at $1. Business at the retail 
yards is disappointingly slow. They are 
booking very few new house schedules, and 
the comment by most of the larger yards in- 
dicates that joBbing orders for remodelling 
and repair work constitute their chief ac- 
tivity. Many mills on the West Coast have 
closed down in an effort to bring production 
into better balance with demand. The f.a.s. 
discount to wholesale buyers has ranged 
from $10.50 to $11.50, and the idle mills insist 
that they will not swing into action again 
until the market strengthens and the discount 
returns to around ten dollars. 


EASTERN SPRUCE—The volume of spruce 
orders placed with the mills in the first two 
weeks of October was very small, but there 
was free buying later in the month, with 
no quotable change in selling prices. The 
larger Maine mills are well supplied with 
orders, while the big Canadian plants are as- 
sembling huge stocks of sizes cut for the 
English market, as buyer and seller attempt 
to reach an acceptable price basis for future 
contracts that will cover added production 
costs and the sharp advances in water trans- 
portation, now well above 100 shillings per 
standard of 1980 feet. In the Boston area, 
the yards are booking very little business 
from new home builders, but there is a 
fair volume of orders for repair work. 
The smaller dimension sizes sell at $35@37, 
delivered, and the 10- and 12-inch at $42@45, 
with the random sizes $2@3 lower at the 
standard mills, with occasional offerings from 
the smaller mills at $3@5 less. Dry dressed 
boards are scarce and firm in price at $34@37 
for the 5 to T-inch. 


LATH AND SHINGLES—The yards are not 
puying lath in round lots, and are covering 
their needs with shipments in mixed cars with 
spruce lumber. The larger mills continue to 
sell at $5.50 for the 1%-inch, and $6.00 for 
the wider size. Supply and demand for all 
grades of eastern white cedar shingles are 
in balance, and prices are steady at $4.25 
per square for extras; $3.85 for clears; $3.45 
for 2nd clears, and $3.20 for clear walls. West 
Coast red cedars are in full supply both at 
local storage points and at the mills on the 
West Coast. Many mills are idle, and there 
is pressure to sell and move mill accumula- 
tions of all-rail lots. Per square delivered, 
there are offerings as low at $4.68 for No. 1 
Perfections, and for the 16-inch XXXXX 
No. 1, $4.25; No. 2, $3.75; No. 3, $2.80. Kiln 
dried Perfections from local storage sell to 
dealers at $4.95; 16-inch XXXXX No. 1, $4.50; 
No. 2, $3.90; No. 3, $2.95. 


PINE BOXBOARDS—tThe sale of inch round 
edge is limited, and, with ample stocks of 
unsold lots on the mill yards, there is pres- 
sure to sell, though for a fairly wide run 
most holders resist selling at under $15 on 
the mill yard. For inch square edge, most 
mills hold at $33@35 for the No. 3 com- 
mon, but there are offerings at $2@3 less. 
The No. 4 common is a poor grade of box 
and sells at $5&6 less than the No. 3 grade. 
The combined stock sheet of reporting mills 
presented to the quarterly meeting of the 
association in Manchester last week showed 
51,089,000 feet of the 1937 cut as sold, and 
35,895,000 feet remaining unsold. 


EASTERN HARDWOODS—There is no ma- 
terial change in the demand for 2-inch maple 
at the heel shops; it has been almost stag- 
nant during the past three months, due to 
heavy stocks carried over from last season, 
and uncertainty as to the trend of styles 
when the Shoe Style Show opens in Decem- 
ber and shoe plants swing into action on 
next season’s production. There are no trans- 
actions in heel maple and no changes in 
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quotations. For inch FAS birch or maple 
most mills are well supplied with orders from 
the woodworkers and furniture factories at 
very close to $90. There is pressure to sell 
lower grades, and in a sharp trading market 
prices have softened and the list is very ir- 


"NEW YORK.N. Y. 


“The way the market has moved the past six 
months,” said a prominent local dealer to the 
writer today, “nobody seems to have the cour- 
age to buy anything. We had quite a spurt 
through September, but, aside from a little 
jobbing business, we have done very little sell- 
ing through October. Lumber values are no 
more stable than is the stock market in Wal! 
Street, and both have steadily worked toward 
lower levels since late spring.’ There appears 
to be a well defined hope and conviction in 
lumber circles that the price trend will be 
upward through the winter months. 

Receipts of West Coast lumber at the local 
terminals through October will show a sharp 
drop from the monthly totals listed through 
July, August and September, and the local 
offices here agree that a further reduction in 
receipts through November and December 
would tend toward bringing local supplies 
into better balance with demand. Stocks at 
the retail yards are from normal to heavy, 
while at the distribution yards and storage 
docks stocks are heavy and assortments 
complete. Dealers are able to secure from 
storage here most lots as needed, so it is 
only occasionally that a schedule is booked 
ealling for direct shipment from the mills. 
New York sales of dimension from local 
storage have been in fair volume, but sales 
pressure has forced the discount upward 
again until $9 and even $9.50 has been ap- 
plied on some large orders to include many 
of the more desirable sizes. The process of 
bringing supply and demand at New York 
into balance is now well advanced, and if 
deliveries during the next three months are 
held to a low point—as planned—the price 
level should work into a steadier position. 

While the volume of orders placed by 
yards for southern pines, including North 
Carolina, Ponderosa and Idaho white pines 
and eastern spruce has been small, offerings 
have held consistently to old price levels, and 
supplies of the better grades of finish are 
not excessive, and the southern and western 
mills are inclined to call for advances of 
$1@2, particularly where speed of delivery 
is important. Eastern spruce continues in 
a strong price position, as the Canadian 
mills are offering very little lumber in this 
market, and are sending no unsold cargoes 
of random. Carload orders for dimension or 
boards are going chiefly to the Maine mills, 
and the latter are reported to be booked up 
well ahead of production. For the smaller 
dimension sizes delivered at Harlem River 
points, the price range is from $26@40, with 
the 2x10-, 3x10- and 2x12-inch at $41@45. 
There is a surplus of spruce lath here in 
storage, but the supply is melting steadily, 
with most sales at $5.25@5.50, though an oc- 
casional small lot at $6 f. o. b. the storage 
yard is reported. 

Secretary Sid Darling, of the National- 
American Wholesale Lumber Association, 
spent two days in Boston last week in con- 
ference with the directors of the New Eng- 
land wholesale association. 


South to North Atlantic Lines 
Withdraw Sailings 


Boston, Mass., Nov. 1.—The application of 
drastic and confusing laws to the operation of 
coastwise. steamer lines, coupled with the bel- 
ligerent attitude of ships’ crews that has thrown 
all operating schedules into chaos, is laying a 
heavy hand upon the movement of lumber by 
water to New York and New England points. 
The Savannah and Clyde Line sailings from 
southern ports to New York and Boston have 
all been cancelled, and the Merchants & Min- 
ers line from Baltimore to New York and 
Boston has cancelled one boat each week from 
its regular sailings. These southern lines have 
always carried a large percentage of the dressed 
southern pines and hardwoods that moved into 
New England, and withdrawal of these ships 
will force the coastal mills to depend upon the 
railroads in moving their orders to North 
Coast consignees. 
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NORTH CAROLINA PINE—The wholesale 
market continues rather quiet with retail- 
ing more active. Some yards are kept busy. 
Requirements of the box makers also large. 
Stocks on the wharves are on the increase. 
Production may be expected to slow up 
seasonally, while absorption remains fairly 
brisk. The range of values is about sta- 
tionary. 


LONGLEAF PINE—A good inquiry pre- 
vails, and quotations are either steady or 
tending somewhat higher. Stocks here are 
held down by coastwise steamship labor 
troubles. 

CYPRESS — Stocks have been taken up 
freely, and quotations are firm, if not ac- 
tually higher. Mills are generally being 
operated at a rate which takes care of the 
distribution. 

WESTERN LUMBER— Movement of fir, 
spruce and other West coast stocks is rather 
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restricted, but it can not be said that a fur- 
ther contraction has taken place. The higher 
grade stocks are having somewhat of a 
precedence over the lowers. 


HARDWOODS—Hardwood distributors have 
been busy on their back-log of orders, but 
it has undergone some reduction recently. 
Large orders have been taken in the last 
few weeks for some woods that ordinarily 
do not attract much attention. Furniture 
manufacturers in some sections are kept 
busy, while plants here have their require- 
ments held down by labor troubles. Ad- 
vices from abroad tell of heavy stocks of 
southern woods in the United Kingdom mar- 
kets and of efforts on the part of brokers to 
discourage shipments. 





CLAIMS RESULTING from theft of freight, paid 
by the railroads in the first six months of 1937 
were less than in any corresponding period on 
record. 
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Hardwood manufacturers and wood working 
plants in both the North and South are kiln 
drying their air-dried and green hardwoods in 
less time and at lower costs than formerly. 
*Cross-Circulation makes it possible. 


Old kilns are being converted and new kilns 
being built with the latest improvements 
offered by the Moore Cross-Circulation Fan 
System. 


Production capacity is being increased from 





* There is only one CROSS-CIRCULA- 
TION System ... Moore’s. The System 
proved and time-tested in over 1,400 
installations. 
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The plant of J. B. Belcher, Bluefield, W. Va., drying West Virginia hardwoods green-from-the- 
i odern Moore Cross-Circulation Kilns. 
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25% to 50%. This stepped-up capacity not 
only reduces the power consumption, but with 
the edge-to-edge stacking allowed with the 
cross circulation system, lowers the stacking 
costs. 





Write today for complete illustrative particu- 
lars of the Moore Cross-Circulation Kiln so 
that you too can profit by the advancements 
made in kiln construction. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE, FLORIDA 


NORTH PORTLAND, ORE. 
VANCOUVER, B. C. 





INTERNAL FAN SYSTEM 
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A tour of Pacific Coast lumber mills is being 
made by Carl Vorhis of Mixer & Co. (Inc.), 
3uffalo, N. Y. 


Edwin Carl, who has managed the Byers 
Lumber Co. yard in Oconto, Neb., has been 
transferred to Prosser, and replaced by Harvey 
Weaver. 

George R. Kendrick, sales manager of the 
Charles R. McCormick Lumber Co. of Dela- 
ware, San Francisco, spent two weeks recently 
visiting the Northwest offices and mills of the 
company. 

Frank W. Kelley, who is in the research de- 
partment of Southern Hardwood Producers 
(Inc.), Memphis, Tenn., is spending several 
weeks in Chicago looking over the hardwood 
situation. 


Charles F. Schneider, who has been associated 
with the Herdman Lumber Co. in Zanesville, 
Ohio, for the past year, has accepted a position 
as salesman and draftsman with the Middle- 
town (Ohio) Lumber Co. 


The city commission of Winter Haven, Fla., 
on Oct. 19 named A. M. Hess, lumber dealer 
of Florence Villa, to succeed Mayor Commis- 
sioner E. B. Walthall. Mr. Hess was recently 
re-elected to the commission. 


The Farmers Lumber & Coal Co., Brady, 
Neb., is now managed by W. F. Lamb, who 
replaced A. Foster. A. T. Hansen, one of the 
owners of the yard, was in Brady for several 
days during the change of managers. 


C. A. Pickett, live-wire secretary-manager 
of the Lumbermen’s Association of Texas, was 
the speaker at a Navy Day dinner given in 
Houston on Oct. 27. The dinner was sponsored 
by the Theodore Roosevelt Post of the Ameri- 
can Legion. 


George Pugsley, a contractor for many years 
at Brockport, N. Y., has bought the interest 
of Robert Winne in the W. E. B. Stull Lum- 
ber Co. yard there. Mr. Winne has bought 
the lumber yard of Mrs. Emma L. Schenck 
at Morton, N. Y. 


M. B. Nelson, president Long-Bell Lumber 
Co., spent some time in Longview, Wash., the 
latter part of October on a business trip from 
Kansas City, Mo. He was accompanied by 
his secretary, Miss Bernice K. Springer, and 
her sister, Miss B. L. Springer. 


C. C. Stibich, sales manager of the Tahoe 
Sugar Pine Co., San Francisco, and chairman 
of the promotional committee of the Western 
Pine Association, will attend the New Orleans 
meeting of directors of the National Lumber 
Manufacturers Association, Nov. 10-12. 


W. Albie Barksdale, manager and executive 
vice president of the Charlottesville (Va.) 
Lumber Co., was elected lieutenant-governor of 
the fifth division, capital district, of Kiwanis 
International Oct. 19 at the annual meeting 
in Staunton, Va. Mr. Barksdale is president of 
the club in Charlottesville. 


W. S. Sexton of Knoxville, Tenn., has gone 
to Middlesboro, Ky., as head of the Bell County 
Lumber Co. He has assumed the management 
of the concern so that Judge F. R. Whalin may 
devote his entire time to his campaign for 
county attorney of Bell County. Mr. Sexton 
was accompanied by his wife and daughter. 


D. G. Anderson of the Twin Harbors Lum- 
ber Co., Aberdeen, Wash., stopped in Baltimore, 
Nov. 4, while on a periodic visit to the trade. 
He conferred with Arthur V. Charshee, who 
represents the corporation in the Baltimore ter- 
ritory. Mr. Anderson has contacted leading 
members of the lumber trade during his present 
trip. 


Principal exhibitors of lumber products at 
the county fair in Placerville, Calif., Nov. 5-7, 
will be about a dozen lumber concerns of FE] 
Dorado County, including the California Door 
Co., the Michigan-California Lumber Co., and 
the Sacramento Box & Lumber Co. (Inc.). 
Prizes to be awarded for lumber exhibits total 
$5,200. 


The Charles R. McCormick Lumber Co. of 
Delaware, San Francisco, has opened an office 
in Phoenix, Ariz. William Davis, a native of 
Phoenix and a graduate of the University of 
Arizona, has been appointed the Arizona repre- 
sentative. Mr. Davis has been with the south- 
ern California division of the company for three 
years. 

Recent visitors to Buffalo (N. Y.) lumber 
offices included: Pierson Bigelow, president 
Kneeland-Bigelow Co., Bay City, Mich; R. L. 
Wilson, secretary-treasurer Deer Park (Wash.) 
Lumber Co.; R. J. Crawford, R. J. Crawford 
Lumber Co., Winnipeg, Man.; D. H. Lowery, 
president Whatcom Falls Mill Co. Belling- 
ham, Wash. 


Fred W. Hood took over the management 
of the Panhandle Lumber Co. in Hereford, 
Texas, Oct. 15, succeeding David Alexander 
who has gone to Marlin for his health. Mr. 
Hood has been in the lumber business for 
thirty years, and for half that time has been 
with his present company. For the past eight 
years, he has been manager of the yard in 
Perryton. 


O. W. Hetrick, manager of the Linn County 
Lumber Co., Marceline, Mo., for the past ten 
years, became manager of the Dascomb-Daniels 
Lumber Co. branch in Columbia, Mo., Oct. 
20. The Columbia yard until recently was the 
Taylor-Estes Lumber Co. E. B. Hendricks, 
who has been associated with the H. D. Heitz 
Lumber Co. of Kansas City, Kans., for a year, 
has replaced Mr. Hetrick. 


W. W. Woodbridge, manager of the Red 
Cedar Shingle Bureau, Seattle, Wash., and 
Esker Fitzwater, representative of the bureau 
who has shown movies produced by the organi- 
zation more than 200 times around the country 
during the past year, visited the offices of the 
AMERICAN’ LUMBERMAN last week while in 
Chicago. Mr. Woodbridge had been in Dallas, 
Tex., and planned to return to Seattle from 
Chicago. 


Ray C. Smith, resident manager of the As- 
sociated Lumber & Box Co. mill at Nubieber, 
Calif., and C. D. Dodson, superintendent, have 
been transferred to the new mill now being in- 
stalled by the Mt. Whitney Lumber Co. at 
Johnsondale, according to Walter S. Johnson, 
president of both concerns and the American 
Box Corp. in San Francisco. The new mill 
will begin operating about April 15, 1938, and 
Mr. Smith and Mr. Dodson will occupy the 
same positions they have at Nubieber. 


Glen A. Smith, for the past thirty years a 
member of the Forest Service organization in 
the northern region of the national forests and 
widely known in range and wildlife manage- 
ment circles throughout Montana and northern 
Idaho, has been selected to fill a vacancy in 
the position of assistant regional forester in 
charge of wildlife and range management in 
the inter-mountain region at Ogden, Utah. The 
announcement came from Evan W. Kelley at 
Missoula, regional forester, on Oct. 30. 


W. B. Downs, special representative of the 
Lumbermen’s Credit Association (Inc.), Chi- 
cago, will leave the city Nov. 7 for New 
Orleans where he will attend the semi-annual 
meeting of the Southern Pine Association, Nov. 
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11, which will meet jointly with the directors of 
the National Lumber Manufacturers Associa- 
tion who will be in session, Nov. 10-12. Mr. 
Downs will go to Memphis for a few days, and, 
then, continue to Cincinnati where he will at- 
tend the annual meeting of the Appalachian 
Hardwood Manufacturers (Inc.), Nov. 18. 


The directors of J. J. Moore & Co. (Inc.), 
San Francisco lumber exporters and shipping 
concern, announce that William Mainland has 
been elected president of the firm to succeed 
John B. Blair who died recently. Mr. Main- 
land has been with the company since 1898, 
and for the past thirty-three years has been 
its secretary. He is well known in shipping 
and lumber circles, and his close association 
with the late Mr. Blair will guarantee the con- 
tinuance of the former policies of the company 
which celebrated its fiftieth anniversary last 
year. 


Among visiting lumbermen in Baltimore dur- 
ing the past ten days were: Glenn W. Cheney 
of Dant & Russell (Inc.), Portland, Ore.; 
L. C. Blades of the Foreman-Blades Lumber 
Co., Elizabeth City, N. C.; C. G. Yerkes of the 
Roddis Lumber & Veneer Co., Marshfield, Wis., 
and N. H. Bundy of the Dalton-Bundy Lum- 
ber Co. (Inc.) in Norfolk, Va. They were 
encouraged over the outlook for the lumber 


market, and believe that demand will expand. 
—_—_— 


Retail Plant Bought, Offices 


Transferred 

Cotumpus, Miss., Nov. 1—The Pine Di- 
mension Co. recently purchased the Badger 
Lumber Co.’s retail plant in Columbus, and 
offices of the company, which have been main- 
tained for twelve years in the Commercial- 
Dispatch Building, have been moved to the 
Badger plant. The entire force at the retail 
plant has been retained. Officers of the Pine 
Dimension Co. are: President, Henry Pope; 
vice-president, G. J. Pope, Chicago; secretary- 
treasurer, T. H. Crigler. 

G. J. Pope is president of the D. S. Pate 
Lumber Co., of Chicago. 





Surveys Eastern Markets for British 
Columbia Shingles 


Vancouver, B. C., Oct. 30—T. A. H. Tay- 
lor, cedar shingle engineer and red cedar ex- 
pert, has just returned to Vancouver, B. C, 
after an extensive tour through eastern Canada 
and United States. 

Mr. Taylor’s trip was for the purpose of 
studying conditions affecting the market for 
British Columbia red cedar shingles. He col- 
laborated with leading authorities both in Can- 
ada and the United States, visiting Montreal, 
Toronto, Ottawa, Chicago and Detroit. 

In the course of his trip he personally con- 
tacted fire marshals, insurance agencies and 
leading architects, builders and chemists, with 
a view to the promotion of a mutual under- 
standing of the processing and finishing of 
British Columbia red cedar shingles. In the 
same connection he conferred with officials of 
the Canadian Fire Underwriter’s Laboratory 
in Chicago, where expert study and tests are 
carried out on all roofing materials subject 
to distribution and sale in Canada. 

7—__e____—— 


British Columbia Lumbermen Visit 
Chicago on Tour 


C. McRae, head of the Alberta Lumber Co., 
Vancouver, B. C., and his son, R. McRae, who 
also is connected with that company, visited in 
Chicago during the week. Mr. McRae and his 
son have been making an extended tour of the 
eastern part of Canada and the United States, 
getting a first-hand slant on general business 
conditions and particularly conditions in the 
lumber trade. They found in eastern Canada 
considerable activity, business in that section 


of the United States they visited. Mr. McRae 
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in the business for more than forty years and 
during that time has been quite active in organ- 
ization work and has seen many changes and 
new developments in the industry as the years 
have passed. His company does a large export 
business and by the end of the year will have 
shipped in 1937 to the United Kingdom alone 
over 60,000,000 feet of lumber. Just now the 
shipping situation is not favorable, and Mr. 
McRae looks for a considerable decline in 
overseas shipments until the situation becomes 
more normal. 





Young Lumberman Making Name for 
Himself as Cartoonist 


BEND, OreE., Oct. 30.—Charles K. Weil, asso- 
ciated with the Shevlin-Hixon Co. of this city, 
is achieving quite a reputation as a cartoonist. 
In his spare time Mr. Weil furnishes cartoons 
for several nationally known magazines and 
has, also, been selected as staff cartoonist for 
the Wooden Box News, in which he features 
particularly the advantages of using wood 
boxes for potato shipments. 

Mr. Weil comes from a family of well known 
lumbermen. For several years his father, Ken- 





neth B. Weil, has been connected with retail 
lumber yards and is now secretary and man- 
ager of the Ashland (Ore.) Lumber Co. His 
grandfather, C. A. Weil, was formerly engaged 
in retail and manufacturing operations in the 
Midwest and West, and now resides here. 


News of Eugene, Ore 


EuGENE, Ore., Oct. 30.—Giustina Bros. Lum- 
ber Co., with planing mill and shipping yard 
here and sawmill at Dexter, Ore., is cutting 
about two and one-half million feet a month. 
This company is remodelling its kiln drying 


ifacilities to give it more capacity and better 
) drying. 


Giustina Bros. Lumber Co. is one of 
the well known Williamette Valley operations. 

The sawmill plant of the Fischer Lumber 
Co. of Marcola, near here, was destroyed by 
fire Oct. 16. The planing mill and the yard, 


plocated in Marcola, several miles from the saw- 
‘mill plant, were not affected. The sawmill was 
jadequately covered by insurance and will prob- 
‘ably be rebuilt in the near future. 


About Nov. 15, L. L. Lewis, sales manager 


\Booth-Kelly Lumber Co., will return from an 
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extended automobile trip to the eastern sea- 
board and the middle States. Mr. Lewis was 
accompanied on the trip by his wife. During 
his absence, Forest Haworth, manager of Booth- 
Kelly’s Portland office, has been in Eugene in 
charge of the sales department 





St. Louisian Gives Up Business 
and Explains Why 


St. Louis, Mo., Nov. 1.—Interviewed a few 
days ago by a reporter for the St. Louis Post- 
Dispatch, Mansfield C. Bay, head of Bay Bros. 
Lumber Co., explained why his firm is going 
out of business. Mr. Bay said: 


My health has bothered me quite a lot the 
last few months, and as I shall also be away 
a bit the balance of this year and next, I 
just simply have not the time to give to it. 
Our multitudinous taxes, compulsory laws 
and rigid restrictions incidental to doing 
business, leave in my judgment small oppor- 
tunity for profit and a large one for grief. 
So the line of least resistance presents the 
greater appeal. 


Announcement was made that lumber, build- 
ing material, standard mill products, doors and 
windows, woodworking machine tools and mo- 
tor delivery trucks would be sold at auction. 





Two British Columbians Survey 
European Lumber Market 


Vancouver, B. C., Oct. 30.—With the object 
of surveying the European lumber market, 
H. J. Mackin, president Canada Western Lum- 
ber Co., and R. J. Filberg, vice president of 
Comox Logging & Railway Co., left here re- 
cently for Montreal from where they sailed 
Oct. 23 for England. The two men were 
accompanied by their wives. 

They will go directly to England, which at 
present is the best customer for British Colum- 
bia lumber, and will afterwards visit Scandi- 
navian countries where scientific logging, lum- 
bering and silviculture have been practiced for 
generations. Mr. Mackin and Mr. Filberg will 
also visit Czechoslovakia, which absorbs a large 
amount of lumber. Much of their traveling 
abroad will be done in airplanes. The party 
expects to return shortly before Christmas. 











Developing Its Sales Organization 


RAINELLE, W. Va., Nov. 1.—In line with its 
program to develop an active sales force that 
will adequately cover a wide territory, Meadow 
River Lumber Co. recently has appointed Guy 
Hughes as sales manager. He was in the 
past sales representative of the company in 
central territory. At the same time C. W. 
Hefner, formerly in the general offices in 
Rainelle, has been transferred to Columbus, 
Ohio, and will cover that territory. Hardwood 
Lumber Co., Rochester, N. Y., represents 
Meadow River in the territory from Buffalo to 
Albany and north to Toronto. Charles C-. 
Morse is manager and A. J. Lacey assistant 
manager of this company. Meadow River Lum- 
ber Co. maintains sales representatives at vari- 
ous strategic points and is constantly improving 
its facilities for rendering a real service to the 
trade. 


Tells Realtors About Building Seen 
on 7,500-Mile Trip 


Tacoma, WASH., Oct. 30.—Building activi- 
ties in the middle West are slower than they 
are on the Pacific Coast, according to Morris 
J. Kleiner, president of the Model Lumber Co., 
of this city, who has just returned from an 
automobile trip through the East and middle 
West. He said conditions in Canada were bet- 
ter than those he encountered in the middle 
West. He was accompanied by Mrs. Kleiner, 
and they traveled about 7,500 miles. He de- 
scribed their trip in a talk before the Tacoma 
Real Estate Board Friday. 
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HERE 
COMES 


Dixie Flooring 


Our new model plant, devoted exclusively to the 
manufacture of DIXIE BRAND OAK FLOORING, is 
now in operation. The last word in quality flooring 
production! Modern up-to-date equipment... dry 
kilns of newest construction . . electrically-driven 
machines of latest design. DIXIE BRAND FLOOR- 
ING, cut from choice Arkansas Oak, is beautiful in 











grain and finish, uniformly fine 
oA k in texture. Superfine flooring, 
DIXIE BRAND} with all the extra quality that 






QINS advanced manufacturing meth- 
ods can givel Write for Free 
Samples, prices and full infor- 
mation. 


CEATIFIEO 
. 


W. R. WRAPE STAVE CO., INC. 
Office, Plant, 2200 E. 7th St, LITTLE ROCK, ARK. 


M. A. BATES, Special Sales Representative 
P. O. Box 395 DERMOTT, ARK. 


| 





MANUFACTURERS OF 


OAK 
FLOORING 


BOX SHOOKS 
PILING & TIES 
HARDWOOD LUMBER 


Chapman & Dewey 
Lumber Co. 


| MEMPHIS, TENN. 






































Dealers Who Know 
This Flooring... 


know that it is an exception- 
ally good brand to sell. It is 
well- manufactured and the 
quality is good. Satisfaction 
invariably follows its sale. It 
builds and holds trade. Write 
for samples and prices. 


Ozark Oak Flooring Co. Inc. 


BISMARCK, MO. 








SUPERIOR BRAND 
MFMA 


MAPLE FLOORING 


Michigan Hard Maple 








BROWN DIMENSION CO. 


os MANISTIQUE, MICHIGAN 
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c— — a oi .. oe ee — B/4 LLL TAO 640 No.1 No.2 No.3 1226: 
pede: ee “67.33 Shortleaf— 18.42| 2x12 70 20.00) %x4&6— 47.75 FAS & Sel enna gunn Cc 
6 vee eee es 49.00 #48:88/1x8 19:50 18.82/12 & 14 32:83 21.88 [Babetter . 47.96 47. = <a ¥Ee00 °32.00 3100p 1x3” 
g 5&10  ..*54.24 *54.39 ef ee paiars 16.37 15.82 1 eeeeees = He acs sonciaeela oe ee 57.00 3S +4 e+ 1x4” 
mop 69.38 *66.19/1x12 Bea DLIIIDIIEIIEE! a800 aloe 87.00 Disec 
NA PINE lc artes, 
8s 
ING CAROLI te PLE FLOORING List 
OAK FLOOR ing are prices realized, Legg gga MA in flooring mills re- Series, 
tations on oak Follow _* sales made during igan and Wisconsin realized £. o. b. ia 
rrent quota John- of freight Michiga ing prices k ended List 
Following age, ous o.b. Memphis -— points ended Oct. 19: Flooring No.2 | port the oa Wasa during the wee 
son City, Tenn. and Alexandria, La, @ } a Ay flooring m First Second Third 
son City, * &btr om. Oct. : rs 52.9 
of origin: ie 1%” %x2” %x1%” rate $42.60 bg gt a ae $83.35 $74.01 $ re ; 
rot poe 00 $73.00 “es2° a 43.75 41.00 : §2X2% ..---- ™ . 
93.00 . } 62.0 BD itkens Some neuen 
Gir. ata reds =<1.°78-00 "68.00 “¢2.00 55.00 OG2645 $24.65 $14.65 WEST COAST LOGS = J 
; . ’ 0 . wae . tim rices 0 
1, qtd. wht. : 58.00 56.0 00 | zx4 ........ .—Average Dp 
Sel ata Wht... 79.00 61.00 gao0 48.00 | 4 Finish, Dressed, B&btr. 7.) 2, $18-16; No. 3, 
Clr. pin 72.00 . 2.00 46.00 See SEE vecceneons 71.05 | logs are 1, $24-23; No. 2, 2 $26 Cleve 
Clr. pin, red.. 70.00 57.00 5 "00 47.00 Se $ "05 rer 72°70 Fir: No. 1, No. 1 $32; No. 2, $26. s, f Clevels 
Sel. pln. wht. ‘00 57.00 48. "00 ee ae 50. eee ; 1-12. Peelers, No. -14, lumber logs, 
Sel. pe. 20... « 58.00 49.00 45.00 36 00 1xé ekwsnenl 50.05 b/4x12 onees 78.95 | $1 dar: Shingle logs, $10-1 Ash: 
ne Bg abe BB HR eyo es 49.80 ' 11 FAS 
No. 1 com. red... 34.00 25.00 25.0 > a Boards, Dressed No.3 Hemlock: No. 2&3, $11. Com. 
No, 2 com....... Yex2” %xXlh” tex No. 1 } oh Com. NGLES "TAS 
0.00 sees om “we 
ae ee esses se 75.00 "75.00 Lg ee eee 4940 soe ‘3: RED CEDAR SHI low are listed No, 1 
Cir. atd red. eeconcesese 33.08 ores a id : ‘anewpensakuald shes 21.00 # 13S Seattle, Wash., Bite tes oon cedar shingles rim. Be 
a Be epeeeeesenn 71.0 We Eee eg II ree 21.65 35 age prices received f 
See See BER e asec cesress 73.00 anes og GE Ghippppnenteeete: 43.00 22.35 18. 2 | aver cast t the tunes ss 
gh «lk lea lla 69.00 68. 69.00 | ix49 222222222 ; 23.05 19.75 | sola 4.25-4.50 Bp 
| saeco 66.00 ; Siders 58.50 ae $4. oplar: 
Sel. pin. wht. sosevees Tm 52.00 47.00 | 1X12 -..---. tin Cited oe ie Ont. 1-34" 4/8 Se ee eee tie iad 
No. P com. wht......0.0. 54.00 50.00 44.00 eee TSG Te Seereese es 810.05 | RH 4/2 sof S2Ps, 
No. > eg: . wee HS acccceee « ies " -3. No. 
og b-  -yppepapenensd 36.00 30.00 a. eee yrvG  Belcigenee sie ae ysteeiew: kepada + 4022.60 . : 
No. er ; d prices may > Perrrre re 20.86 BES scewaiswonys eee 1-18" 5 a kidacae eee a ia “6021.70 asswo 
ne > ae te ae above the = ona BM. Girinaaateges 20. No, 2 Common, om 2-18" 5/2% iaateeeheenkaimacheee wie 1.6 FAS 
— hy figured on for %-inch, $4; for | Shortleaf Dimension er $25 me OS ee +-< $2.90-3.10 B No, 
differential: k. $8; for - , aa. $22. a A ee r+ ity 
FoF eine th si.se. ——— 2x ‘ a icakateaaacokeakaaconane ys a6 15 3 tee He Sie vee rete al See ee any ried 50 No. 2 
- 4 > hee m ; , £5 & Qi dentbensbbebtneipheecnbei . : Sica tndaiepealvtateabal arated ° 
Chicago ryt og: Fm 4 following ee i ee 23.00 39.18 DO OTE sancseess 
by adding to the on Memphis onern: nun | || Meaneehbeonnaenonbeandnee: 24.05 
— tock, $6; for %-inch, $3; for DE -axvcvereenes 
fs stock, $6; 
a 4 $3.50. 
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DOUGLAS FIR 


Seattle, Wash., Oct. 30.—Current quota- 
tions f. o. b. mill on Douglas fir items in 
mixed cars for rail shipments direct to the 
trade appear below: 


Vertical Grain Flooring 


B&Btr. Cc D 

BOE. .ccawcsvewueceuwen $41.00 $35.00 $21.00 
Flat Grain Flooring 
RR cc jlocainl este Grane ae ae $29.00 $26.00 $17.00 
SE aweanvened se eorere 33.00 31.00 23.00 
Drop Siding 
1x6 Pat. No. 106....$34.00 $32.00 $17.00 
1x6 Pat. No. 116.... 32.00 30.00 22.00 
Ceiling 
MOG scsssseaseoues $27.00 $25.00 $16.00 
ee sevaoessuenemes 29.00 26.00 16.0 
Common Boards and Shiplap 
1x6 1x8 1x10 1x12 
We. Bisseen $19.50 $19.50 $19.50 $22.00 
WO. Bisawcs 15.50 16.00 16.50 16.50 
eS 10.50 11.00 11.00 11.00 
No. 1 Common Dimension 

12 14 16 18 20 
Se ccicaues $20.00 $20.00 $22.50 $20.50 $22.00 
Meee 20.00 20.00 20.50 21.50 21.50 
i eee 19.50 19.50 21.00 22.50 21.50 
i, ere 21.50 21.50 22.50 24.50 24.50 
Ss ne 23.50 23.50 23.50 24.50 24.50 

No. 1 Common Rough and/or Surfaced 

Tirabers 
4x10 planks 20 feet and shorter and 

i eo Be eae $19.00 
TSETS WS CO BO BOGE oc cc etieiceeceecoes 18.00 
oe fe of a enero 18.00 





WESTERN RED CEDAR 


Seattle, Wash., Oct. 30.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, are: 


Beveled Siding, 42-inch 


Clear me ad “B” 
4-inch ...... ‘ - + -$29.00 $25.00 $21.00 
DEN Gh.4wa weueers 33.00 29.00 26.00 
DEE. écenicueeenwn 37.00 33.00 29.00 

Clear Bungalow Siding, %-inch 
DED: 2 46scrcennenedees cease Seba ale $55.00 
ee Lsceweweneass a 
FEO a6 wetwees ES Eee irate aaa seove SOS 
Finish, B&better, S82 or 4S, 6-16’ 
S28 or S4S 
or Rough 
MEE assy ociee cage ole aracena enene -+-$ 70.00 
ME \ataeawuneee econ Ga Gmsianeewauent 75.00 
MEET ‘saith vraregisias sca pee wae eee 85.00 
ME Waiteewewanes neeees KrieneCavenes 95.00 
ME, whaveeeeeermebeeudeuasb ees aeewe 100.00 
MEE ciba\ 6 eiain wane’ er Sy eS ee 105.00 
MT ctertnenenese@os Riahleaatee mews «+. 115.00 
MEE «= hs #00 0 eae ibe aemalemers veeeue 20.00 
Ceiling or Flooring, B&better, 4-16’ 
1x3” b466he0S 49s tN New beeen eas bow ewe «+ - $40.00 
OE DS coccccccesos See 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 


eS Se 2 ae eee ee 
Listing $4 and over........ varaenewen 47% 
Series 7000— 
Listing under $8..... tach we eeu 52% 
Listing $8 and OVEr.....cccccccce whe ware 47% 
Clear Lattice, 5/16”, 4 to 16’ 
a0 100 lin. ft. 
*” Vande pean es baee korea mame ciaeiee $0.32 
1% nee awalee-ae ase are acer mereureeah ees 37 
MEP -saaimaacey be caeineacesniesss ewes .60 


American fiumberman 
Lumber Market Review 


The downward trend in softwood 
prices has continued, and though it is 
meeting with strengthened resistance, this 
is not supported by drastic enough cur- 
tailment of production. Total sales of 
large mills in the two weeks ended Oct. 
23 were 35 percent below the 1936 level, 
but output was only 15 percent lower 
than 1936, with the result that output ex- 
ceeded bookings by nearly a third; gross 
stocks that date were about a quarter bil- 
lion feet above last year’s, with unfilled 
orders about a third lower than last 
year’s. There seems little prospect of an 
early ending of the Sino-Japanese strife 
that has thrown a heavy footage back on 
the domestic market. Business with other 
foreign markets is being helped by a soft- 
ening of ocean rates, but Canada is a 
strong competitor—and appears to be in- 
creasing its sales efforts in domestic 
American markets. A cut in European 
export quotas will help all shippers from 
this side. The chief impetus to home de- 
mand comes from building, and a group 
of experts is to try soon to find reasons 
for the lethargy that has overcome it in 
recent months and take steps to restore 
activity ; some attribute the decline to the 
deflationary effect of the social security 
tax and lower Federal expenditures. Dis- 
tributors, meanwhile, continue wary, but 
business has been good enough in most 
sections to cause some depletion of their 
stocks. Ordering of rush shipment of 
mixed cars is increasing. It is difficult to 
estimate how far the reduction of distrib- 
utors’ stocks goes toward balancing in- 
crease in mill holdings, but it is the latter 
that are in the market and exert chief in- 
fluence on prices. These seem to have 
reached near their minimum, for, faced 
with demands for further concessions, 
more mills are curtailing operations. 
Small nine mills are still offering keen 
competition in interior markets, and Cali- 
fornia and Atlantic Coast have surpluses 
of West Coast waterborne. 

Industrial demand for hardwoods is 
lagsing because of labor troubles and 
slackening in the momentum of general 
business: and there is much less call for 
building items. Though buving is hand 
to mouth and there is much searching for 
chean sunplies, prices mav be somewhat 





rassed hut are considered far from weak. 





APPALACHIAN HARDWOODS 


_ Cleveland, Ohio, Oct. 30.—Following 
Cleveland, in effect Oct. 21: 


Ash: 4/4 5/4 6/4 
80.00 85.00 95.00 
Com. & Sel.. 55.00 65.00 67.50 

Pin. White Oak: 

IPPs 106.00 116.00 121.00 
No. 1 C.&S... 70.00 75.00 80.00 

Pin, Red Oak: 
< EMS 91.00 101.00 106.00 
No. 1 C.&S... 65.00 70.00 75.00 

Poplar: 

F sesseses 98.00 108.00 113.00 
Ne. 1 C&S... 60.00 65.00 68.00 
BR oeicesss 73.00 78.00 78.00 
No. 2-A Com. 43.0 48.00 50.50 

Basswood: 

6 Te 85.00 90.00 90.00 
No, 1 C&8... 57.50 65.00 65.00 
No. 2 Com... 38.50 39.50 39.50 


are current prices on Appalachian hardwoods f. o. b. 
8/4 10/4 12/4 16/4 
97.50 111.00 125.00 140.00 
72.50 80.0 90.00 100.00 

136.00 146.00 161.00 171.00 
90.0 98.50 116.00 126.00 
116.00 136.00 146.00 166.00 
85.00 93.50 106.00 121.00 
118.00 128.00 143.00 158.00 
73.0 83.00 Sc0e- —i(ié«Cs aswiktw 
90.50 Chestnut: 4/4 5/4 6/4 8/4 
53.00 was ...... 108.00 113.00 113.00 118.00 
No. 1 C.&S.. 73.00 75.50 78.00 83.0 

97.50 No. 1 C. & 
: Btr. WHND 43.00 46.00 48.00 53.00 
73.50 No.1C.&Btr. 

42.50 Snd. Wormy 38.00 41.00 42.00 48.00 
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The mills do not have large stocks, and 
that those of consumers are depleted is 
shown by their being often in the market 
for small lots. Foreign trade is not ac- 
tive, and its immediate future depends 
largely on what ocean rate will be fixed 
for after Jan. 1. 


WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period Oct. 
18 to Oct. 23, inclusive. Averages include 





both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 
5/4x8 6/4x8 
SELEcTs, S2 or 4S— 1x8 & war. & war. 
i Serre $65.20 $74.25 sneaks 
Be 66 eee 6 acareicenec 50.64 50.56 $53.00 
SHop, S2S— No. 1 No. 2 
ee eee, $42.60 $27.17 
ERE TE Cale Re 40.70 27.69 
Commons, S2 or 4S— No. 2 No. 3 
ME eco aie raiveslosta vorsisiexs osi51-9: 5 ois $26.78 $19.59 
Ne NE og ey ara dairaace. 4,68 eve canter ia 29.11 19.19 
Ss, Sy SPE, NG his 0 sinned sarv'nsw era ere $15.94 
Idaho White Pine 

5-6/4 8 

SELECTS, S2 or 4S— 1x8 & wadr 
ORONO (OC). Filia s 6 oes cceeaie $72.00 $85.75 
ae (a 59.2 pe 


Commons, S2 or 4S— 
Colonial Sterling Standard 
No. 1 No. 2 


No. 
EME, 24:46 cawshacown $40.96 $33.74 $27.63 
eae 69.00 44.81 27.13 

UUtiy (No. 4) 2/4 RW Robes... coc ccccse $20.05 

— pine sraxt 
= 4x 6/4x8 

SELEcTs, S2 or 4S— & war. & war & wdr 

_ ae re seine $85.00 ile 
RB csit eriasion si ieee 81.00 80. a 
| Reppaeopbans ype a eee 

SHop, S2S— No.1 No. 2 No. 3 
ee $54.13 $35.07 srags 
i TS 52.0 32.89 $22.30 
BENE eclanee lenis, Shcatiag ss 65.11 40.33 22.00 

Larch—Douglas Fir 

immension, NO: 1, BEG oociicdidcscsics<cac $22.72 

Dimension, No. 1, 9x68. ........6 0 ce ceccs 22.09 

Boards, ee . So eee 0.52 

Flooring, vert. gr., C&Btr. 4 RL....... 32.70 





ARKANSAS SOFT PINE 


Following are average sales prices, these 


f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas Soft Pine 
mills during the week ended Oct. 30: 
Flooring 
Edge grain— 38-inch 4inch 
IID n.6:0 5) 5 ure oninieaeneae $62.00 $61.00 
lL SAS ee eee rer 53.00 2.00 
MR aa, Sar ace tnioch sbi oir ae 34.00 32.00 
Flat grain— ‘ 
DEEN iho sw has de vee kaa ES $45.00 ($44.00 
PES 2 Utcinesalaais Gaarere wale wialerewie 40.00 39.00 
Ie WE e20se wna animes 27.00 27.00 


Ceiling & Partition 
B&Better ag 


ie ie Oo ee eer $37.00. $33.0 


eo 45 00 40.00 
Boston Partition, }4x4......... 41.00 37.00 
Drop Siding, 1x6 

” 0.117 No. 118 

II, 57-5. solo. 6 sae dosecntta eee Seo mice $39.00 $46.00 
Oe ee ee eee ee 36.50 41.00 
SRE iis o on aaancan sen waatesns 27.00 28.69 


Finish, Surfaced, B&better 
4 5 6 8 10 


12 
4/4 ...$56.00 $65.00 $57.00 $58.00 $65.00 $82.00 
5/4 ... 65.00 72.00 67.00 67.00 74.00 92.00 
Casing & Base, sees 8 
a $62.00 $70.00 $64.00 $66.00 
BE Gatneuneras 60.00 68.00 61.00 63.00 
Mouldings 
Discount 
Edsted at $8 End UNGSL....0..cccevcvccecee 0% 
Wa Ue 406 see «eee pina Ginainae oe mewee eee 35% 
Boards and Shiplap 


x 1x8 1x10 1x12 
Boards, S4S, No. 1..$42.00 $40.00 $45.00 $54.00 
or Shiplap No, 2.. 19.00 19.50 19.50 23.00 


No. 3.. 15.00 16.50 16.50 16.50 
Dimension, 84S, 16-Foot 

- No.1 No. 2 
IR oc: «item igteng wee ieee h won area $25.00 $20.00 
OS aerate hae ers aman | 21.00 17.00 
Le re rr 24.00 20.00 
er rr es 32.00 24.00 
| Ee er ree 37.00 25.00 

Lath, %x1%, 4-Foot 
RS i dcce ad sd oases ees SON Nes wae wae $4.35 
BRS SE cikiniesh4:4:4.0.5 0d s Rae SARE D EES SO Obes 2.75 
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AUGUST K. BERGER, 65, 
passed away Sept. 30, after being connected 
with the lumber industry for over thirty 
years. A native of Frammestad, Sweden, he 
came to the United States in 1892. He be- 
came associated with the 3rooks-Scanlon 
Lumber Co. about 1904 and for five years 
handled cedar products and other timber at 
Scanlon, Minn. In 1909, he became associated 
with S. J. Cusson, who was general manager 
of the Virginia & Rainy Lake Co., the largest 
white pine mill in the world for many years. 
Mills were in Virginia, Minn. He established 


Duluth, Minn., 


a large cedar yard at Cusson, Minn., and 
actively logged northern white cedar prod- 
ucts in addition to pulpwood and logs for 


over twenty years. Mr. Berger was an active 
member of the Northern White Cedar Asso- 
ciation. After discontinuance of the Virginia 
operations in 1929, Mr. Berger became log- 
ging superintendent for the Edward Hines 


Lumber Co. in Seneca, Ore. He was retired 
from active duty soon afterwards, and re- 
turned to the Midwest. Surviving are his 


widow, and three sons. 


HAROLD KENNEDY, 77, prominent for 
half a century in the development of the 
shipping and lumbering industry of Quebec, 
died Oct. 11. Born in Liverpool, Mr. Ken- 
nedy went to Canada in 1882 and fora while 
represented Taylor, Pierce & Co. Later he 
entered business for himself as a commis- 
sion agent. After being thus engaged for a 
few years, Mr. Kennedy went into the lum- 
ber business and bought a number of limits 
and saw mills along the Quebec & Lake St. 
John railway. He was president of the Mc- 
Arthur Export Lumber Co. and an officer of 
several other firms. He leaves his widow, six 


daughters and two sons. 

ALBERT GEORGE NORTZ, 65, general 
manager and treasurer of the Nortz Lum- 
ber Co. with headquarters in Minneapolis, 


died in that city, Oct. 22. 
tail lumber business in 1900 with the H. L. 
Jenkins Lumber Co. and worked in various 
yards operated by the firm. In 1903, he and 
his brothers, William and John. and William 
Hostman organized the Nortz-Hostman Lum- 
ber Co. with offices in St. Paul. The business 
was later sold to the Interior Lumber Co. of 
Minneapolis, and the three brothers formed 


He entered the re- 





F.O.B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
‘from reports of sales made during the week 
e -nded Oct. 25: 


ag ee. Pm Gum Plain Tupelo 
NO. > e1— No. 2 Com— 
4/4 . ....42.00 OPE sxneas 12.25 
A eg n Red Gum Plain Poplar 
4/4 00+. .74.75 FAS— 
5/4... + | 18000 PR x tceiies 65.00 
No. 1 Co,.m— Saps & Sel— 
/ ; or Moen 7m | Sree 42.00@ 43.50 
4/4 ..-4...35.00@35.75 5/4 44.50 
Qrtd;, Sap Gum 6/4 ......46.50 
FAS— No. 2B Com— 
5 2 re 41.25 i eae 16.75 
a 43.00 re cawemiens 17.75 
No. 1 & Sel— ee 17.75 
8 B eesces 38. Ash 
Plain Sap Gum No. 2 Com— 
FAS— , eee 24.25 
ee scones 35.00 @39.75 5/4 . 27.00 
ie «es aean 38.00 
No. 1 & Sel— FA eee 
SFO «vtuee 27.00 iS 34. 
7 ee 33.00 No. 1 & Sel— 
Plain Black Gum 4 ‘s Ge . 24.0 
= NO om— 
FAS do 34.0 Ore. cseeae 12.50 
No. 1 & Sel— Hickory 
avraell 4.0 No. 1 & Sel— 
Plain White Oak Peer 59.5 
FA No. 2 Com— 
— re 84.50 J rere 25.00 
4 ‘*“ Pe ea Cottonwood 
° oo No. 2 Com— 
teeees 50.00 6/4 ......24.25 
Plain Red Oak Willow 
FAS— FAS— 
OFe vscuedeeee i. eee 42.00@ 45.00 
ae 56.50 + ar 44.00 
OS errs 58.75 @62.00 No. 1 & Sel— 
No. 1 & Sel— We ieewss 35.00 
ee -exden 29.50 @ 32.00 
| Epeae 3.50 Magnolia 
7, ee 44.00 No. 1 & Sel— 
Bae xeon 84.50 We «eaaee 39.00 





the Nortz Lumber Co. which at present has 
fourteen yards. 


DR. HARVEY E. WELLMAN, son of Henry 
D. Wellman of the Wellman Lumber Co., 
Providence, R. I. died Oct. 20. He was a 
member of the Brown University medical 
staff. Dr. Wellman was named for an uncle 
who for many years was an outstanding 
figure in the lumber industry of Rhode Island 
in partnership with J. M. W. Hall of Boston 
in the spruce and yellow pine firm of Well- 
man, Hall & Co. The business was con- 
tinued by his brother, Henry, as the Wellman 
Lumber Co. until a few years prior to his 
death in 1928, 


KAUTZMANN, 69, 


GOTTLOB president of 
the Kautzmann-Vernet Lumber Co., Miami, 
Fla., passed away Sept. 30 in his home in 
Miami. After retiring from the jewelry 


manufacturing business in Newark, N. J., and 
going to Florida, he became interested in 
the lumber business possibilities and entered 
the industry under the trade name of Rin- 
hart-Vernet Co. (Inc.). The present name 
was taken Sept. 1, 1936. He leaves his widow, 
a son and one daughter. 


HARRY P. WIBORG, 80, oldest living mem- 
ber of the Cincinnati Lumbermen’s Club and 
its third president, died Oct. 31. For over 
twenty-five years, he was a member of the 
former Wiborg & Hanna Lumber Co. of Cin- 
cinnati, which at one time was among the 
largest handlers of Appalachian hardwoods 
in the _ territory. He was prominent in 
Masonry, both as a member of the Shrine and 
the Knights Templar. 





OLIVER W. RHYNAS, founder of the lum- 
ber firm of O. W. Rhynas & Son (Ltd.), Bur- 
lington, Ont., died Oct. 28. He was connected 
with the lumber business all of his life, hav- 
ing previous to starting his own company 
been employed as manager of Mickle Dyment 
& Son in Brantford. He and his son, Phillip, 
began their own concern in 1924. Survivors 
are his widow and the son. He was prom- 
inent in Masonry. 


DEWEY HOWARD, 39, manager of the 
Foxworth-Galbraith Lumber Co. yard in 
Whitesboro; Texas, since 1933 and connected 
with the firm for fourteen years, passed 
away Oct. 11 in Gunter, Texas. Survivors 
include his widow, a daughter, two brothers 
and two sisters. 


LESTER E. WHITBURN, 36, son of the 
manager of the Diamond Match Co., Grass 
Valley, Calif., and an employee of the same 
concern, died Oct. 16 of internal injuries re- 
ceived Oct. 15 in a fall at the company’s lum- 
ber shed. Mr. Whitburn leaves his parents, 
two brothers and a sister. 


D. W. BURCHFIELD, 79, pioneer lumber- 
man of Ennis, Texas, died at his home Oct. 
28. Formerly associated with the Owens 
Lumber Co., Mr. Burchfield was elected pres- 
ident of the Ennis Lumber Co., in 1913, and 
remained in the office until 1935 when he 
retired. His widow, two daughters, three 
sons and a stepson survive. 


J. MANNING FOSTER, 72, son of F. E. 
Foster, who for many years operated the 
principal lumber yard and trim factory at 
Medford, Mass., died Oct. 30. Following the 
sale of the Medford plant to W. C. Miles Co., 
Mr. Foster had represented several western 
— selling fir and pine uppers and ply- 
wood. 


MRS. L. H. RICHARDS, wife of the sales 
manager for the Laidlaw, Belton Lumber Co. 
(Ltd.), Sarnia, Ont., died Oct. 20 from _ in- 
juries received in an automobile accident, 


Oct. 17. Mr. Richards had several ribs frac- 
tured. She leaves her husband and two 
daughters. 


JAMES W. BENDER, 66, vice president and 
superintendent of the Chattanooga (Tenn.) 
Lumber Co., died Oct. 19 after an illness of 
several months. He was connected with the 
company for thirty-eight years. Surviving 
are his widow, two daughters and three sons. 


MICHAEL DUNN, 81, prominent wholesale 
exporter in Canada all of his business life 
and president of E. H. Lemay (Ltd.). died 
at his home in Notre Dame de Grace Oct. 22 
after a month’s illness. He retired four years 
ago. Two daughters and a son survive. 


CHARLES A. COOMBS, 80, owner of the 
Natick (Mass.) Box & Board Co., died Oct. 12. 
He established the businessin Hudson, Mass., 
in 1890, and six years later moved the plant 
to Natick. He was an active Mason and a 
Shriner. 






November 6, 1937 


ERNEST M. MERRICK, chairman of the 
Forest Conservation committee of the North- 
ern Pine Manufacturers Association, died Oct, 
25 in Minneapolis. His widow, two daugh- 
ters, and three sons survive. 


U. P. WALLING, 82, founder of the Camp- 
bellsville (Ky.) Lumber Co. and a _ pioneer 
lumberman in his section, died Oct. 27 in his 
home. He had been in the lumber business 
for over fifty years. 


EDWARD COLLINS, 87, retired pioneer 
Buckley, Wash., lumberman, passed away in 
his home in that city Oct. 18. He formerly 
was part owner of the Valley Lumber Co. 
Two brothers survive. 


MRS. FLORENCE CUMMINGS, 65, 





wife of 


Edgar Cummings, president of the Pierson 
Lumber Co., Cincinnati, Ohio, passed away 
Oct. 21. Her husband and a daughter are 


survivors. 

J. B. HAMM, 55, president of the Hamm 
Lumber Co., Meridian, Miss., died at his home 
in Booneville, Oct. 13. His widow, and a 
daughter survive. 





GEORGE ENGEL, 77, founder of the Engel 
Lumber Co., Grand Rapids, Mich., about 1900, 
died Oct. 18. His widow and five sons sur- 
vive. 





Company Promotes Four 


Loncview, WasH., Oct. 30.—Promotion of 
four men prominent in the organization of the 
Long-Bell Lumber Co. here was announced this 
week by L. C. Stith, comptroller of the com- 
pany, before he departed for Kansas City. The 
promotions entail important shifts in the per- 
sonnel of the company and its subsidiaries. 

George McGaw, who has been with the com- 
pany for the last 20 years, has been appointed 
chief clerk of the Long-Bell Lumber Co. and 
the Longview Stevedoring Co. He has been 
with the company’s accounting department here 
since 1922. Prior to that he was assistant 
traveling auditor for the company’s southern 
territory. He joined the firm at Ludington, La. 

Sam E. Ellis, who joined the company at 
Bonami, La., in 1918, has been named chief 
clerk of the Longview Co., the Longview Pub- 
lic Service Co., Longview Memorial Park and 
the Longview Concrete Pipe Co. He also will 
continue his duties as assistant secretary to 
the Long-Bell Lumber Co. and all of its sub- 
sidiaries here, and as secretary-treasurer of the 
public service company and secretary of the 
Longview Grain & Elevator Co., in which he 
succeeded Mr. Stith when the latter was 
appointed comptroller. Mr. Ellis came to 
Longview from Bonami in 1925. 

Al Southern, who has been with the company 
here since 1923, has been designated assistant 
chief clerk of the Longview Co., the public 
service company, Longview Memorial Park and 
the concrete pipe company. 

A. L. Bogan has been appointed assistant 
chief clerk of the Long-Bell Lumber Co. and 
the stevedoring company. He has been with 
the company’s accounting department here since 
1924. 

Messrs. McGaw and Bogan, with _ their 
staffs, will move to quarters in the company’s 
new office building now being completed at the 
mill site, the latter part of November. Messrs. 
Ellis and Southern will continue to maintain 
their offices in the Long-Bell building. 





Magnolia Chosen by Mississippi 
Children for State Tree 


Jackson, Miss., Nov. 1.—Mississippi’s school 
children, 10,000 of them, have designated the 
magnolia as the State’s official tree. Two vears 


ago, the educational department of the Miss-§ 


issippi Forest Service and the State department 
of education launched a unique contest to pick 
an official tree for the State, and 16,048 school 
children participated. The magnolia received 
9,036 votes; pine, 4,755; dogwood, 1,479; and 
oak, 778. Outcome of the contest will be re- 
ported to the legislative session opening i 
January, and it is anticipated that proper legal 
recognition will be given to the selection of 
the magnolia as the official tree of the State. 
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Co. sold to La Crosse Lumber Co. 


November 6, 1987 
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THE BUSINESS RECORD 











° 
Incorporations 
CALIFORNIA, Los Angeles—Encino Lumber 
Co.; $25,000. 
Los Angeles—Mutual Building Material Co.; 
$10,000. 


San Francisco—Hartman & Perry Lumber Co.; 
$25,000. 


FLORIDA. 
Co. (Inc.). 
Jacksonville—Nicholas Lumber Co. 


KENTUCKY. Owensboro—Old Homestead Roof- 
ing Co.; $10,000. 
Owensboro—Quality Barrels; $5,000. 
MICHIGAN. Detroit—The Cottrell Block Con- 
struction Co., with offices at 520 Murphy Building, 
will do a business of manufacturing and dealing 
in builders’ supplies; capitalized for $50,000. 
Detroit—Michigan Timber & Pulp Co., 2213 
Dime Bank Building; $10,000. 

Flint—Replinger Coal & Brick Co., 3001 Davison 
Road, will also handle lumber. Capital $10,000. 
Niles—Skalla Wood Products (Inc.); $10,000. 
Manufacturers and fabricators of wooden imple- 
ments and novelties. 

Williamston—Williamston Lumber Co.; $10,000. 
Wyandotte—Wohlin Coal & Ice Co., 719 Walnut 
St.; $25,000. Dealer in lumber, builders’ supplies 
and materials, and fuel. 

NEW YORK. Nyack—Nyack Millwork Co. 
(Inc.); lumber, 
NORTH CAROLINA. Roseboro—Coharie Mills 
(Ine.); $50,000. Lumber mill. 

OHIO, Cincinnati—Pachoud Lumber Co. 
Cincinnati—Pachoud Wrecking Co. (Inc.). 
OREGON. Portland—Peninsula Saw Mill Co. 


Fort Pierce—Sapp-Lewis Lumber 


(Inc.). 


Salem—Salem Supply Co.; $5,000. Building ma- 
terials. 
VIRGINIA. Charlottesville — Charlottesville 


Woodwork Corp.; $10,000. To manufacture and 
deal in lumber and building materials of all kinds. 

Roanoke—Skyline Lumber Co. (Inc.): $50,000. 
To deal in building materials of all kinds. 


CANADA. BRITISH COLUMBIA. New West- 
a Loggers (Ltd.) 649 Graham 
Ave 00 

Vancouver—Green Lake Lumber Co. (Ltd.), 313 
Water St.; $10,000. 


Casualties 


GEORGIA. Montezuma—Flint River Lumber Co. 
manufacturing plant, offices and warehouse and 
several cars of lumber destroyed by fire, with loss 
estimated at $35,000, partially insured. 

NEW HAMFSHIRE. East Swanzey—cC. L. Lane 
& Co. dry kiln and woodworking mill damaged by 
fire, with loss estimated at between $50,000 and 
$75,000. The office, storehouse and stables nearby 
escaped the flames. ‘Temporary quarters will be 
obtained to fill orders and keep up production. 
Loss partially covered by insurance. The mill 
was built more than 100 years ago and has been 
continuously operated by the Lane family. 

OHTO. Butler—W. FE. Winkler Lumber Co. main 
building damaged $20,000 by fire. Loss partly cov- 
ered by insurance. 

OREGON. Marcola—Fischer Lumber Co. saw- 
mill destroyed by fire, with loss estimated at 
$75,000, partially covered by insurance. 


Business Changes 


ARKANSAS. Calion—Nickey Bros. (Inc.) sold 
to Link-Newcomb Mill & Lumber Co. and mill 
moved to Tchula, Miss. 


CALIFORNIA. Danville—S. H. Flournoy lumber 
interests and lumber purchased by San Ramon 
Valley Lumber Co. 

Los Angeles—Kintzle-Ward Lumber Co. 
ceeded by Ward-Nash Lumber Co. (Inc.), 
8th Ave. 

North Hollywood—Vineland Builders Supply Co. 
succeeded by North Hollywood Lumber Co. 

INDIANA. Fort Wayne—S. Coppock & Sons 
Lumber yard purchased by Michigan Wholesalers 


suc- 
6615 


(Ine.), of Jackson, Mich. George E. Voorhees, 
secretary and general manager of Michigan 
Wholesalers (Inc.) announced that his company 


will deal. in wholesale building materials and sell 
to retail yards within a radius of 75 miles of 
Fort Wayne. 

IOWA. Storm Lake—Park Building Material Co. 
Succeeded by Schmitz Lumber Co. 


KENTUCKY. Somerset — Fish Lumber Co. 
changed name to City Lumber Co. 
MICHIGAN. Detroit—The Wood Art Corp., 


which succeeds the Wood Art Co., 2127 East Can- 
field St., in the manufacture of wood signs and 
wood novelties, has been organized with a capital 
stock of $50,000. 
Grand Rapids—Luce Furniture Corp. succeeded 
by Furniture Shops of America (Inc.), 725 Godfrey 
Ww. 


5 Ave., S, 


Roscommon — DeWaele- Sheppard Lumber Co. 


» Succeeded by E. H. Sheppard Lumber Co. 


Wililamsdten——itiinera Lumber Co. succeeded by 


| Williamston Lumber Co. 


MISSISSIPPI. Laurel—Eastman, Gardiner & 
-0. lumber manufacturing division purchased by 
Green Lumber Co. and henceforth will be con- 
ducted by that company. 


MISSOURI. Columbia—Boone County Lumber 


NEW YORK. Au Sable Forks—Albert Call & 
Co. succeeded by Au Sable Forks Lumber Co. 
(Inc.). 

NORTH CAROLINA. Greensboro—Carolina 
Novelty Co. succeeded by Royal Chair Co. (Inc.). 

NORTH DAKOTA. Ellendale—Ellendale LLum- 
ber Co. sold to Thompson Yards (Inc.), and stock 
will be moved to Thompson Yards (Inc.). 

OHIO. Cincinnati—Pachoud Bros. succeeded by 
two newly incorporated companies which will han- 
dle separate functions of the former concern, 
Pachoud Lumber Co. (Inc.). and Pachoud Wreck- 
ing Co. (Inc.). 

OKLAHOMA. Reydon—Standard Lumber 
sold to Dascomb-Daniels Lumber Co. 

TEXAS. Livingston—Ogletree Hardwood Lum- 
ber Co. succeeded by Ogletree Lumber Co. 

WASHINGTON. Renton—See Lumber Co. 
ceeded by Renton Lumber & Supply Co. 


New Mills and Equipment 


KENTUCKY. Putney—The Inter-Mountain Lum- 
ber Co. has purchased a large timber tract and 
will install sawmills. 

NORTH CAROLINA. Whiteville—Glanton Ven- 
eer Co. plans plant to cost $50,000 or more. 

SOUTH CAROLINA. Holly Hill—Holly Hill 
Lumber Co. (Inc.) will improve recently acquired 
Chapman-Storm Lumber Co. plant by adding a 
new machinery and other equipment and two new 
dry kilns. 


Co. 


suc- 





77 


TENNESSEE. Humboldt—Rooks Manufacturing 
Co. plans rebuilding recently burned $25,000 stor- 
age warehouse and manufacturing plant for wood- 
working. 


WASHINGTON. Anacortes—Puget Sound Pulp 
& Timber Co. plans to erect steam and breakdown 
plant, to cost about $300,000. 

Seattle—George Schulenberg, sash and doors, 
will erect’ $4,000 factory at 3815 4th Ave., N. E. 

Vancouver—Associated Inventions (Inc.) will 
wna factory for manufacture of Beaman’s Ply- 
woo 

Vaneouver—Chaétes W. Wecks will erect a re- 
manufacturing sawmill near Terminal No. 1. 

WISCONSIN. Eagle River—Vilas Timber Prod- 
ucts Co. (Inc.), care of H. N. Smith, Watertown, 
plans altering former Wisconsin-Michigan Lumber 
Co. plant at this point, at cost of $135,000. 


- New Ventures 


ALABAMA. Montgomery—Stuart Lumber Co. 
will do a general contracting business and handle 
building material supplies. 

CALIFORNIA. Danville—San Ramon Valley 
Lumber Co. established by I. C. Nelson and son. 
A planing mill will be erected and outfitted for 
all kinds of millwork. 

National City—Syd Smith has opened a lumber 
yard on Main Street, and has put in a complete 
supply of lumber, sash and doors, hardware, 
roofing and cement. 

IOWA. Algona—Raesly Lumber Co. 
ing a lumber yard here. 

KANSAS. Hoisington—Coffield & Price will open 
a lumber yard here that will deal principally in 
oil field materials. 

MICHIGAN. Kalamazoo—Miller Wholesale Lum- 
ber & Warehouse Co., 1919 Factory St.; will deal 
in lumber. Capitalized at $10,000. 

TEXAS. Dallas—E. A. Stewart Lumber Co. has 
opened at 203 Couch St. 


is establish- 


Lumber Production in 1936 


Wasuincton, D. C., Nov. 1—Lumber pro- 
duction in the United States in 1936 showed a 
marked increase over 1935, according to pre- 
liminary figures compiled’ from data collected 
in the annual lumber-production inquiry re- 
leased Oct. 30 by Director William L. Austin, 
Bureau of the Census, prepared by the Bureau 
in co-operation with the Forest Service. 

The total lumber cut reported for 1936 
amounted to 24,354,884,000 feet, a gain of 24.6 
percent over 19,538,731,000 feet for the pre- 
ceding year. Of the total lumber production 
in 1936, 29.2 percent, or 7,110,506,000 feet, was 
contributed by yellow pine. This kind of wood 
was sawed in nineteen States, of which eight 
reported more than 500,000,000 feet each. Next 
in importance is Douglas fir, the cut of which 
amounted to 6,320,505,000 feet, reported from ten 
States, two of which—Washington and Oregon 
—contributed more than 95 percent of the total. 

The canvass was made wholly by mail except 
in twelve western States—Arizona, California, 
Colorado, Idaho, Montana, Nevada, New Mex- 
ico, Oregon, South Dakota, Utah, Washington, 
Wyoming—in which a complete canvass was 





SRORUORR scccscce FES 295,233 rae 
New Hampshire. 211 132,333 28,891 
New Jersey ..... 38 1,562 10,837 
New Mexico ..... 87 140,84 ates 
New York ..... 210 29,460 67,866 
a Carolina. 840 618,945 177,954 

Resa . BaF 765 100,309 
p=: A a ey a 69 143,825 12,708 
OPOROR. .cc.crcsce 586 4,048,917 28,507 
Pennsylvania 400 52,906 134,686 
Rhode Island ... 3,140 600 
South Carolina .. 4385 498,812 138,768 
South Dakota ... 25 33,530 ede 
Tennessee ...... 623 127,717 303,104 
DE Wesawncees mae 818,938 122,945 
ee 75 10,436 20 
VOPIMONE. .6.ccccs 163 45,656 35,998 
VITHIBIO .cccsccs 824 412,789 153,766 
Washington .... 440 4,543,377 29,020 
West Virginia ... 298 54,076 281,502 
Wisconsin ...... 261 185,697 223,773 
Wyoming «....... 86 42,039 SSS 
United States ...12,703 20,241,737 4,113,147 


1Combined to avoid disclosing data for in- 
dividual mills. 


PRODUCTION BY KIND OF WOOD 


Lumber Sawed (In Thousand 
Feet, Board Measure) 


Kind of Wood 1936 1935 1934 











made, partly by mail and partly by field rep- Balsam Fir... 10,339 14,524 6,860 
resentatives, by the Forest Service. All fig- Cedar ----- ++ 238,282 181,011 139,807 
CIRCE osc. 441,494 310,608 178,977 
ures for these States are, therefore, substan- Pouglas Fir. 6,320/505 4,772,421 4,065,828 
tially complete and accurate. Hemiock aye 813,797 He 335 78,180 
: : ee i ‘ 
Production figures for 1936, by kinds of wood ae enole Pine 44,952 17,701 19/322 
by States, are given in the following table. Redwood ... 403,238 328,862 282,149 
These figures are preliminary, subject to re- Spruce ...... 349,161 295,318 259,345 
vision. Sugar Pine.. 284,794 192,829 110,013 
PRODUCTION BY STATES—1936 a 
Number Production in 1936 (Ponderosa) 2,975,339 2,525,949 1,806,220 
of Active (Thousand Feet) White Fir. 126,84 107,48 
Mills Re- Total Total White Pine.. 999,214 849,006 755,882 
State— porting Softwood Hardwood yellow Pine. 7,110,506 5,741,117 4,472,503 
po 876 975,902 176,957 
og ae 36 123,409 2 Softwood .20,241,737 16,012,893 12,735,358 
Arkansas cence, wa 756,359 $20,254 
California and Alder ... 34,395 — 20,764 
Nevada! ...... 203 1,647,460 97 Dee son.n. : 93,663 79,810 75,746 
Colorado .......s 194 71,72 44 Basswood 88,983 71,947 51,947 
Connecticut ..... 32 3,768 5,266 eee 109,523 91,27 71,54 
Delaware ....... 19 4,835 1,31 (Sea 183,970 166,008 126,366 
Florida ‘ 296 744,277 71,947 Chestnut 103,671 87,868 78,737 
GOOPBIa ..is ice ar 766,010 106,466 Cottonwood 136,668 95,802 108,570 
PD. kdesvewese ns 191 723,767 3 BS ae sin'e-6%s 80,131 63,325 9,34 
Illinois’ eens 87 25,038 Hickory 28,558 21,227 she 
po eee 221 65 100,066 Magnolia . 27,37 22,135 
er ae 12 Sak 4,3 BERRI. ..ceee 89,779 401,410 310,590 
Kansas and aa 1,534,562 1,146,790 1,082,670 
Nebraska’! .... 7 85 8,291 Red Gum .. 06,500 448,690 93,293 
Hentucky ....... 442 27,175 167,509 Sycamore ... 27,208 17,691 
Louisiana ...... 216 779,481 470,317 eee 215,755 169,012 125,672 
5. ee 345 213,042 9,166 °° Wamut ..... 38,84 ’ ’ 
PORT FIOME 26455. 92 6,58 15,366 Yellow Poplar 260,397 174,926 163,333 
Jenenette Aa on Ra obv aus | rn 53,164 87,108 56,813 
oh —— ‘ J 
Minnesota ...... 183 83,3 39,640 eeawees- . 4,113,147 3,145,708 2,758,281 
Mississippi ...... 802 899,26 361,465 ota 
ieuourl pnt eae 216 20,287 0,4 Lumber. .24,354,884 19,158,601 15,493,639 
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¥ How to Figure Costs for Advertising 
. In Classified Department 


Two consecutive issues..........55 cents a line 
Three consecutive issues..........75 cents a line 
| Four consecutive issues..........90 cents a line 














Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 








Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement 
equal to fourteen lines. 


Heading 


is 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED 


Employees 


WANTED: ASSISTANT YARD MANAGER 


In a central Michigan city of fifteen thousand. 
Prefer Catholic, thirty to forty years. and with 
lumber yard experience and good record. Chance 
for advancement. 
Address ‘“‘K. 25,” 














care American Lumberman. 





WANTED: SHAPER AND BANDSAW MAN 


Must be experienced. Special woodwork, sash and 

door factory located in the central part of Illinois. 

Give references, state age and salary desired. 
Address “K. 26,” care American Lumberman. 





Salesmen 


SALESMAN TO SELL INDUSTRIALS 


Must know this business thoroughly, especially in 

crating lumber. A good salary to a man who can 

produce. Advise as to experience and references. 
Address “J. 31," care American Lumberman. 


WTD: A GOOD LIVE REPRESENTATIVE 
In New England to sell our oak flooring on com- 


mission. 
ROYDTAN MFG. CO.. INC., Boydton, Va. 


HARDWOOD LUMBER MANUFACTURER 
Desires commission salesman to cover Ohio or Ohio 
and Western Pennsvlvania. 

Address “J. 50,”’ care American Lumberman. 














Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO. Inc. 
«Minneapolis, Minn. 


| WANTED 
Employees 


WANTED: YARD MANAGER 


Capable of handling good sized volume in a good 
Iowa county seat town. Must be able to handle 
stiff competition and a good credit man. Advise 
salary required first reply. 

Address “J, 74," care American Lumberman. 


WANTED: YOUNG OR MIDDLE AGED MAN 


Stenographer with experience in sales office of Ap- 
— Hardwoods. Give age and experience in 
reply. 

Address “J. 77," care American Lumberman. 


WANTED: LUMBER YARD MANAGER 


With oil field and general lumber and hardware 
experience, 
Address “J. 80,” 




















care American Lumberman. 


WTD: BY N. Y. WHOLESALE COMPANY 


Services of commission lumber buyer to handle 
our purchases of Yellow Pine in Alabama, Missis- 
sippi, and Louisiana. Our business would not re- 
quire entire services; we want to contact party 
who has other buying accounts that would not 
conflict with ours. 

Address “J. 82,’ care American Lumberman. 


WANTED: 


An experienced man for an important position in 
a corporation owning and operating eight yards in 
Michigan. He must have a good education, train- 
ing and must be well recommended. This position 
will pay a couple of thousand dollars per year 
with a liberal bonus besides. Give full details of 
age, experience, how long you have worked at 
different jobs, religion, nationality and so forth 
in first letter. 

Address “J. 








87,"" care American Lumberman. 





WANTED: EXPERIENCED ESTIMATOR 
In stock and detailed millwork. State experience, 
former employers, age and salary desired. 
Address “J. 93," care American Lumberman. 


SALESMEN & MANUFACTURERS AGENTS 


Now calling on lumber mfrs., jobbers, dealers, fur- 
niture mfrs., other large lumber users TIll., Wis., 
Mich.. Minn.. Ind., Iowa, Mo., Ohio. to solicit orders 
for Hart Moisture Gauges, straight commission 





basis. Leads furnished. A & A Sales Agency, 53 
W. Jackson Blvd., Chicago, Il. 

SOUTHERN PINE WHOLESALER 
Located in Producing area desires several Com- 


mission Salesmen. If you are a consistent pro- 
ducer let us hear from you stating qualifications 
and territory desired. 

Address “J. 71,” care American Lumberman. 





WHOLESALE LUMBER FIRM 


Wants two salesmen with cars, one to work the 
Pittsburgh territory, another for territory west 
of Cleveland. State experience. References re- 
quired. 
Address ‘J. 79,’ 


care American Lumberman. 





WANTED: TWO SALESMEN 


For Northern TIllinois and Southern Wisconsin. 
Must be experienced. State salary wanted and 
give past sales record. 

Address ‘J. 91,” care American Lumberman. 


EXCEPTIONAL OPPORTUNITY 


For experienced lumber salesman acauainted with 
retail yard and industrial trade Northern Indiana. 
Must have thorough knowledge Southern Pine and 





Western woods. State age, experience, salary 
wanted. 
Address “K. 27,” care American Lumberman. 





WANTED: COMMISSION SALESMEN 
To represent Douglas Fir mill. 








Address “J. 83,” care American Lumberman. 
WANTED: POSITION 
With well established wholesaler by well edu- 
cated, young man. Fifteen years exp. from camp 
clerk to res. mgr. of large lumber co. Knows 


lumber industry from mfg. to retailing. Can fur- 
nish best of references. Prefer Chicago territory 
but will consider other localities. Willing to work 
hard. 
Address 


HARDWOOD LUMBER AND FLOORING 


Mills and wholesalers, please note. Office man, 
expert stenographer, rapid typist, 22 years experi- 
ence hardwood lumber and flooring sales promo- 
tional and office work. Married; clean record; 
highest references; resident Chicago; desires office 
position, hardwood sales office; or will run small 
branch office alone here and handle sales for mill 
or wholesaler at small expense on moderate sal- 
ary basis. 


“J. 89,” care American Lumberman. 








Address “J. 90," care American Lumberman., 





== 
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Ernployment 


POSITION AS ASSISTANT TO OWNER 
Or manager retail yard. Experienced all depart- 
ments. Capable taking full charge. 
Address “J. 69,’ care American Lumberman. 


WANTED: POSITION AS INSPECTOR 


Experience five years with National Hardwood 
Lumber Ass’n. 
Address ‘“‘J. 58," care American Lumberman. 


SALESMAN-DESIGNER-ESTIMATOR a 


Employed by Government, desires to change tof 
private industry. Expert on small houses, knows b 
financing. 

Address ‘J. 59,’ care American Lumberman. 


A-1 CIRC. SAWYER & FILER WANTS JOB 
On small hard or softwood mill, tractor or steam, 
10 years exp. A-1 ref. 

Address “F. 94,” care American Lumberman. 

ACCOUNTANT—OFFICE MANAGER—CASHIER 
And Bookkeeper desires change. Saw Mill and 
Retail Yard experience. | 

Address “H. 60,” care American Lumberman. 

TIMBER ESTIMATOR-VALUATION REPORTS 
Know value your timber anywhere in world. 

J. A. WHEELER, 36 Linnaean St., Cambridge, 
Mass. 

POSITION WANTED—MANAGER OR ASS’T 
18 yrs. exp. retail lumber and millwork, shipping, 




















buying, selling and estimating. Age 39. Avail 
able at once. 
Address “J. 55,’’ care American Lumberman. 





DETAILER-BILLER & MILLW’K SUPT. 
Seeks position, 22 yrs. exp. high class millwork, 
12 yrs. draftsman & Sup’t. A-1 ref., age 38 

Address “J. 33,” care American Lumberman. 


POSITION: BOOKKEEPER OR OFFICE WORK 


Age 23, married, business college graduate, sev: 
eral years’ experience in lumber yard. 
Address “J. 63,’ care American Lumberman. 


POSITION WTD: BRANCH YD. MGR.-SALESM 


Shipping clerk, Bookkeeper or Inspector—Retail a 
Whol. Lbr. & Bldg. Supplies. Age: 43: absolutel 
sober; prefer South: 32nd Mason; avail. 30 day 
notice. Start at $200 per mo. 

Address “G. 63,"" care American Lumberman. 


HARDWOOD AND MAHOGANY INSPECTOR 


Age 31. Eleven years yard and Kiln Foremar 

Buying and road experience. Desire more assure 

future than present employment guarantees. 
Address “J. 92,’’ care American Lumberman. 


MILLWORK—MANAGER—SALESMAN 


Estimator, detailer, supt. experienced all phas 
from machine work to management all type build 

















ings. Age 37, successful, a hard worker wit 
initiative and push. 
Address “J. 96," care American Lumberman. 





MILLWORK ESTIMATOR—SALESMAN 


Stock and special, wholesale or retail. Now ef 
ployed but desire place with more promising 
ture. Age 27. 

Address ‘J. 97,’ care American Lumberman. 


WTD. SITUATION AS MANAGER OF YARD 


In town of 500 to 5000 population. Prefer Kan 
or Missouri. Midle aged, very active, 25 years 4 
perience, lumber, hardware, paint & coal. M 
ried, Protestant, strictly temperate, no bad hab 
and thoroughly reliable. Prefer line yard compan 
Can report at once. 

Address “J. 98,” 


WANTED: POSITION AS MANAGER, ASST. 
Or Yard Foreman; 25 years’ experience in Lut 
ber, Coal and Building Material. Able to hand 
any size yard and show a good profit. Hard work 
good mixer, strong, getting and holding trade, doi 
drink. Willing to work for modest salary. Pre 
Chicago or Illinois, but will go elsewhere. 

Address ‘‘J. 46," care American Lumberman. 





care American Lumbermant. 








Lumber and Logs 


WANTED: LUMBER & LOGS 


Several cars Oak for bending Rims & Runne 
also other Wagon & Sleigh dimension for di 
shipment, 

Address “J. 88,” 






care American Lumbermant. 





Runné 
or dire 





